


ueloil 
goil heat — 


7” 


oti 
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ONLY 
BRODIE 
EQUIPMENT 


at the 
Greater New York 
Terminal 


COMPLETE DOCK INSTALLATION 
COMPLETE LOADING RACK INSTALLATION 


This huge terminal stores 64,000,000 gallons of 
oil — enough heating oil to supply 50,000 homes 
for a year—Brodie equipment was chosen for both 
the loading rack and the barge loading docks. 

Loading rack facilities can presently serve 26 
trucks simultaneously. Each unit is equipped with a 
Brodie B-82D BiRotor —complete with extensions. 
Brodimatic counters, remote counter systems, 
Brodimatic printers. strainers, air eliminator, sev- 
eral Automatic Temperature Compensators. Each 
unit also 1s equipped with Brodie No. 552 Control 
Valves. With this Brodie system. the dispatcher 
has complete control over loading operation. 

When you need meters and related equipment 
to operate at full-rated capacity over long periods 
—with minimal down-time and negligible mainten- 
ance...you re talking BRODIE! 
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Sundstrand and the oil heating industry 
—partners in progress— 


Stanton K. Smith, president of Smith Oil & 
Refining Co., largest independent distributor 
for Gulf Oil in the country, has grown up 
with the fuel oil industry. He can recall the 
early days when central oil heating for the 
home was just becoming popular... “At 
that time, in the late °30°s, we had all sorts 
of problems with our oil burner installations. 
Burner nozzles would clog up quickly, tem- 
perature controls were not fully developed, 
and the fuel pumps available were unreli- 


able, inefficient, and quite noisy. 
“Then, 23 years ago, Sundstrand came 
with a new fuel unit—one of the first on 
he market that gave home owners a depend- 
constant, quiet flow of oil to their 


burners. It was instrumental in the expan- 


v \ 
CONTMED’ SERVICE 


Look fof this sign 
—it's your guarantee 
of genuine parts and 
certified service. 


sion of the oil heating industry to its present- 
day size.” 

There are now 9,824,590 owners of cen- 
trally oil-heated homes in this country...and 
there is a better than even chance that the 
fuel pumps on their oil burners carry the 
Sundstrand trademark. Last year Sundstrand 
fuel units pumped over 400 million barrels 
of fuel oil for satisfied users from Maine to 
California, and in many overseas countries, 
as well as Canada. 

Continuous improvements in these pumps 
have helped Sundstrand maintain over 
the years this leadership position in the 
fuel oil industry—an industry providing 
work for the employees of more than 26,000 
companies. 


: SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


2210 Harrison Ave., Rockford, Ill.—Eastern Sales Office: 89 Summit Ave., Summit, N. J. Made in 
Canada by John Inglis, Ltd., 14 Strachan Ave., Toront n Sweden by Sundstrand Hydraulic AB 
Stockholm; in France by R. S. Stokvis et Fils, S. A., 20-22 Rue Des Petits-Hotels, Paris 
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OIL BURNERS-WATER HEATERS-—-SUPPLY PUMPS 


famous the world over for Quality and Economy 


‘OL BURNERS . SWATRR aL : 
ORIGINAL HIGH TEMPERATURE bite 3 Sizes—8 Models 
: SROMBUSTION HEAD oye Copper-Lined, Glass-Lined, Stone-Lined 


SUN-RAY =4-5 OIL BURNERS 


Approved for +4 and #5 Oil 
Capacities from 3 to 25 G. P. H 


WILL SUPPLY UP TO 180 GALLONS OF 
HOT WATER PER HOUR—100°F, RISE. 
LONG, LIBERAL GUARANTEES. NO TEM- 
PERATURE RESTRICTION ON STONE- 


LINED of SPPPRR:LINED, MODELS. x % 
pe 


SUN-RAY BURNER MANUFACTURING CORPORATION 
139-22 QUEENS BOULEVARD + JAMAICA 35, N. Y. 


THE SUN-RAY FAMILY OF QUALITY PRODUCTS FOR HOMES «+ FACTORIES » WAREHOUSES 
APARTMENT BUILDINGS + CHURCHES + SCHOOLS 
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the service cost. Read about it on page 49. 


Another interesting fueloil-oilheating operation is the 


ice and oil and uses both businesses to complement each 
other in a very successful way. See page 60 
Larry Alles, Regionai Adv. Mgr., Room 200, 224 S. Michigan Ave John Schulz contributes a real study this month, ex- 
eee net ee ee ee loring the economics of insulation. He point t that 
“ . ‘ ) - ) $s O é 
Bob Wertz, Regional Adv. Mgr., 415 Westbrook Rd., Dayton 15 P § : . : . cp - mn 
Ohio—Phone: Crestview 5-2055 insulation is a cost leveler for electric heating, but it works 


Pacific Coast Representative: Don Harway, 336 North Central ; — 
Ave., Glendale 3, Calif.—Phone: Chapman 5-924] tor oilheating too. 





D* DAYS seem to have overtaken 
this page for August. After a 
week in the country and nobody burn 
ing much oil just now anyway it’s 
hard to step up and slay any dragons 
at the moment. So the page will have 
to survive with a lot of short items 
saved up through the month 

This lethargy doesn’t apply to the 
book as a whole because that was well 
under control before the escape And 
for next month we promise that even 
this page will be a rootin’ tootin 
shootin’ match aimed at the nearest 
inferior fuel that crosses the shining 


path of oilheating 


So here are the shorts 


* LONG ISLAND Lighting Co. says it 
has 332,143 gas customers of which 
70,637 use it for space heating. Nat 
urally that’s a lot of customers but our 
fueloil friends in the area have scads 


more and will for years 


* A TOP official in the gas industry 
forecasts about equal costs for oil, gas 
or electric heating before many years 
This would indicate that the battle 

the fuels will be fought at the retai 


or market level 


* WILLIAM CLARK, editor 
Propane News, says, “Wake 
body! Electric Heat is here 

on, ” 

a titanic problem in operating 
it has had to turn its salesme: 
insulation peddlers, but it 
plishing the switch with 
aplomb.” (Thanks, Bill, for 


* MORE OF the larger oulheating 
equipment manufacturers are swing 
ing back to exclusive franchise dealer 
ships.. This was the pattern that built 
the oilheating industry in its earlier 


growth years. We hated to see it dic 


6 


out around the time of World War II 
Its revival is salutary; we'll get better 


quality jobs in some markets 


* GAS AIRCONDITIONING installations 
may be rented to overcome their high- 
er initial cost, in the opinion of David 
Hoppock, Bryant V.P. A test cam- 
paign last year involved 17 installa 
tions for doctors, lawyers, small com 
mercial locations, and worked well at 


a yearly rental under $30 a month 


* STANFORD RESEARCH Institute has 
turned out a grand performance in a 
study to show why asphalt paving can 
run rings around concrete any day in 
the year. The basic survey covered 
900 individual highway projects in 
states. It found the total average 
annual cost for a two-line mile to be 
$3760 for asphalt and $5371 for con 
crete 
Since asphalt is a petroleum prod 
the publicity on the study is 
coming out of API, which steps right 
up to this one since by no stretch of 
imagination could you find API in the 
competitive concrete business 
\ similar project to compare fueloil 
as or Lpg would need other 
sponsors, since for better or worse our 


oil friends do have to get rid of their 


nat iral and Lp Las COO 
Che fact that major oil men support 
he fueloil campaigns so heavily does, 
ywever, indicate that they must love 


re 


* ESSOS TV commercial tor oil heat 


von the Hollywood _ International 
Broadcasting Association grand prize 
(An entertaining style uses words as 
ngs. The word “cat” wiggles its tai! 
walks. The word “baby” cries, and 
n. It's a noteworthy improvement 
typical sagging sinuses and 


ith’s anvil within the brain 


HARD WRIGHT, Iron Fireman V.P 


airman of Technical Committec 
ASTM, is still very much con 
1 over the wide diversity of spe 
tions tor No tueloil. The stan 


specification he finds of little 


without some supplementary de 


tion of the oil. Too many users 
lon't know that they can’t 


on the grade number alone 


has much to do with smoke 


and soot production in residual oil 
burning cities 

“It’s a sad situation,” he commented, 
‘for a great industry to stand by and 
let something like this happen. No. 5 
is a very desirable fuel when properly 
handled, but it is grossly abused.” 
* THE LEVITTOWN, N.J. “Success 
Story” continues to become more so 
At the midyear point 389 homes had 
been sold conversions from gas to oil 
heating since last September by the 


energetic crew of Meenan Oil Co 


* HEAVY RESIDUAL oil is to be used 
oddly 


enough, in a big electric power in 


to cut down air pollution, 
stallation of Con Edison at its East 
River plant. Naturally, under the op 
eration of competent engineers this 
fuel can be clean as the driven snow 
or almost 

They're finishing the installation of 
a five million gallon storage tank. It 
was a coal burning plant with the 
company planning to convert it to 
use natural gas from Texas. But the 
Federal Power Commission denied th« 
use of gas as being too valuable to 
use as a boiler fuel, and the U. S$ 


Supreme Court upheld the decision 


* A. V. FRASER, marketing develop 
ment manager for American Oil Co., 
told the National Association of Pur 
chasing Agents, “Over the next ten 
years Or SO you are going to see one 
of the most severe competitive fights 
among the suppliers of fuel that’s ever 
been waged.” His concluding remark 

“You can confidently expect that 
competition, which grows sharp be 
yond all past imaginings, will produce 
valuable product improvements that 
will benefit you and all other oil com 


pany ¢ ustomers 


* THE FIRST meeting of NOFI'S Com 
mittee of Participating Refiners on 


June 27 


found the chairs filled with 
the former NFC masterminds, as they 
approved another half million dollars 


as their share of campaign support 


* THE PENNSYLVANIA RR moves 1nto 
the pipeline business with an 80 mile 
petroleum products line from Balti 
more to the Dulles International Air 


port in Virginia 
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THE ALL NEW TYPE “O°. .. the uitimate in oi! burner nozzles 


PLUS 4 OTHER TYPES - "THE” COMPLETE LINE 
TYPE H 

40-2.25 G.P.H 

U - Highly successful in solving critical com- 

bustion problems as it minimizes noisy fires and pul- 
sation. 

L These nozzles produce a very fine atomized 


TYPE Q TYPE PH 
hollow cone spray pattern 


50-3.00 G.P.H 2.50-50.00 G.P.H 
PH - Type PH nozzles are similar to the Type 
H spray patterns except that they are relatively more 
hollow. Made in the larger capacities for light and 
heavy oil applications where fine atomization is re- 
quired. 
TYPE S TYPE SS 
S - Designed to produce a fine atomized uni- 40-4.00 G.P.H 4.50-50.00 G.P.H 


form spray throughout the entire pattern. SPRAY PATTERNS 


SS - Delivers a semi-solid cone spray pattern 
and available in larger sizes. 


Write Today for the all-new STEINEN 


lat: XN) WM. STEINEN MFG. CO. ea TtinG PRODUCTS CATALOG H-61 
TE 


ES HEATING DIVISION - DEPT. A-8 with complete technical information, 
43 Bruen St. «+ Newark 5, New Jersey dimensional diagrams and charts. 
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By James M. Collins 


WASHINGTON—One battle has been 
fought and lost by the petroleum in- 
dustry in the Congress this year— 
involving extension of the four-cent 
gasoline tax for another 11 years— 
and two more battles are now coming 
up, but these probably will not be 
settled until sometime in 1962—it 
then. 

President Kennedy has just signed 
the new highway financing program, 
keeping the gasoline and diesel fuel 
tax at four cents until Oct. 1, 1972, 
raising tire and tube taxes, and in- 
creasing fees on the mammoth high- 
(over 26,000 
1.50 halt 


$3.00. From the beginning, when the 


way trucks pounds 


loaded) from per ton to 


President urged higher user taxes, 
there was little doubt Congress would 
go along, despite its flat promise two 
ago 


weuld drep to three cents on July Ist 


years that the tax on gasoline 

The depletion issue is getting hot 
ter now—but while there may be a 
vote in the Senate on this issue this 
year before the Congress adjourns, the 
big test is not expected until sometime 
in 1962. Senator Williams (R, Dela 
ware) has introduced an amendment 
“to some tax bill” that would reduce 
depletion gradually over the next three 
years from 27.5% down to 20% and 
would simultaneously reduce the pres 
ent top individual income tax bracket 
from 87% Williams 


claims that the combination of 


down to 60% 
these 


tne 


Williams, 


would actually net 


$20 


two actions 


government million 
on a roll-call vote, might get 
as 35 others to support him 
Meantime, the Administration has 
said nothing yet as to its policy on 
depletion for oil and gas, or other min 
erals—but 


that when it is finally spelled out, the 


there is every indication 
petroleum industry will not be happy 
Another tax reform program will be 


submitted to Congress next year by 
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ot 


depletion will be included, most ob- 


the Administration, and the issue 


servers here now believe 


Import Battle Continues 


On imports, the big battle also is set 
tor 1962, when the Reciprocal Trade 
Law comes up for renewal. There is a 
lot of skirmishing going on now—on 


crude cil and residual imports, par- 
ticularly. The Office of Civil and De 
fense Mobilization is trying to decide 
whether restrictions residual 


on are 


needed for “national security.” (This 
issue was never really decided, when 
controls were first imposed in March 
1959.) As expected, New England in 
terests, residual and 


major importers 


their allies (marketers) are arguing 
very strongly against Continuation ot 
controls on residual imports. The coal 
industry, helped out by independent 
oil producers, on the other hand, are 
fighting just as vigorously to continue 
controls—and to tighten them down 
more, if possible 


A Hx use labor 


been holding hearings on the impact 


ever 


subcommittee has 


of imports on domestic labor, headed 


(Rep. 


Dent, D, Pennsylvania) and most of 


by a coal-state congressman 
the testimcny has been for a tighten- 
ing of residual imports. Bitterness of 
Dent 


fired his committee counsel who frank- 


the battle was indicated when 


ly acknowledged his belief in freer 
More will 


from this subcommittee 


trade 


be heard 


not more restrictions 
on 
residual import restrictions and _ the 
odds now favor some report from the 


group urging stiff action 
Action on Crude Is Uncertain 
Meanwhile, some top officials in the 
Administration would like to cut back 
on crude imports—but the pressure is 


up 


against 


building from Venezuela, partic 


What 


object tO 1S 


ularly, such action the 


Venezuelans really the 


U. S. system of allocating crude quo 
the 


to every refiner throughout 


intry—whether he has foreign pro- 


ction or not. Venezuelan officials 


that this has resulted in “wind- 
to the inland, independent re- 
iners in the U. S., and in discounting 
posted prices for Venezuela crude, 
ider the exchange deals made by the 
American companies who produce the 
Venezuela and want 


li in to import 


it (or swap it after it is brought in 
by the independent refiner ). 

The 
minister of mines and hydrocarbons 


Venezuelans, including the 
(comparable to our Interior Secre- 


tary) visited Interior officials and 
State Department officials here two 
weeks ago. Their big pitch was that 
with reduced profits being realized by 
oil companies in Venezuela, the “take” 
of the government also has been less 
than it should have been. On the other 
hand, the Venezuelans said that their 
imports from the U. S. exceed the oil 
take by some $100-150 million a year 
now, and that the trend cannot con- 
tinue. 

While Interior officials are believed 
eager to cut back on crude imports, the 
State Department may hold them off 

—but not before the fight is carried 
up to the White House for a decision, 
probably in the next eight weeks. (In- 
terior hopes to have the new imports 
program that will go into effect Jan 
1, 1961, announced early in Septem 


ber. ) 


Independent Refiners W orried 


The independent refiners fear that 


the crude allocation system may be 
changed to reduce, or eliminate, their 
crude quotas. Already, they have been 
visiting around in Washington—at 
Department of Justice and Federal 
Trade Commission, as well as on Cap- 


Hill—to 


against such action 


itol urge a strong stand 
The 


they contacted are sympathetic to the 


staff aides 
independents— who warn that they 
will be in severe financial straits, and 
may even go bankrupt—if they do 
not continue to get foreign oil allo 
cated to them under the control pro- 


gram on imports 
FPC Is Realigned 


President Kennedy has now ap- 


pointed the third man to the Federal 
be 


able to dominate the agency. His nom 


Power Commission and so. will 
inee, Joseph Swidler, will take over as 
chairman on Sept. 1, under an ami- 
cable agreement with Chairman Kuy- 
kendall. Meanwhile, the President has 
nominated Lawrence O'Connor, now 
administrator of the oil imports pro- 
gram, to the FPC. He is expected to 
be confirmed—but liberal senators are 


getting set to attack him 


August 
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BOILER PIPING COMPLETED IN I] MINUTES witn 


BzG Hydre-Fie PAK 


1. Mechanic studies Hydro-Flo 
Pak instructions. Clock is set at 
zero. 


3. Mechanic assembles Inline 
Airtrol Fitting. Time at this point 
is 2Y2 min. 


5. Mechanic installs a 1” nipple 
and pump flange. Total time, 
4 min. 


7. Mechanic installs Airtrol Tank 
Fitting and %” nipple. Time to 
here, 8 min. 


9. Pressure Reducing Valve is 
now installed. Time, 11 min. 


2..Mechanic attaches companion 
flange to bench jig which serves 
as the boiler. Time, 1 min.— 1 sec. 


4, Installation is for side outlet 
boiler, so 1” plug is installed in 
Airtrol. Time to here, 32 min. 


6. Booster is mounted and top 
flange attached. Total elapsed 
time, 6/2 min. 


8. Installing the Compression 
Tank brings total elapsed time 
to 92 min, 


N 


</ 


23 y 
\» 


i 
444 | 33 


Total assembly time 
—11 minutes. 


The B&G Hydro-Flo Pak permits boiler piping to be 
done on a bench or on the boiler with an amazing 
saving in time. You can do a better job because the Pak 
is pre-engineered... you can do it at lower cost because 
you know accurately the time required to pipe the 
boiler. 

In the B&G Hydro-Flo Pak, the basic piping around 
the boiler is furnished, cut to exactly the right lengths 
—takes only minutes to install the various pieces of 
equipment. A big feature of the Pak is the B&G Airtrol 
System—the only guaranteed method of controlling 
air in a hot water system. 

Hydro-Flo Pak pre-planning and pre-engineering 
helps you sell because they reduce the cost—B&G 


quality assures you of customer satisfaction. 


Ask your Wholesaler. 


BELL & GOSSETT 


c oO M P AN Y 
Dept. GT-7, Morton Grove, Illinois 


Canadian Licensee: §. A. Armstrong, Lid., 1400 O'Connor Drive, Toronto 16, Ontario 
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STANDARD 


STRAINER 
FROM 1.00 7] 


SINTERED FILTER SUPPLIED 
ON 
50 THROUGH .85 g.p.h. 
AT NO EXTRA COST 


TO QUIET NOISY FIRES AND COMBAT PULSATION, TRY OUR 
NEW “ES” NOZZLES 


Hago Products Ine. 
1120 GLOBE AVE., MOUNTAINSIDE, N. J. 


IN CANADA — RICHARDSON, LTD. 


3269 Bloor St. West, Toronto 
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Monthly oilheating Trends 


a ALLATIONS of domestic oilheat 
ing equipment in June were 4% 
below the same date last year, 31,360 
ipared to 32,794. It was interesting 
see that factory shipments for the 
first four months, the latest available 
were up 5°@ while in April alone 
ey were up 11° 
[his should be reflected in actual 
Stocks had 


llen extra low by the end of last 


nstallations before long 


so these improved factory ship 
ents are to some degree “filling the 
pipeline 

The June installations were divided 
New Homes, 12,011; Replacements ot 

oilheating, 9,941; and Conversions 

m other fuels, 9,408 

For the first six months, total install 
tions are estimated at 211,531 which 
is 5 below last year’s 223,274. By 
applications the comparisons were 
New Homes, 57,047 this year vs 
80,945; Replacements, 112,727 against 


S291° 


Conversions from other fuels, 
57 this year and 59,414 last year 
During June oilheating dealers sold 
in estimated 9,389 central aircondi- 
ning jobs which is a nice pick-up 


ind in line with general industry ex- 


June Minimum Retail Prices 
Key Dealers 


June Avg. May Ave 


Separate Burners : S316 


perience that shows home cooling is 
doing very much better this year 
Oilheating dealers during June also 
sold 3,286 water heaters with mechani 
cal burners, which again is a nice im 


prove ment 


Oilheating stocks. At the end of 
June, 12,90] 


domestic burners and units compared 


dealers were holding 


with 34402 the previous month and 
with 50,596 a year earlier. The current 
stocks were divided: separate burners, 
18.876; boiler burner units, 9,867; and 
furnace burner units, 14,158 


Factory stocks at the end of April 


New York 36, N. Y. 
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were approximately 59,392, while last 
year on that date they were 64,019 
It is important to recall that the 
industry has a lot of stocks in the areas 
between the two points that we quote 
Fully half of all oilburners move from 
the original factory to a boiler or fur 
nace plant where they are installed in 
the heating unit and then shipped to 
the field. Stocks at the second plant 
have never been surveyed, but appar 
ently they are considerably above last 


year 


Tank Stocks. Customer oil tanks in 


dealer hands on June 30 were 33,644 


compared with 32,979 a month earlier 


and with 39,537 year earlier 
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Shipments of Oilburners and Units 

INCLUDING EXPportTs 
Adjusted to include manufacturers other than those 
Census Bureau, FUPLOIL & On 


Boiler Burners 745 
Furnace Burners 5 614 reporting to 
HEAT's estimates of shipments are 
Price Index: Separate Burners 


_ FOUR MONTHS 
1947-49 is 100% 


Percent 


1961 ] Change 19¢ 


Percent 
1960 Change 

WHOLESALI 

Separate Burners 22,249 02 — 9 


Boiler Burners 1,99 576 26.5 


Six months ago 96.3 
Year ago 94.6 


94,627 
10.233 
44.400 °6 554 
149,260 142,382 
RETAIL - > 
june Six months ago Commercial ’ 79 0.8 10 


62 11.508 
May Year ago Total 199,622 


104,621 — 


11,207 » 2 
Furnace Burners 3,135 AS4 76.7 


All Domestic $7,375 $,712 10 


16 39] L101 153.690 

















Special Study | THIS MONTH 


What are typical cost Differences 
between oil and gas Installations 


peng IS NO QUESTION but that 
our industry is badly handicapped 
compared to gas on the cost of install- 
ed heating equipment. This month we 
undertook to place a yardstick on some 
of these differentials based on a wide 
inquiry of dealers spread over the 
country. 

First we cautioned them to omit 
hearsay and prejudice and estimate 
actual cost differences based on exper- 
iences. The first point investigated 
assumed a warm air installation of 
75,000 Btu's and with seven duct runs 
The composite figures show such a 
gas heating installation would cost 
$585 while the oilheating job would 
cost $720. 


Furnace Prices 

The regional differences were not 
great but they are worth noting. New 
England found the comparison to be 
$595 vs $753; Mid-Atlantic dealers 
show $627 against $757; the Midwest 
finds the gas job $526 compared to 
650 for oil. The Pacific 


had too few complete returns to be 


Northwest 


representative on this point 

We next asked about comparable 
prices for a circulating hot water boiler 
job of 100,000 Bru’s including a sum 
mer-winter hookup. On this the com 
posite price estimate shows gas at $90! 
and oil at $1,086. Incidentally, in bot! 
the warm air and boiler figures was 
included with oil a 275 gal. basement 
tank. 

The boiler comparisons are worth 


recording by sections. New England 
quotes $856 for the gas installation 


and $1,057 for oil. The Mid-Atlantic 
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states show, $889 for gas, and $1,025 
Both the 


Pacific Northwest have too little boiler 


for oil Midwest and the 
business for the returns to be consid 
ered usuable by sections, although they 
are included in the national total which 
was first quoted 

Recognizing the gas company has 
to supply the line into the hcuse plus 
a meter which in a measure could be 
balanced by our industry’s cost of a 
tank, we asked the dealers what the 
gas utility charges tor the house line 
and the meter 

Here we find an interesting point 
The average charge for this facility to 
the individual homes is $49, but in a 


builder 


development the charge is 


nothing. Also, we find that in more 
than two-thirds of the instances report 
by the dealers, the utility charges 
thing to run the line to the individ- 


This would seem to pretty 


al home 
ell set up the case for those oil in- 
lustry men who feel that we should 
urnish the tank to offset the gas 
ompany practice of furnishing its 
ine 
we asked how much an olil- 
ting job could be reduced if no 
tank were to be installed or if it was 
bsidized by someone else. The an 
swer here based on the entire study 
is $76, and the range is from a low 
yt $55 to a high of $125 
[here is one method used by just 
few builders that materially reduces 


he cost differential. They install a 


plete boiler or furnace without any 
kind of burner and let the purchaser 
nake the choice. Under that condition 


companies will put in a burner 


and tank for as little as $125 to get the 
cil business. 

We asked the reporting dealers what 
they think it weuld cost to install a 
gocd gas burner in such a unit and 
the answer across the board is $101 
The low point on this is New England 
estimating $88 and the high is Mid 
Atlantic with a figure of $112 for the 
gas burner installation 

A few gas utilities will install a 
burner and rent it on a monthly basis 
Apparantly there is a lot more con 
versaticn about this going around the 
industry than the practice seems to 
warrant. Only 4° of the reporting 
dealers say that this is done in their 
markets. Where it is done the average 
menthly rental comes to just $2 

In addition to conversion burners, 
local gas utilities will install a complete 
furnace and rent it in markets where 
3% of the reporting dealers operate 
They wou!d not give us an estimate on 
what the rental charge of a furnace 
was because there was too much spread 
between types of furnaces 

Next we inquired about renting oil 
burners and found to our surprise that 
9° or one out of eleven dealers will 
rent a burner for which they make 
an initial installation charge of typi 
cally $50 and a monthly rental charge 
of $5 


Oilburner Rental 

One more point on oilburner rental 
shows that in addition to the 9% who 
rent oilburners another 4°7 tell us that 
while they don’t do it some of their 
competitors in the community will. 

Finally, we brought up the point 
ibout conversion oilburners so design- 
ed they would be suitable to convert a 
gas boiler or furnace to oil and we 
asked the dealers if they believed they 
could sell them when placed on the 
market. 

No one knows exactly, so we got 
the answers on an impression basis 
The largest group or 52°7 said they 
could sell a few of them; next 21‘ 
said they could sell quite a lot of them; 
and the remaining 27° have doubts 
about being able to sell them at all 

New England showed up strongest 
with 43°% of dealers saying they could 
sell a lot of them and none expressing 
doubt about selling any. In the Mid 


west and Pacific Northwest no single 
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dealer believes that he could sell a 
lot of them, but a substantial majority 
industry could make real headway with 
believe they could sell a few 

It becomes quite clear then that the 
a new oilburner designed to fit a gas 
unit, and of course, it would have to 


operate at stack temperatures low 


enough to accommodate a “B” vent. 
The comments this month were rela- 
tively few since the dealers felt they 


had answered the questions quite spe- 


Oilburner Permits* 


2 Albany, N.Y. 5 
14 Baltimore, Md. 120 
36 -=« Bridgeport, Conn. 259 
Columbus, Ohio 6 
Detroit, Mich. 140 


Elizabeth, N.J. 138 
Freeport, N.Y. 81 
Hartford, Conn. 218 
Irvington, N.J. 55 
Meriden, Conn. 59 


Milwaukee, Wis. 81 
Minneapolis, Minn. 76 
Montclair,N.J. 

Morristown, N.J. 

Mt. Vernon, N.Y. 


Newark, N.J. 
New Bedford, Mass. 
New Haven, Conn. 
New Rochelle,N.Y. 
Norfolk, Va. 


Omaha, Neb. 
Orange, N.J. 
Passaic, N.J. 
Paterson, N.J. 
Philadelphia, Pa.* 


Portland, Me. 
Portland, Ore. 
Poughkeepsie, N.Y. 
Providence, R.I. 
Richmond, Va. 


Roanoke, Va. 
Rochester, N.Y. 
Rockville Centre, N.Y. 
Salem, Mass. 

St. Louis, Mo. 

St. Paul, Minn. 


Schenectady, N.Y. 
Spokane, Wash. 
Springfield, Mass. 
Stamford, Conn. 


Washington, D.C. 

White Plains, N.Y. 43 
Wilmington, Del. 56 
Worcester, Mass. 250 
Yonkers, N.Y. 


Matched Totals 5,517 
Percent Change 


4,683 
—15.1 


Permits are not total sales in each mar- 
ket since none are reported from sub- 
urban areas, which normally account 
for 20% to 60% of total sales in each 
market; nor are they an accurate index 
where enforcement is lax. Rightly used, 
however, they are a useful working 
index. 

*Courtesy of “Philadelphia Inquirer.” 


cifically. One dealer sent in a folder 
from a manufacturer which showed 
prices on oil and gas units. Typical 
were an oil furnace with 95,000 Bru’s 
at $237 and a gas unit with 110,000 
Btu's at $158 

In another part of the folder they 
show a gas furnace with 90,000 Bru’s 
input at $132.50 and the same furnace 
oilfired which they rate at 84,000 out- 
put at $199.75. These are of course 
factory prices 

One dealer said, “Price would not 
be factor that so many think if we 
had a suitable oilburner to convert 
gas jobs.” ... Another dealer said the 
gas company has a $100 kickback to 
the builder. Another says, “All we do 


is talk.” 


UL proposes Revisions 
for oilburner Standard 


THREE REVISIONS to Underwriters 
Laboratories Standard for Oilburners, 
UL 296, have been proposed. One 
would allow manufacturers to furnish 
oilburners suitable for use with sep- 
arate Group | or Group 2 interchange- 
able primary controls without the con- 
trol, providing the burner is marked 
to indicate that such a control is to 
be used. In the case of burners listed 
for integral controls only, however, 
those controls must be provided by 
the manufacturer, who must also 
mount all parts required to be burner- 
mounted. For those burners equipped 
with integral controls, but whose 
safety switches are furnished separate- 
ly, the burner must be marked to des- 
ignate the safety switch which is to 
be used with the burner. 

The remaining two proposed revi- 
sions are for the purpose of clarifying 
the existing standard rather than to 
effect any changes in present proce- 
dures. The paragraph dealing with 
instances where an electrode slants 
downward toward its insulator would 
be changed to read “an electrode slant- 
ing downward toward its insulator 
shall be provided with a drip loop, or 
the equivalent, to prevent oil running 
down the electrode from reaching the 
insulator.” 

The final proposed revision deals 
with spacing over surface of insulators. 


Under this revision direct spark ig- 


nited oilburners equipped with a 6000 
volt one end grounded-type trans 
former would be required to have an 
insulator over-surface spacing of not 
less than 1” instead of 14%” previously 


required. For ignition transformers 


whose secondary voltage was nor more 
than 10,000, the minimum surface dis- 
tance over insulation would be 1%” 
and for transformers with secondary 


voltages not exceeding 15,000, the 


spacing would be 2” 


Where is the 


New Home Market? 


No. of Permits issued 

April 
1961 4 months 
Alabama 1,001 3,454 
Arizona 1,394 6,215 
Arkansas 296 1,087 
California 16.960 63,989 
Colorado 1,942 6,685 


Connecticut 1,495 4,315 
Delaware 261 540 

Dist. of Columbia 54 594 
Florida 4,749 19,894 

Georgia 1,621 6,371 


Idaho 134 386 
Illinois 4,819 15,859 
Indiana 1,415 3,958 
lowa 630 1,639 
Kansas 479 1,903 


Kentucky 675 2,018 
Louisiana 921 2,952 
Maine 164 256 
Maryland 2,742 7,296 
Massachusetts 2,089 5,148 


Michigan 2,372 7,387 
| 


Minnesota 234 3,578 
Mississippi 418 1,343 
Missouri 1,456 5,627 
Montana 187 580 


Nebraska 1,103 2,627 
Nevada 434 2,065 

New Hampshire 240 422 
New Jersey 2,614 7,903 
New Mexico 399 1,448 


New York 9,491 24,094 
North Carolina 1,160 4,121 
North Dakota 143 305 
Ohio 3,644 10,269 
Oklahoma 788 2,858 


Oregon 861 2,745 
Pennsylvania 2,650 7,381 
Rhode Island 338 814 

South Carolina 221 750 
South Dakota 211 469 


Tennessee 1,410 4.367 
Texas 5,493 20,022 
Utah 486 1,845 
Vermont 32 68 
Virginia 2,205 8,284 


Washington 1,577 5,060 
West Virginia 109 370 
Wisconsin 1,314 3,460 
Wyoming 132 302 

37,055 112,049 

These figures are collected by the Census 
Bureau from selected areas. They repre- 
sent approximately 77% of all dwell- 
ing construction in the United States. 
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\ oe PRICE TABLE shows increases 
this month over last at three New 
England points although one market 
in that area, New Haven, had a small 
decrease. Otherwise the price picture 
remained unchanged between June 10 
and July 10. 

Market levels are holding better than 
a year ago although there is no telling 
how fast this situation will change 
Primary stocks are building up but 
they are nearly 3°¢ below last year at 
this time, while the number of oil 
burners in use is naturally a little above 
a year ago. 

It would be quite desirable if prices 
could stay up through the summer and 
then have less adjustment when the 
peak heating season arrives. It is clear 
from the price table that margins are 
relatively good almost everywhere so 
the dealers should be having little 
trouble getting fair profits. On the 
other hand, operating costs last year 
went up more than margins so it is 
possible that this could be happening 
again in 1961. 

One thing is quite sure—in much 
of the country the distillate margin is 
far more attractive than that of gaso 
line to a jobber. It is an open secret 


Distillate Fueloils 


PRIMARY STOCKS 
(Thousands of Barrels) 
East of Rockies 


July 7 July 8 
1961 1960 
37,600 43,761 
36,609 36,507 
Gulf Coast 25,427 22,050 


Total 99,636 
*American Petroleum Institute 


East Coast 
Midwest 


102,318 


14 


particularly in the Middle West that 
the suppliers are allowing very attrac- 
tive fueloil margins to keep the job- 
bers solvent while gasoline spreads are 
too small. This subject comes up in 
almost every industry meeting in those 
states although it is usually heard in 
private conversation rather than in 
speeches 

The price index chart is well worth 
observing more than casually. All the 
figures come from the government's 
Bureau of Labor Statistics and are used 
in composite indexes along with many 
other things as items in the cost of 
living 

[he chart shows fueloil price a 
little higher during this past winter; 
but our product has not gone up any 
thing like gas for space heating, and 
also you can see that we are quite 
seasonal, which gas is not. A speaker at 
a Midwest convention in July mention- 
ed that the cost of gas heating in 
Minneapolis had risen 90°% in the past 
ten years. This is not an uncommon 
situation, and in time it will change 
our industry outlook on the Midwest 
market as a whole. No longer are most 
Midwest cities such bargain centers 
for gas fuel as we have come to believe. 
In the newer suburban areas gas more 
often than not is now costing more 


than oil on a Btu basis 


No. 2 Heating Oil 
(Including No. 3 & PS200) 


Price per gallon as of July 10, 1961 
Tank Tank 

Cart Wagon 
10.74 16.0 
10.64 15.9 
10.64 15.1 
10.85 16.0 
10.54 15.6 


Portland, Me. 
Boston 
Providence 
Hartford 
New Haven 


11.34 
10.74 


Syracuse l 
l 
10.54 L- 
l 
1 


Albany 

New York 
Newark 
Philadelphia 


€ 
€ 
€ 


10.54 
10.54 


10.54 
10.94 
10.54 
10.85 
10.94 


Baltimore 
Wilmington, N.C. 
Washington 
Richmond 
Charleston, S.C. 


Chicago 9.25% 
Detroit 10.0* 
Cleveland 11.0% 
Minneapolis 9.769 
St. Louis 10.0* 


Indianapolis 9.64 
Milwaukee 9.41" 
Des Moines 9.15 

San Francisco 12.05 
Portland, Ore. 10.825 
Seattle 10.¢ 
Spokane 12. 
Los Angeles 11. 


5% 


Tank wagon prices shown are for 
maximum one-time delivery discounts. 

* delivered 

\ Price subject to TVA of .50¢ gal. 

+ Tank car prices are typically those 
paid by fueloil distributors as a purchase 
price. On the West Coast this term 
more often indicates a retail sale to a 
large commercial account. This usually 
is a half cent below tank wagon price. 
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pgrace @ your prospects and profits 


Mueller Climatrol 938 
Remote Condensing Unit 


Profit Sau 


a \ 
A 


Model 


shad 


anda convenle 


MUCH MORE QUIET 
formance. (1) Reserve capacity centrifugal blower moves lots of air gently, 
juietly. (2) Slow air movement over the extra-size coil assures maximum 
ooling capacity and quiet. (3) The compressor rests on special Vibrasorber 
mounts, is not run at top theoretical capacity sound is reduced even more 
4) Free air flow design cabinet never “pinches” air, contributes to amazing quiet 


Mueller Climatrol means quality 


. and quality means profit! 


U.L. and C.S.A. Approved A.R.1. Listed 


S 


2025 West Oklahoma Ave., Milwaukee 1, Wis 


Matched components for unmatched quiet and per- 


ADVANCED DESIGN Discharge at top directs air away from 
plants and neighbors. Top quality parts such as permanently 
lubricated ball bearings, rust-protected raised base, special 
outdoor finish inside and out give long, trouble free life. All 
working parts completely sealed from weather. Standardized 
parts, easy access simplify servicing 


Mueller ASF Climatro! 


Oirvistown La WORTHINGTON 





1024 Westminster Ave., Alhambra, Calif. * 2490 Bloor St., West, Toronto 12, Ont 
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DONGAN 
Oil Burner 
Transformers 


sees. Custom Built 
to your Specifications 


Dongan ignition transformers are 
standard on leading oil burners 
approved by U.L. and C.S.A.; avail- 
able in many sizes, domestic and 
industrial. Features include high 
voltage windings; cool centers; no 
interference; custom design. Just 
send us a blueprint of the type of 
mounting you need! 


Get this New Portable 
Transformer Tester! 


You'll like the con- 
venience of Don- 
\gan’s new test unit 
Included: high volt- 
/ age potential trans- 
e former; voltmeter; 
pair of high tension 
test leads; pair of 
primary leads. For 
bench or field work, 
easily portable 
weighs just 15 
pounds. Write for 


prices 


In your pocket 

complete lata for 
replacement trans- 
formers 


cross-index tables 


pictures 


that give specific 


Dongan replace- 
ments dimensions 
mounting drawings 
and instructions 
Ask for your com- 
plimentary copy to 
day 


SEND FOR YOUR FREE 
TRANSFORMER CATALOG 
TODAY 


The Dongan Line Since 1909 


DONGAN ELECTRIC 


MANUFACTURING CO. 
2981 Franklin St., 
Detroit 7, Mich. 








Names in the News 


Howard J. 


pointed assistant to the 


Berkel has been ap- 
Bryant Manufacturing Co., Indianap- 
olis, Ind. In his new position, Berkel 
will assume responsibility for quality 
Control central order and planning and 
a number of similar staff duties, and 
will retain his position as director of 
personnel and public relations 

Edgar A. Gaudette has been named 
vice president and treasurer, Neptune 
Meter Co., New York. He was former- 
ly assistant to the president in charge 
of the financial and accounting opera- 


tions 


Carl I 
advertising manager, Airtemp Divi- 
Dayton, O. He 


will be succeeded as sales promotion 


Miller has been appointed 
sion, Chrysler Corp., 
manager by John F. Zaino who had 


been supervisor of advertising produc- 


tion 


Edward M. McClure has been named 
manager of equipment advertising and 
sales promotion, Babcock & Wilcox 
Co., New York. His responsibilities 
will include advertising and sales pro- 

otion activities for the boiler and 
atomic energy divisions Also appoint- 
d by the company were James H. 
McCormick now manager of corporate 
advertising and _ publications, and 
James O. Trudeau, promoted to man- 


ager of public relations services 


Fred D. Richard has joined Slant/ 
Richmond Hill, 
N. Y. Formerly director of Field Serv 


Fin Radiator Corp., 


ices, Better Heating-Cooling Council, 
Richard is a specialist in public rela- 
tions. The company also announces 
the appointment of Warren A. Rade 
macher and Warren L. Baskett as sales 


representatives to cover the states of 


president, 


lowa and eastern Nebraska. Daniel D. 
Kelley has also been named as a sales 
representative for the company. Kelly 
will represent Slant/Fin in Missouri, 


southern Illinois and eastern Kansas. 


Edward Littlejohn has been named 
manager, headquarters public relations 
department, Humble Oil and Refining 
Co., Houston, Tex. Littlejohn joined 
the public relations department of 
Humble’s parent, Standard Oil Co. 
(N. J.), in 1959, where he served as 
assistant manager. The company also 
announced _ that Lloyd, 
Walter G. Beach, Jay H. Rose and 


Jack P. Shannon have been named to 


George A. 


head sections in the newly organized 
department and that A. B. Penny, as- 
sistant manager of the former Humble 
Division department, becomes public 


relations advisor 


Newton W. MacNichol has joined 
Bell & Gossett Co., Morton Grove, IIl., 
as a special field representative for 
heating and cooling products in the 
company’s Eastern Division. MacNich- 
ol, formerly general sales manager for 
Warren Webster & Co., will cover 
field calls in the territory, with head- 
quarters in New York City. 


R. David Kishbauch has been 
named sales manager, American-Stand- 
ard Air Conditioning Division, New 
York, N. Y., succeeding H. E. Rossell. 
Kishbauch, who has been with the 
company since its formation in 1953, 
will take complete charge of the divi 
sion’s field sales operations 

Also announced was the appoint 
ment of John Farrell, as products man- 
ager for the division. In his new posi- 
tion, Farrell will be in charge of fur- 
nace and 


airconditioning product, 


product development and _ related 


training and service programs. 


Kichbauch Farrell 
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Corporation. 


count on it. 
Peerless | 


PEERLESS CORPORATION 1853 Ludlow, Indianapolis, Indiana 





* NOW 4 LOCATIONS TO BETTER SERVE THE GROWING FAMILY OF PEERLESS CUSTOMERS 
INDIANAPOLIS, IND. DOWAGIAC, MICH. ATLANTA, GA. TAMPA, FLA. 
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EVERYTHING 
YOU EXPECT 


of an 


OIL BURNER 
NOZZLE! 


Complete and perfect atomization 

Individually tested, BOSTON-APTHORP Nozzles deliver the cor- 
rect gallonage, angle and type of spray, as marked. 

Nozzle tip made of one-piece stainless steel, resulting in: 

(a) Uniform expansion and contraction. (b) Less heat conducted 
to the inside of nozzle than with brass, thus eliminating varnish 
build-up on inside vital parts. (c) Long life because stainless steel 
is tougher. 

Fractional gallon sizes furnished standard with porous bronze 
filter. 

Available in hollow and solid spray and standard angles of 
spray 30°, 45°, 60 , 70°, 80, and 90 


Special One-piece 
Stainless + Stainless Steel 
Y Steel ; Tip 


“ 
A 


Stainless Steel 
Stem 
with Slots 


Stem 
Retainer 
HOLLOW SPRAY 


The hollow spray nozzle is de 
signed for burners delivering a 
hollow air pattern. All of the 
atomized spray is delivered t 
the outside of the cone of spray 


Porous 
Bronze Filter 


SOLID SPRAY 
The solid spray nozzle is de 
signed for burners delivering 
solid air pattern. The atomized 
oil is delivered equally througt 
out the entire cone of spray 


STOCKED BY LEADING DISTRIBUTORS 


For details write to: 


BOSTON MACHINE 
WORKS COMPANY 


Oil Heating Supplies Div. 
7-17 WILLOW STREET 
LYNN, MASSACHUSETTS 


Mal Meyers has been appointed vic« 
sales, OPW 
Dover Corp., Cin 


president of Division, 
cinnati, Ohio. He 
started with the 
company in 1952 
as a sales engi 
neer, and from 
1956 to 1959 was 
the OPW West 
Coast district 
manager. For the 
past two years he has been manager 
of product engineering and develop 


ment. 


Donald E. Schick has been named 
marketing coordinator, Paramins Di 
vision, Enjay Chemical Co., New York, 
N.Y., replacing Gordon C. Seeler, who 
has been named head of the Additives 
Secticn at the Enjay Laboratories, Lin 
den, N.J. Schick joined Enjay in 1949, 
serving the company most recently as 
assistant to the manager of the Central 


Division. 


A. L. Topp has been appointed as- 
sistant general manager, Heating and 
Air Conditioning Division, Controls 
Co. of Milwaukee, Wisc 


Topp, a vice president of the division 


America, 


has been with the company for twenty 
vears, serving as director of engineer 
ing, and, more recently, as director of 
sales. Succeeding Topp as director of 
sales is Jack S. Huber, formerly assist- 
ant director of sales. Huber has had 
broad sales experience with the com- 
pany as field sales engineer and mid 


western district manager 


Thomas Hickey, a vice president of 
the Meenan Oil Co., 


in charge of the Long Island operation, 


Levittown, Pa., 


retired June 30, 1961, ending 29 years 
of service with Meenan. Hickey joined 
the company in 1932 as head of the oil 
burner installation division and_ be 


ame vice president in 1953 


Robert M. Warner has been elected 
treasurer, Johnson Furnace Co., Cleve 
land, Ohio. Warner, who formerly 
served as the company’s comptroller, 
A. Olsen 
Manufacturing Co. and the American 


has held positions with C 


Radiator & Sanitary Corp. at Elyria 
Ohio 





for safe, economical transfer of petroleum products specify 


i 40> A 


COUPLINGS ~PERMANENT or REATTACHABLE 


From Scovill you can now get the indus- 
try’s most complete line of permanent and 
reattachable couplings for fuel oil and gas 
pump hose. Ruggedly made in a wide range 
of sizes to both commercial and military 
specifications, all Scovill Couplings give 
long, safe, trouble-free service. 

Besides petroleum products, Scovill Coup- 


lings can be used in the transfer of many 
other types of liquids and on rubber, syn- 
thetic, and reinforced hose. If you have any 
applications for which you are in doubt 
about correct coupling usage, write us—our 
engineers will be glad to assist you. Scovill 
Manufacturing Company, Industrial Coup- 
lings, Waterbury 20, Connecticut. 


FUEL OIL COUPLINGS GAS PUMP COUPLINGS 


@ OSS. 
— 


SPRING GUARDS 


570-H Permanent. 5”, External Guard for Fuel Oil Coupling. 34” to 3” 


SSeS 


Internal (illustrated) and External Guards for 
Gas Pump Couplings. %4” and 1” 





Dubl-Grip Reattachable. 34” and 1” 


Complete equipment for attaching by machine or hand is available 





Super-Grip Reattachablie. 1” to 4” 


Hose Couplings by 


SCOVILL 


Main offices: 99 Mill Street, Waterbury, Connecticut. 
Cleveland, Ohio: 4635 West 160th Street. 
San Francisco, California: 434 Brannan Street. 
Jacksonville, Florida: P.O. Box 8366. 
Houston, Texas: 2323 University Boulevard. 
Toronto, Canada: 334 King Street, East. 
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NIRODUCES 

A STEEL BOILER 
CONOMIGALLY 
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HAI YOU CAN _ 
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designed, engineered and manufactured by RHEEM 


The Commando answers the need for an 
economical, high quality oil-fired steel boiler. 
Manufactured by Rheem, the world’s larg- 
est manufacturer of automatic storage 
water heaters. Rheem’s unequalled experi- 
ence in this field well qualifies it to manu- 
facture a heating system that utilizes hot 
water for its efficiency and dependability. 
COMPLETELY ASSEMBLED, READY FOR IM- 
MEDIATE INSTALLATION. The Commando is shipped 
completely assembled and pre-wired, ready for quick, 


economical installation. It is factory tested and inspect- 
ed before shipment. 


AVAILABLE WITH TANKLESS WATER HEATER. 
A specially designed, completely factory installed tank- 
less water heater is available with all models of the 


Rheem Cast- 
iron Boilers 


Manufactured by 


RHEEM MANUFACTURING CO., Home Products Group, 7600 S. Kedzie Ave., Chicago 52, Ill., Dept. NA-FO-8 


eloil 


oilheat, 


NEW! Rheem 
Commando 
Steel Boiler 


Commando. Maximum output and efficiency is attained by 
locating the coil next to the supply outlet where the water 
is hottest and heat storage capacity greatest. The burner 
starts the moment water temperature drops, assuring 
adequate hot water at all times. 


EFFICIENT AND DEPENDABLE. There is a Commando 
model for all size homes. The Commando is designed to 
transfer maximum heat at the lowest possible operating 
cost. An advanced design boiler chamber using “‘stepped”’ 
flue baffles restrain and slow down hot flue gases through 
tubes for maximum heat transfer. The Commando main- 
tains just the right temperature in the home. Rheem 
engineering assures years of trouble-free heating comfort. 


COMPACT AND STYLISH. The Commando is ex- 
tremely compact. Clean ‘‘appliance’’ design and handsome 
baked-on blue enamel finish make it ideal for small space 
installations in basement recreation rooms, utility rooms 
or wherever installation is practical. 


All Steel Boilers 
are built to 


Rated 
by the Steel 
Boiler Institute 








ASME specifications 








BIGGEST VALUE 
IN THE INDUSTRY 


KORTE 


OIL POWERED 


WATER HEATER 


- 


KORTH offers the biggest value 
the industry for oil powered water 
heaters . check these outstanding 
features 


M Glass lined tanks with 10 
year warranty 
Copper tanks with 15 year 
warranty 
Sizes 30, 45, 50, 65, & 
70 gallon 
Recovery rates from 120 to 
180 gph 
Equipped with KORTH 
SHELL HEAD BURNERS 


High 

generator 

from 300 + 

WRITE TODAY FOR COM- 
PLETE INFORMATION ON 


THE QUALITY LINE OF 
KORTH EQUIPMENT 


ECKHART MFG. CO., INC. 
UNION, NEW JERSEY 





New Industry Data 
on oilheating Types and Trucks 


THESE TABLES were developed after considerable market studies by FUELOIL & 
OIL HEAT in response to requests from manufacturers in the industry 


They are published here for reference. 


Oilfired Installations by Types 

UNITS OPERATING 

1960 INSTALLATIONS January 1, 1961 

Boilers rnace Boilers Furr 
1,141 Maine 80.247 
549 2 } New Hampshire 80,579 
1.069 | Vermont = SSS 
237 25 Massachusetts 597 726 
1480 } Rhode Island 3.328 
; 383 78) Connecticut 73,300 
»859 , NEW ENGLAND .138,008 


5.709 9 83 New York : 705 
712 1.077 New Jersey 261 
41 7 Pennsvivania 585,039 
<d0) : Delaware 7.933 

Marvland §.097 
Dist. of Columbia 54,339 
MID-ATLANTIE ay 164 


Virginia H.550 
West Virginia 2,808 
North Carolina 58,145 
South Carolina O16 

Georgia 9.957 

Florida 10,7350 
SOUTH ATLANTIC 214,186 


Michigan 159.578 
Ohio 71,924 
Indiana 60.699 
Illinois 166,060 
Wisconsin 111.345 
Minnesota LOL5IG 
lowa 51.973 
Missouri 12.999 
Kansas 5.363 
Nebraska 8900 
South Dakota 175 
North Dakota 676 


MIDWESI 


Kentucky 
Tennessee 
Alabama 
Mississippi 
Arkansas 
Louisiana 
Oklahoma 
Texas 
SOUTH CENTRAI 


Montana 621 

Idaho $221 
Wvyoming RY 
Colorado 2.202 


Utah 9 630 
Nevada 2,247 
New Mexico 612 
\rizona Ai p'4 


MOUNTAIN STATES 16,080 


Washington 31.368 
Oregon 19,237 
California 34,785 
PACIFIC STATES 85.590 


TOTAL UNITED STATES 1.904.559 


Fueloil Trucks Operating 


JANUARY 1, 1961, BY STATES 
Kero. Trucks Resid 


Massachusetts 5.787 1.687 
Connecticut 665 
Rhode Island 5 S82 
Maine , , Ol 

New Hampshire 42 262 
Vermon lod 


NGLANI : Sil 





Profit on your service contract can often be measured 
in the performance of the fuel-unit. One extra call for cleaning 
and the profit is lost! 

That’s why it’s so important to replace with a Webster 
ServiceSaver. This trouble-free fuel-unit with the 
exclusive rotary filter never needs cleaning. It runs clog-free 
for a lifetime ! 

ServiceSavers are easy to hook up, cut installation time in 
half. They mount and operate in any position, on any high 
pressure oil burner without changing connecting lines ! 

The installation call is the only call you have to make. Both 
single and two-stage ServiceSavers replace any fuel-unit 
now on the market. 


Next time install a ServiceSaver — and keep the profit in 
your service contract ! 


HOW TO 
KEEP THE 
PROFIT 


IN YOUR 
SERVICE 
CONTRACTS! 
WEBSTER 
SERVICESAVER 


WEBSTER 2-STAGE SERVICESAVER 


This is a true 2-stage pump — with separate suction gears, 
separate pressure gears and a special reservoir to eliminate air 
from the system. It assures faster priming for quicker starts, 
stops most common pump failures from restricted lines, 

sma!! 3ir leaks in plumbing. Write for Bulletin FU-2. 


A EATING DIivIiSIiton 


WEBSTER ELECTRIC 
J RACINE-WIS 





Fueloil Trucks Operating (Con't) 


JANUARY 1, 1961, BY STATES 


Siate No.2 Trucks Kero. Trucks Resid. Trucks Total 


File at Random 


Just put customer cards in right 
“degree day”’ division. Otherwise, file 
at random without bothering to 
arrange by name or number. 





_. Find at Once! 


Touch the Electrofile keyboard. Uj 
pops any wanted card or grou 
cards . . . regardless of 
degree-day division 


Code new cards in a jiffy right on 
the Electrofile keyboard for “push 
button recall’’ by name, zone, tank 
size, medium or low constant 
credit control or “will call.’’ Elec- 
trofile handles thousands of cards 
saves thousands of hours. Send 
coupon now. 





VISIBLE 








ACME VISIBLE RECORDS, | 

9802 West Allview Dr., Cr V 

Tell me more about Acme Electrofile 
and how it pare for itself by speeding 
delivery and billing 

NAME 


ADDRESS 


cITY STATE 


24 


New York 1,954 
New Jersey 097 
Pennsylvania 
Maryland 
District of Columbia 
Delaware 
MIDDLI ATLANTIC 
[llinois 
Michigan 
Wisconsin 
Minnesota 
Ohio 
Indiana 
lowa 
Missouri 
Nebraska 
South Dakota 
North Dakota 
Kansas 


MIDDLE WESI 


North Carolina 
South Carolina 
West Virginia 
Virginia 
Florida 
Georgia 
lennessec 
Kentucky 
Louisiana 71 
Alabama 51 
\rkansas 13 
Oklahoma 19 
Mississippi 10 
Texas 200 
2 990) 


Washington 
California 
Oregon 
Idaho 
Colorado 
Montana 
Utah 76 
Nevada Y 
\rizona x4 
Wvoming 24 
New Mexico 14 


rik WEST 2.947 
ITED STATES 11.611 
iddition to the trucks listed in the 


estimated 


ssign these to states 


1,421 1,901 10,276 
698 447 5,142 
618 M7 1,791 
131 230 1,947 
51 142 346 
163 56 503 
362 5113 205 


128 600 156 
194 830 
107 2.291 
101 2 O10 
59 RD 
109 969 

15 
146 
12 
6 
9g 
+] 
117 


OH 
05 
137 


291 


2 OOO 
165 

023 

180 

163 

175 

134 

1O0 

Qg 

=] 

49 

5.130 

21 425 7 O80 


7O116 


table, fueloil distributors operate an 
2500-3000 over-the-road transport 


trucks It was not feasible to 


lowa Independent Oil Jobbers hold 
2nd annual Oilheat Conference 


AT DES MOINES on July 11 and 12 
the lowa Independent Oil Jobbers As- 
sociation, Inc., held its second oilheat- 
number of visiting oil men from sur- 

rounding states 
Lyle Munson, executive secretary of 
the Association arranged the confer- 
ence with the collaboration of presi- 
lent Claude W. Sheldon (Red Line 
and Rober: 


Cushman, Des Moines who is chair 


Oil Co., Thurman, Iowa 


in of the Fueloil Committee 


With three featured speakers each 


morning, the afternoons were given 
over to small £roup sessic ns, closing 
with a panel of the six conference 
speakers discussing problems presented 
from the audience 

Glenn Werly, president of NOFI, 
was the opening speaker. He said that 
while the oil industry is expecting 
1961 to show a small gain in heating 
oil demand, he looks for a red figure 
after adjusting for degree-days unless 
we do what's necessary to reverse the 
trend. 


Werly described the new “one-roof” 


August 


1961 





BETTER NOZZLES MAKE BETTER FIRES! 


(IT’S AS SIMPLE AS THAT) 


And Delavan makes better nozzles. 
To prove this, take a Delavan noz- 
zle apart and take a close look at it. 


Look at its orifice! Delavan’s orifice 

1) is in a separate piece which is 
pressure inserted into the nozzle 
body. This allows the orifice insert 
to be separately and precisely man- 
ufactured. And the accuracy of this 
piece is imperative since it helps 
form the spray angle. 


Canadian Representative: Ontor Ltd., 12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada 


Look at its distributor! Since Del- 
avan’s distributor (2) is a separate 
part it is free to move in the screw 
pin. This means it aligns itself per- 
fectly when tightened up against 
the orifice insert. This accurate 
method of aligning the internal 
parts of your nozzle helps produce 
the “better” fire you can expect 
from Delavan. 


Look at its filter! Delavan’s dome- 


shaped sintered filter (3) is the 
same thickness all over to provide 
more uniform filtering. This helps 
it live longer, too. 


The advantages of Delavan nozzles 


will be even more evident when 
you compare them with other noz- 
zles. And Delavan tests each of its 
nozzles to assure their perform- 
ance. That’s why more servicemen 
insist in Delavan every day. 


| DELAVAN 


A lanufacta ung G ompany 


WEST DES MOINES IOWA 





Wayland Whitney, GULF Distributor says: NOFI in its many tresh approaches to 


et ‘ th t t inv t industry problems. He noted the inter- 
= ‘ae Ssagaehie 

ne 0 e grea es i es esting fact that oilheating suffers from 

its very element of “safety,” making it 


° 
ments we ever made is our unnecessary t0 provide perfect main 


tenance so long as the house is com- 

J b } i D d M t 19 fortable. This is in contrast to gas heat- 

0 nson ue eman e er ing where much closer supervision is 
necessary for safety reasons. 

He sees a “dismal future” for the 
fueloil marketer who only sells and 
delivers oil to the home, taking no 
direct interest in oilheating equipment 
and its servicing. He doesn’t agree that 
the forthcoming new burners resulting 
from present research are going to “bail 
us out” even though they will be a 
great help when they arrive, but “Our 
solution today lies in making present 
customers like oil heat so much that 


they'll prefer it over any others.” 


Dealer Responsibility 


Werly hopes oilheating equipment 
manufacturers will become increasing- 
ly critical in the selection of their 
dealers to avoid placing good quality 


products in incompetent hands 


Second speaker Charles Burkhardt 

CONNECTICUT OIL DEALER Johnson accuracy of Nort told the conference of the 
IMPRESSED BY UNIT'S makes the profitable expansion through his shop into fields 

DEPENDABLE OPERATION difference of education, codes and ordinances and 


market research. He described the pro- 
aa eeenaer Wayland Whitney now knows that: Mean 


temperatures are no longer enough for 
figuring oil consumption, especially in mild 
weather. The Johnson uses a// weather fac- etors; 2) operational education for 


posed schooling program built around 
“Our meter has been 
working flawlessly since 
we installed it in early : : _ ie 
1958,” reports Wayland tors—sun, wind, snow, rain—to give you an managers; 3) technical training for 
Whitney, Whitney Bros. electronically accurate fuel de mand for each 
ike: Maen. Conn. customer. Saves office work, improves load 
handling, usually saves at least one drop per 
customer per year. Get literature today. 


1) management training for propri- 


employees; 4) upgrading and _stand- 
ardizing of oilheating courses in ac 
“It is one of the great- 


credited institutions; 5) special night 
est investments we ever 


courses to run four to six weeks; 6) 
made...has done its job Ou : 
alt dese yenes. with ale — NEW DESK career training in two year marketing 
solutely no attention. I : ee model for both courses. 

would recommend it : ; 7s heat and 
highly to every fuel oil 
dealer.” 


The first day's closing speaker was 
hot water | Robert Gray, editor of FUELOIL & OIL 
a HEAT, who examined a number of 
It saves the cost of ad as 
. P H > r > r ve 5 > Ss 4 

unnecessary drops while ; ‘ new industry developments t rat the 
preventing run-outs.” magazine staff is working on this sum 
mer and which will shortly be pub 


lished. 


ie ——_— Oe OTH OO re "> OO Fe os RG of eo h. | He believes that some of the lowa 
JOHNSON DEGREE DAY SYSTEM 329 S. Pitcher, Kalamazoo, Mich. aiaey eeenbiers eve uct sulliciench 
| Please send me “20 NEW WAYS TO PROFIT BY DEGREE | 

DAYS” with information about your Fuel Demand Meters 





optimistic, noting that oilheating in 


the state has grown 114° in the past 


| Name. | 





10 years compared to only 90% for 


| Address. | the total US. 
The first second-morning speaker 
| City, State . 


was Bruce Walsh of Gulf Research and 








89 Development Co. who described the 
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New Homes. - 
will be built ¥ 


ie epar ee 


this Year! * 


| 


IM f° sre 
7 
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Will you get your share of these new accounts? 


New families will be moving into your area. And if 
there is any doubt about getting your share of these 
new accounts, it’s time for a change. 

We at Cities Service realize that getting new accounts, 
as well as holding on to old ones, works for the benefit 
of all concerned. That’s why you can be sure that all 
the resources . . . all the facilities of a billion dollar 
corporation will be working for you! 

Cities Service will provide you with expert technical, 


marketing and advisory help. And you can rely on 
getting top quality home heating oil . . . fast, depend- 
able service, too! 

Down through the years, Cities Service has been 
a respected name in the fuel oil business. Work with 
a company that will go to work for you! For informa- 
tion, contact your nearest Cities Service office or write: 
Cities Service Oil Company, 60 Wall Street, New 
York 5, N. Y. 


CITIES @ SERVICE 


Out front in Quality... 


fuctoil 


Out front in Service, too! 














STUBBORN STAYING POWER KEEPS WORKMASTER V8's ON THE JOB 


UNDER HE HOOD For moving big loads and saving big money, 


Chevrolet’s Workmaster V8’s have know-how aplenty, but knowing when to quit is another story. 
They've got a stubborn streak a yard wide that keeps them slugging away on the job when lesser 
engines have given up and gone back to the garage. To put this kind of bullheadedness on a practical, 
paying basis, only the highest quality design features are good enough, and the Workmasters have ’em 
all. That’s why you'll find them under the hoods of veteran Chevy heavyweights everywhere, under 
thick layers of grease and grime attesting to thousands and thousands of miles of trouble-free service. 





3ehind the unique Workmaster brand of performance, 

durability and economy is a spare-nothing engineering 
approach which results in a design offering 348 cubic 
inches of tight-packed, top-level engineering know- 
how. In either version, the Workmaster or the 
Workmaster Special, the roster of features offers 
evidence of truck engineering at its best. 

It starts with ultra-uniform, fully machined wedge- 
type combustion chambers @ that deliver top smooth- 
ness and fuel-stretching efficiency. Aluminum 
pent-roof pistons @ are steel-belted at top ring groove, 
with chrome-faced top and oil rings for long life. 
Maximum-duty valving © includes heat-resistant 
aluminized inlet and Stellite-faced high-alloy steel 
exhaust valves, with hardened exhaust valve seat 
inserts and positive-acting Rotocoils. Valve actuation 
is by durable roller chain camshaft drive @ with 
self-adjusting hydraulic valve lifters. Shock-resistant 
forged steel crankshaft © is induction-hardened at 
main and crankpin journals for extra-long wear. Workmaster Workmaster 
Premium-quality Moraine 400 main and connecting PERFORMANCE DATA Special V8 V8 
rod bearings @ deliver up to seven times conventional Gross HP @ governed rpm 183@ 3700  219@ 3700 
bearing life. Full-pressure lubrication system Is sup- Net HP @ governed rpm 160 @ 3700 193 @ 3700 
plied by positive gear-type pump @ and includes Gross Torque, Ib-ft@ rpm 315@ 2200 335 @ 2800 
full-flow oil filter as standard equipment. Pressurized . 
by-pass cooling system features full circumference, Net Torque, Ib-ft@ rpm 285@ 1800 302 @ 2600 
full length water jackets @ to keep temperatures Displacement, cubic inches 348 348 
uniform and minimize distortion and wear. And © Carburetor type 2-barrel 4-barrel 


a 2-pint oil bath air cleaner is standard equipment. MODEL APPLICATIONS 


These are the features that put Chevrolet Work- Engine Model Truck Series Max. GVW Max. GCW 
master V8’s in the championship class for performance. 
Why not see your dealer and find out how easy it is Workmaster Special V8 C70,L70,170 23,000 Ib 42,000 Ib | 
to get them working for you! . . . Chevrolet Division Workmaster V8 C80, L80,T80 25,000Ib 51,000 Ib 
of General Motors, Detroit 2, Michigan. M70 Tandem 36,000 !b__51,000 Ib 


1961 CHEVROLET STURDI-BILT TRUCKS AzZigertaa” 


























fT E ET Se OOO API research program and outlined the 


Did Tom lose ba 5 No, he gets through work . ment oriented to heating oil. 
his job? @@ early every day since they put He noted that first following World 


Roper pumps on the trucks! sy by rs War Il the problem was to make 


. 
. 
.* 


general scope of oil industry develop- 


enough distillate fuel to meet the coun 


See, aoe* 
es. eoee? 
oe eee 
aeveree 
.* 


try’s needs so research was aimed at 
raising the yield. Next came the period 
of improving quality generally, in sta 
bility and combustion characteristics 
We are now in the third stage, he 
feels, improving the performance 
through better oilburning equipment 

The future of distillate is completely 
dependent on public acceptance in his 
view, and since manufacturers alone 
can't insure this the oil industry is 
supporting research 

He showed slides of quite a few 
adaptations of the Gulf burner which 
had been developed in the experi- 
mental stage to the point of working 
prototypes in several mcdels. Some of 
these have been described in earlier 
issues of FUELOIL & OIL HEAT, but 
in addition was an application of the 
burner to an incinerator and a clothes 


dryer, also a portable oilburner that is 


now in production by an Ohio manu 


get better (lelivery speed and service govt mentioned that 38 oilheating 


equipment manufacturers have been 


on your trucks with ROPER PUMPS! | icine °°" 


Walsh was followed by E. W. 


Wright, Jr., partner in E. C. Habheg- 
Roper Series 3600 truck pumps are quiet, smooth-running units that 


provide fast, safe deliveries with both thin and thick liquids. You make 
more calls per day, more profits per week all along the line from bulk 
plant to home deliveries. When you rely on Roper pumps you can 
step up efficiency and cut down operating costs. They are quickly, easily 
mounted in any position, and they will operate efficiently in either direc- He believes that the surest road to 
tion. Enjoy better delivery speed and service ... with Roper pumps. profits is low cost operation in the 


ger Co., Philadelphia, a supply house 


for oil handling equipment. 


Operating Costs 


field. Speaking of Eastern meetings on 


the subject of fueloil distribution he 
PACKED BOX or mechanical seal pumps 


observed that often the dealers were 
available to best suit your needs. 


left in confusion because the speakers 
had too little time to fully explain the 

CAPACITIES in a wide range are available —— : 
for small deliveries or bulk transport ; uses of the new products and methods 
; As a result, dealers too often be 
RELIEF VALVE permits operator to close an lieved that a large investment of many 
discharge without stopping the pump thousands of dollars was necessary to 


improve their deliveries. He advised 





that the dealer map out a program of 


improvement, go into it step by step 


= @) 2) 4 =e Dependable Pumps —« moncy is available 


since 1857 He finds deliveries at 80-100 Gpm 
HYDRAULICS. INC. 


quite common today compared with 


COMMERCE, GEORGIA 30-40 Gpm a short time ago And 


while this was brought by the high 
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“Every month we acquire new accounts worth $300 or 
more annually through our Yellow Pages advertising,”’ says 
D. P. Rheault, owner, Dan’s Oil & Service, West Fargo, N. D. 
This is a fast-growing area with new families moving in all 
so it’s vital that we keep our name in front of the 
-in the Yellow Pages. We’ve been advertising in the 
ww Pages for fifteen years...a real business-getting value!” 


Find Us Fast 
in The 
Yellow Pages 


‘> =) Display this emblem. It builds your business! 


DAN’S OIL & L L 
SERVICE 
| BU 2.3201 oumay 

@ ux Quam 


Display ad (reduced) runs under OILS—FUEL Call the 
Yellow Pages man at your Bell Telephone Business 
Office to help you plan your business-building program 


3| 





APPLICATOR 
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MOBIL LIQUID ian 
BURNER CLEANER 


FUEL UNIT IS CLEANED TIME........... 


OIL LINE IS CLEANED 
STRAINER 





SHUT-OFF 
VALVE 


x) 











REGULATOR AND 
CUT-OFF VALVE 


NOW...FASTER, BETTER, CHEAPER 


MOBIL LIQUID BURNER CLEANER cleans a burner so easily even the boss can 
do the job without spotting his white shirt. All he needs is a wrench, a Mobil 
Applicator Kit, a pint can of Cleaner and 20 minutes. 

Mobil’s new chemical does all the hard work and does it better. Cleans parts 
no hand-cleaning can reach. Leaves no troublesome particles behind. Burns at 
the nozzle like heating oil and while doing so impregnates soot on fire-side 
surfaces of furnace or boiler. Soot then burns off easily. 

Mobil’s Research Laboratories spent 3 years testing hundreds of chemicals 
to find the right combination. Then came a full year of field testing by Labo- 
ratory technicians and Mobilheat distributors—40,000 pints actually used in 

Mobil all types of household installations. MOBIL LIQUID BURNER CLEANER is the only 
Liquid chemical cleaner so thoroughly researched and tested. 
rner Cleaner Now available in quantity to all authorized Mobilheat distributors and 
Cleans better...in minutes service organizations. Details cheerfully made available to others through any 
acter hae Mobil District Office or by- writing to: 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc. 
Room 2050, 150 East 42nd Street, New York 17, N. Y. 


August 
1961 








ie 
bade 
My, 


totes 


.. 20 MINUTES 


IMPREGNATED 
SOOT BURNS OFF 


NOZZLE IS CLEANED 
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BOILER 


MOBILHEAT 


APPLICATOR FREE WITH QUANTITY PACK. For a limited time only, Mobil will 
give an applicator and a serviceman’'s bag, vaiue $8.50, with each order for 
12 one-pint cans of Mobil Liquid Burner Cieaner. A $26.38 value for only $17.88. 


jue oil & 33 
liter 








Cost-Conscious 
Customers ? 


Gentleman 
Janitor 


low initial cost 
low operating cost 


BARONET — Oil Fired Boiler- 
Burner Hydronic Heating Unit 
74,000 BTU ° 87,000 BTU . 

* Moderate cost because of modern 
assembly in Gentleman Janitor's own 
plant + Handsome, modern styling 
¢ Lower stack temperatures +» Ample 
hot water «+ Vertical fire-tube design 
¢ Inverted suspended combustion cham 
ber « Exclusive wet-base boiler design 
« Completely packaged and wired 


108,000 BT 


a 
@eeeeoeoeeeaee eee 86 86 


CORONET — Oil Fired Boiler- 
Burner Steam And Hot Water 
Heat Units 

From 87,000 BTU to 297 
Completely packaged 1 
fired hot water and steam hea 
construction with horizonta 
designed to fire without 
ber. Greater efficiencies, higher 


PLEASE SEND FURTHER 
GENTLEMAN JANITOR 


Address 


Zone 
Check one! Distributor 


GENTLEMAN JANITOR MANUFACTURING CO 
Bell Mountain Station, Scranton 11, Pa. 
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speed pump, still much of the credit 
is due to the quick-fill connectors. 

Many fueloil men get 10 to 11 
thousand gallons in a ten hour day 
with 25% less equipment, and the 
drivers are happier, he believes. 

Bulkplant loading time 15 years ago 
was 250 Gpm, moving up to 450 Gpm 
10 years ago; then 5 years ago it was 
700 and today 1,300 Gpm is not un- 
common, loading into transports with 
6” meters and pumps 

The final speaker was Gordon Hag- 
lund, president of the Northwest Heat- 
ing Oil Council, Minneapolis. He feels 
that it isn’t enough to ‘preserve’ the 
present image of oilheating but rather 
we must build a new image to con- 
vince folks that we have as fine heat- 
ing as we claim 

He objected to fueloil companies 
and major oil 


companies creating 


doubts through unwise advertising. He 
quoted one jobber ad with a headline, 
“Are you tired of using inefficient 
fuel oil?” ... and a major oil company 
mailing piece, “Are you fed up with 
dirty oil?” a third on additives 
headed “We take out sludge”. 
Haglund said that Minnesota has 
today 50 local oil men’s clubs covering 
100 towns, all participating in the state 
promotional campaign which he pre 
dicts will reach $150,000 in 1961. 
He believes that in addition to ad 
vertising it is most necessary to do a 


public relations job 


He told of the city council of Osakis, 
Minn., running full page newspaper 
ads urging everyone to sign up for 
gas. Also in Warren, Minn., where the 
municipality will sell the gas, they are 
advertising gas heat as 80° efficient 


compared to “oil at 56! 


New Deégree-day System 
has single all-purpose File 


i ee CROMWELL Printery, Albany, 
N.Y., has sent to the magazine 


some specimen files for an all new 
degree-day operating method that it 
has just developed to put on the mar- 
ket. All records relating to a particular 
customer are kept in a large open-top 
envelope filed alphabetically and then 
tabbed at the degree-day point for the 
next delivery, these being spaced at 
100 intervals up to 15,000. 

All papers relating to the particular 
customer are kept in the envelope-file 
such as duplicate invoices, service data 
and correspondence. The delivery rec 
ord, allowing a total of 45 transactions, 
is calculated and entered on the face 
of the envelope. 


he printer also furnishes a degree 


day Log which is kept in the file at 
the front of the drawer with a cumula- 
tive record of elapsed degree-days, a 
column for general weather condi 
tions and a separate calculation for 
domestic hot water. Extra allowance 


is made for hot water as follows 
Mean temperature 43° to 45° add | 
DD; for 46° to 49° add 2 DD; for 
add 3 DD, for 54 
add 4 DD; for 58° to 61° add 5 DD; 
for mean temperature 62° or over 
add 6 DD. 

The Log at the front of the drawer 
is tabbed for DD to date. When any 


customer's tab is in the same lineup 


50° to 53 to 57 


he needs a delivery. 
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The big breakthrough — 
» that reduces your 
E> control inventory 


quick! 
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INCREDIBLE but true! Of the 18,000 control 
variations now available, Honeywell engineers 
selected and re-engineered 170 controls that do 
the job of the 18,000! And, they’ll do the job 
right! Months of statistical and engineering 
analysis went into TRADELINE to allow you 
to streamline your control stock. 


HONEYWL | ees 


) TRADELUNE 


gece «MME CONTROLS 





y SEL: MAILING < 
_ PACKAGE! 


Instead of 18,000 controls... 


OW 170 WILL DO 


NESTLED IN STYROFOAM! New idea in con- 
trol packaging. Just label and mail. Can’t get 
damaged on truck. The Honeywell Round, V80 
and V81 gas valves, pilotburners, thermocouples, 
and the Y400 Powerpile package are among 
the first of TRADELINE Controls to be nestled 


in self-mailing containers. 
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_FOR WHOLESALERS: 























Now you wholesalers 
can give your dealers 
better service 


You dealers can 
give your customers 


better service 
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THE NEW WAY 


WHOLESALERS’ AND 





NOW LEss money 
TIED UP IN 
CONTROL stock: 
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ON THE SHELF... 


Cuts control inventory drastically! The revolu- 
tion in controls is here. No need to carry an endless 
variety, tie up capital and shelf space anymore. 


Just 170 TRADELINE Controls do the job of 
18,000 or more. By selecting the TRADELINE 
Controls you need for your territory, you can 
eliminate stocking many of the models and slow- 
movers you now have to carry. In fact, a proper 
selection of TRADELINE Controls will do the 
job in 934 of all installations! 


New pocket-sized cross reference 
guide instantly tells you which 
TRADELINE Control to use. 
Prices? You get all the benefits of 
TRADELINE at no increase in cost. 





Planned program helps speed changeover. 
We'll help you streamline your stock, acquaint 
your men and your dealers with TRADELINE. 
Hard-hitting advertising and merchandising will 
help you sell, too. So place your orders now, and 
be ready for the fall rush. For additional help, 
call your Honeywell representative. 


ON THE TRUCK... 


Just a handful can handle up to 93% of all 
service problems. Now, you can afford to stock 
all the controls you should have. Put the right 
TRADELINE Controls on your truck and you’re 
in business! They eliminate that extra trip for 
the right control. 

3ecause TRADELINE Controls have been 
carefully selected and engineered to do the job of 
93% of allcommon control applications, you just 
carry a few controls instead of hundreds. The 
handy cross-reference guide tells you instantly 
what TRADELINE Control to use. Just check 
the unit to be replaced against the list and pick 
the basic TRADELINE Control. 


PROVED IN TWO-YEAR TEST! 


The TRADELINE idea of a few controls inter- 
changeable with hundreds was field and sales 
tested thoroughly in the Southwest over a 2- 
year period. Then Honeywell engineers set out to 
make the idea work for nearly every control. 

Why don’t you call your wholesaler right now? 
He’ll help you set up your basic stock. 
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HONEYWELL INTERNATIONAL. Sales and service offices in all principal cities of the free world. 
Mar iring in the United States, United Kingdom, Canada, Netherlands, Germany, France, Japan. 





A short Speech by Bill Raith, Jr., of Becker-Marsden Co., 


St. Louis, at a Dinner of local Real Estate Men 


Comparison Shopping 


Edit. Note—Many speeches have been 
made to consumer Interests glorifying 
the virtues of Oi Heat. You might 
change this one to suit your local con- 
ditions and seek an opportunity to 
appear before Realtors. One virtue of 
this one is its brevity. 


AM HAPPY to have the opportu- 
nity to discuss “Why a prospect 
should buy an Oilheated Home.” 

I am confident that all of you have 
been confronted at one time or an- 
other by some unusual prospect who 
has shied away from a home he was 
otherwise interested in, simply be- 
cause it was heated by oil. 

I am going to tell you about the 
advantages of a home heated with the 
Scientifically Purified Fuel that gives 
carefree comfort. You know, oil is the 
only scientifically prepared fuel— 
made expressly to eliminate undesir- 
able components and to enhance the 
desirable ones. All other fuels are as 
they occur in the natural form: the 
bad and good components are both 
present. Therefore, oil is hotter, clean- 
er, and the explosive factors have 
been removed before the material is 
offered for sale. In addition, | want 
to tell you why you are actually doing 
your client a favor by selling him a 
house with oil heat. 

First of all—Oil is clean—every bit 
as clean as gas. When both types of 
heating equipment are properly in- 
stalled, there is nothing to choose 
from on the question of cleanliness. 
Don't forget that all products of com- 
bustion from any type of fuel go up 
the chimney. They are not mixed with 
the air that is circulated in the house 
UNLESS—and notice I said unless— 
there is a leak in the radiator of the 
furnace. And, if there is a leak in the 
furnace, the worst thing that can 
happen with oil is some odor in the 
house. If a gas furnace developes a 
leak there is a very good possibility 
of asphyxiation. 

I know some of you probably think 
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for Realtors 


I'm nuts—that you have seen smudge 
in a home. Well—so have I, in both 
gas and oil heated homes. But do you 
know where this grease or smudge 
comes from? Chemical analysis of 
soiled walls and drapes in hundreds 
of homes has revealed that cooking 
fats and greases are the major enemies 
of a clean house. The steam that rises 
from the pots and pans on the stove 
is heavily laden with these fats and 
greases. When the vapors condense on 
the cool surfaces of walls, drapes, or 
furniture you have grease or smudge. 
A hood over the stove and a kitchen 
exhaust fan will help to control the 
source of this complaint. And speak- 
ing of cleanliness—don’t forget that 
Lamp Black, the blackest substance 
known, is made from natural gas. 

Oil heat is safe. A home is a safer 
place when it is kept comfortable 
with modern Automatic Oil Heat— 
the Jet Age fuel. That’s because heat- 
ing oil is the most accident-proof fuel 
ever developed. As a matter of fact, 
it will hardly burn at all, unless atom- 
ized or vaporized and ignited under 
the ideal conditions presented by a 
properly functioning oil burner. 

You may have seen the famous dem- 
onstration on TV—where a flaming 
torch was plunged into a pail of heat- 
ing oil. Remember what happened? 
The torch flame was actually extin- 
guished. Nothing could be safer. 

Not so with gas—you all know 
that gas is explosive and also toxic. 
There isn’t a winter in St. Louis that 
you do not read of someone being as- 
phyxiated or burned by a gas leak or 
gas explosion. If you don’t believe 
this, try turning on your gas oven, 
leaving the gas on a couple of min- 
utes, then sticking your head down 
by the door and lighting the oven. 
You'll be lucky if all that happens to 
you is having your hair and eyebrows 
singed. 

The air in an oilheated home al- 
ways stays fresh and pure. Heating oil 
burns 


cleanly — burns completely, 


without soot, fumes or odor. Oil heat 
is the only modern heating method 
that will not harm your house plants 
or tarnish your silver. If there is an 
odor, then the burner is not adjusted 
properly—or perhaps there is a bad 
draft condition. Gas, too, has an odor 
—which is added to it by law. It is 
obvious from the fact that this re- 
quirement was set up by those who 
know gas, know that it is a wild actor 
and should be recognized immediately 
when it gets loose. (Actually—this 
odor in the gas gives you a chance to 
run before you fly.) 

Oil is completely automatic. You 
simply dial the thermostat for even, 
steady warmth. What’s more, the sup- 
plying company knows from a scien- 
tific weather formula when it is time 
to refill each customer's tank. It is not 
necessary for the customer to be home 
because with modern devices, the dri- 
ver can tell when the tank is full with- 
out ever having to go in the basement. 

Finally, there are many more ad- 
vantages. 

a. A very important consideration 
—so often lost sight of, is the simple 
fact that an oil user can easily weather 
an emergency—a strike, a pipeline 
break-down or pipeline blow-up—be- 
cause he has enough fuel right in his 
own home to run for days or even 
weeks, 
likes the 
privilege of buying from whom he 
chooses—perhaps it even helps his 
business. And he knows, too, that 
competition between suppliers assures 
him the best possible service. 

c. If you heat with gas, you com- 
pete with thousands on cold winter 
days for fuel from the same pipeline. 
The result can be lowered pressures 
and uncomfortable, unhealthy fluctu- 
ations of temperature. 


b. The average person 


In conclusion, let’s consider costs, 
yes, oil heat in this market does cost 
a little more than gas heat. It should. 
With all of its valuable features— 
particularly the safety advantage—it’s 
worth more! Remember, too, that if 
a house is expensive to heat, changing 
the type of fuel is not the answer. Per- 
haps the heating plant itself is sick— 
certainly changing the type of fuel 
won't help a house that has an in- 
efficient heating plant. 
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Backed by 
the bond that’s 


G{ AS GOLD 


$500 Coleman Warranty 
Bond is guaranteed by 
one of America’s foremost 
insurance underwriters. 
Creates customer confi- 
dence, clinches sales. 


Coleman builds the most complete and only bonded line of heating and air conditioning. Investigate! 


dloil 
‘ 





THE NEWEST REASON TO MAKE 
YOUR NEXT TRACTOR A FORD: 
































Ford H-Series tractors offer a choice of five Super Duty V-2"s or four proven Cum- 
mins Diesels for maximum performance, economy and durauil.cy! Gver 500 
engine-transmission-axle combinations provide ‘‘job-fitting’’ economy on any run, 
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FORD DIVISION, ZordMolor'Gompany, 





New Ford H-Series tractors have a short 28-in. BA for hauling 
maximum legal loads in most “‘bridge formula”’ states. And their 
compact 82-in. BBC dimension accommodates longer high-cube 
trailers. For greater payloads within their 76,800-lb. maximum 
GCW range, strong lightweight components are used wherever 
consistent with maximum durability. Extra-hi-tensile steel frames, 
fiberglass cab skirts, aluminum steering gear housing, and optional 
aluminum disc wheels, transmission cases and fuel tanks are 
typical examples of Ford’s weight-saving design. 

Ford H-Series models are quality-built to the most exacting 
standards in the industry. They’re the only tractors with gas 
engines so dependable they’re dealer-warranted for 100,000 miles. 
And maintenance-engineered design means fewer downtime 
delays . . . lower maintenance costs. 


WHY ITS GOOD BUSINESS TO DO BUSINESS WITH FORD! 


You save from the start with Ford’s traditionally low 
prices, and your savings continue with low operating 
and maintenance costs. These facts are documented by 
certified test reports from America’s foremost inde- 
pendent automotive research firm. Ask to see these 
reports. They’re on file at your Ford Dealer’s. 

In addition to these dollar-and-cents savings, the 
following bonus benefits are yours with Ford Trucks: 


1. Rigid quality controls give you the strongest safeguard 
of truck reliability ever. Modern, exclusive-truck manu- 
facturing facilities, with emphasis on quality every step 
of the way, are designed to give you a Ford Truck that 
is as free from defects as a truck can be. Tangible results 
of these high standards are Ford’s new warrantics. 


2. Exclusive 100,000-mile warranty (or 24 months) on 
401-, 477- and 534-cu. in. Super Duty V-8’s is the most 
liberal in the industry. Each major engine part (includ- 
ing block, heads, crankshaft, valves, pistons, rings), 
when engine is used in normal service, is warranted by 
your dealer against defects in material or workmanship 
for 100,000 miles or 24 months, whichever comes first. 
The warranty covers full cost of replacement parts. . . 
full labor costs for first year or 50,000 miles, sliding 
percentage scale thereafter. 


3. 12,000-mile warranty (or 12 months) on all 1961 Ford 
Trucks of every size is further evidence of the confidence 
Ford has in its quality controls. Each part, except tires 
and tubes, is now warranted by your dealer against 


defects in material or workmanship for 12 months or 
12,000 miles, whichever comes first. The warranty does 
not apply, of course, to normal maintenance service or 
to the replacement in normal maintenance of parts such 
as filters, spark plugs and ignition points. 


4. Special fleet financing can be arranged by your Ford 
Dealer. It’s available for owners of two or more trucks, 
and provides the opportunity to precisely tailor pay- 
ments to your income patterns or depreciation schedules. 
This fleet-fitted financing offers substantial savings and 
frees your working capital. 


5. Sales engineers and service specialists in 36 district of- 
fices are on call to solve special truck problems. Work- 
ing with both dealers and customers, these experienced 
truck men represent another extra step Ford takes to 
provide your continued satisfaction. 


6. Replacement parts depots at 26 strategic locations 
across the country quickly supply needed parts from 
ample stocks. Ford’s entire supply system is geared to 
give you faster service and reduce costly downtime. . . 
wherever you are. 
7. 6,800 Ford Dealers, including 280 specialized Heavy 
Duty truck dealers, can keep your trucks ready to go 
wherever they go. From coast to coast, fast Ford 
service—gas and Diesel—is always close at hand. 
From Super Economy pickups to Diesel-powered 
tractors, you can now fill every truck need up to 76,800 
pounds GCW with a modern, money-saving Ford Truck. 


QUALITY-BUILT... MAINTENANCE -ENGINEERED 








UNIQUE SAFETY FEATURE 
PROTECTS HIGH CAPACITY 
FUEL OIL PREHEATERS! 


GENERAL Type HMIT Automatic Electric 
Immersion Heaters provide cold oil 
lockout switch to prevent faulty starts! 


Unique heavy-duty, snap-action interlock pre- 
vents cold oil below preset atomization tem- 
perature from reaching burner nozzles. Rugged 
tubular element rods withstand severe use... 
even operation in empty shell. Element sheaths 
constructed to resist corrosion under wide 
variety of oil conditions. Uniform watt density. 
Fifteen months warranty. 


¢ Integral-mounted thermostat designed for 
long life ... provides for simple field adjust- 
ment within 120° — 260°F range if desired. 


Wide output range... 5 to 36 KW. 


Broad voltage range...choice of watt 
densities 


Speedier installation, interchangeability... 


3” ASA mounting flanges rated at 150 or 300 
pounds. 


For complete details, request Catalog 
EH-100. 





GENERAL Banmalal<i-meelil-i-labs 








EAST GREENWICH +- RHODE ISLAND 


Catalog EH-100 describes complete 
line of electric Fuel Oil Preheating 
Units (750 to 60,000 watts). 


Request your copy today! 





Single-family home 
Construction gains 


SUBSTANTIAL gains in highways, com- 
mercial building, electric light and 
power systems, and apartments in May 
sparked a 5% rise over a year ago in 
contracts for future construction in 
the United States. F. W. Dodge Corp 
reports, with contracts totalling $3,- 
501,318,000, although total construc- 
tion is down slightly from April fig 
ures. 

Contracts for residential buildings 
in May amounted to $1,553,499,000, a 
gain of 7% over the same month last 
year. The number of dwelling units 
represented by the total residential 
contracts was 112,681, up 5% over a 
year ago. Apartment building contracts 
continued their strong showing in Ma; 
with a 23% gain, but even more note 


( 


worthy is the 47 rise in single-family 
houses, marking the first time in 17 
months that this category exceeded 


year-earlier levels. 


N. Y. School installs 
radiant heating Ceiling 


THE FIRST SCHOOL installation in New 
York State of a new heating system 
that radiates warmth from an acousti- 
cal ceiling has been announced by 
Johns-Manville, New York, N.Y. The 
system, known as Johns-Manville San 
acoustics HCS is now in operation in 
the recently dedicated $1,500,000 
Gilderdland, N.Y., Central Junior 
High School. It was recommended by 
the school’s architects, Urbahn, Bray 
ton and Burrows of New York City 

The new system is said to radiate 
draft-free heat “just like the sun.” It 
sandwiches hot-water circulating coils 
between a sound-absorbing blanket and 
a cover of perforated enameled steel 
panels which form a finished ceiling 
Heat is radiated from the coils to the 
panels, then down to room surfaces 
and occupants. 

Sanacoustic HCS is made up en- 
tirely of standard parts to eliminate 
complex assembly and coordination 
preblems. Ceiling panels may be re 
moved for servicing, and the system 
may be used for cooling by circulating 
cool, rather than hot, water through 
the copper ceiling coils. 
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The little extra you pay for Purolator filters buys features 
and performance you just don't get in ordinary filters. 
The picture shows you the difference; here’s what this 
difference means to you: 


@ Nozzles last longer because the Purolator Micronic 
element filters out abrasive particles as small as 0.0005 
of an inch. A waste-type filter medium, no matter how 
much it’s compressed, simply can’t filter that fine, even 
when it’s new. 


2] Filters last longer (a year or more without serv- 
icing ) because every Purolator filter has over 200 square 
inches of filtering surface, enough to filter over 7,000 


. 
. 


Filtration 
For Every Known 


Fluid 














gallons of fuel oil without replacement. 


© No channeling or unloading, ever, because the 
Micronic element is precision made from a single pleated 
sheet of resin impregnated cellulose that resists water 
and acid, won't shrink, stretch, distort, flake or deteriorate. 


© Nospillage, no air leaks. The depressed head on the 
Purolator housing eliminates spillage when servicing. 
The recessed gasket seal makes an airtight fitting 
between case and head. 

And because Purolator filters filter better, longer, you 
make fewer trips, have fewer problems fulfilling your 


rere 


service contract. For full information, write to Dept. 2577. 


PURQOLATOR 


PRODUCTS, INC. 
RAHWAY, NEW JERSEY AND TORONTO. ONTARIO, CANADA 








New features! 


Check these two new National 








The Commander “FDB”’ sxia it in 
on its own integral base. Install it in a mini 
mum of time. The Commander — always a 
popular unit— is now completely factory 
assembled. Yet lower in price to you. Wiring 
is complete and there's a full set of safety 
controls. Can be used with oil, gas or com 
bination gas/oil firing. 


The Commander meets the need for a 


compact, hi-performance packaged unit in 
large residential and small-to-medium 
commercial buildings. Ideal for new or mod- 
ernization work. And Crane takes full respon- 
sibility for all parts; one guarantee covers 
everything. 

Compare these Commander features: 
1. Special uptake baffle and tube turbulators 
provide 80% efficiency with any fuel. 


THE 
HEART 
F HOME AND 


INDUSTRY 





2. Combination gas-oil unit. Change fuel at 
the flip of a switch. 3. Forced-draft burner, 
specially engineered for these units, elimi- 
nates costly chimneys. 4. Sealed boiler is 
pressure tight when shipped — no joints to 
be sealed. 5. Steel mill type dry refractory 
is factory installed. 6. Skid-type base means 
no foundation to build, no base to erect. 
Saves headroom. 





New low prices! 


-U.S. forced-draft steel boilers 








The Sentinel thousands of installations 
have proven the Sentinel’s efficiency. Now 
it’s lower in price and completely restyled 
for even lower-cost, easier installing. It’s 
completely factory-assembled; one guarantee 
covers all parts. 

Install it with confidence in new homes or 
old. Only small chimney vents are needed 
because of low draft loss. It’s ideal for split- 


level or ranch homes. Large choice of models 
and capacities for oil or gas firing. 

New Sentinel features include: 1. Built-in 
water heater (optional) — either storage or 
tankless type. 2. Horizontal firetube design 
with arched crown sheet for greatest effi- 
ciency, longest life. 3. Molded-fibre combus- 
tion chamber heats faster, weighs less, lasts 
longer. 4. Child-proof access door can’t open 


HEART 
OF HOME AND 
INDUSTRY 


@ CRANE D 


accidentally. 5. Factory-assembled base is 
attached with combustion chamber and in- 
sulation fully installed. 6. Smartly styled 
jacket in special smooth enamel. Harmonizes 
with game and utility room decor. 

For more details and spec sheets on both the 
Sentinel and Commander see your wholesaler. 
Or write Crane Co., Box 780, Johnstown, 
Pennsylvania. 








MAINTAIN UNIFORM FLOW REGARDLESS 
OF PRESSURE VARIATION 


ADJUSTABLE 
PRESSURE 
SETTING 


SPECIAL HEAT 
RESISTANT 
COMPOSITION 
DIAPHRAGM 


SINGLE 
PIECE 
YOKE 


SPRING 
PROTECTED 
FROM WATER 


STOP PROTECTS 
DIAPHRAGM AGAINST 
BACK PRESSURE 





SEAT EASILY 
ACCESSIBLE 
FOR SERVICING 


BUILT-IN 
STRAINER 


Whenever city water pressure exceeds 75 
pounds, a Thrush Pressure Regulator is 
needed. With this valve, the noise, splash- 
ing and damage to fixtures which result 
from excessive pressure can be completely 
corrected and a uniform lower pressure can 
be maintained, regardless of supply line 
pressure variation. Operates efficiently with 
air, light oils or water. Valves can be set for 
different delivery pressures at any time 
after installation. See your wholesaler for 


more information or write Department C-8 


Typical hook-up of Thrush Pressure Regulating Valve 





up To 
250 .8s. 


SERVicEe 
T 


WATER METER BUILDING 


THRUSH 
REGULATING 
VALVE 


CITY MAIN 











H. A. THRUSH & COMPANY 
PERU, INDIANA 
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Service by the Gallon 


Vost happy Customers are the Result in Group of Massachusetts 


by Robert Gray 


LT NEW BEDFORD they tell a story 
about a man starting in the fueloil 
business five years ago and how 
ic took him two years to get his own 
mother’s oil account, because she was 
so happy with her regular dealer. 

Chere is an almost universal opin- 
ion among the fueloil distributors in 
towns of 


several the Upper Cape 


country of Southern Massachusetts 
that they have about the best served 
and happiest customers in the oilheat- 
ing industry. This grew out of a long 
established practice of including good 
mechanical maintenance and_ service 
in the oil price. This is not “free” 
service, but rather the price per gal- 
lon is raised enough to pay all or most 
f the servicing cost. 

It's such a simple expedient that 
ts rather amazing that this has not 
become an established practice in oth- 
er areas. There have been some iso- 
lated experiments here and there, sev- 
eral in fact reported by this magazine, 
but nowhere on as wide and satisfac- 
tory a basis as in these Massachusetts 


towns 


- 


Edward S. Bliss, Bliss Oil Co., Fall River, at his desk studying a problem with Harold D. 


Without looking up the exact dates, 
it was around 1940 that we had the 
first story of Swift Fuel Co., Lincoln, 
Nebr. 


cheap and Swift felt the best way to 


Natural gas came to town 


protect his business was to insure 
near perfect heating by adding ™%¢ 
to his oil price and including service. 
His competitors were told in advance 
but didn’t care for it, so Swift at his 
higher price grew to the point of sup- 
plying more than half of the market 

Then in the late 40’s there was the 
article about John McPhail of Peta- 
luma, Calif., who had more than half 
the business in the four principal 
towns of Marin County, across the 
Gate bridge from San Francisco. John 
had a new twist. He added for service 
l¢ if the customer had a 275 gal. tank, 
1.¢ if the tank was 550 or larger, 
l'4¢ extra if the tank was smaller 
than 275. 

Joe Collins of Frontier Oil, Buf- 
falo, started universal service with 4.¢ 
extra back in the 30's, and today most 
of that market still includes service in 
the oil price but there is some dis- 
satisfaction there because some oil 
men look on it as free service. Those 


é 


, 
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Chase, service manager on left and Patrick Burns, office manager. 


Towns 


who don't supply it “cut the price” 
14¢, so in Buffalo it becomes a mat- 
ter of opinion depending on margins 
of the moment 
The Massachusetts story centers 
towns—Fall 
Bedford, and 


typically 15 


around four principal 
River, Taunton, New 
Newport, RL, 


apart. Fall River and New Bedford 


miles 


each have a hundred thousand popu- 
lation, the other two are somewhat 
smaller. Among the four there are an 
estimated 45,000 central heating oil- 
burners with most of the business 
going to three dozen substantial fuel- 
oil distributors. Of course, there are 
quite a few small one-truck operators, 
but their aggregate volume is not a 
serious factor. 

On a June visit to the area to ex- 
plore results of the long established 
service plan the first interview was 
with Ed Bliss, of Bliss Oil Co., Fall 
River, following an earlier conversa- 
tion at the Boston Oilheating Exposi- 
tion. Bliss first pointed out that dur- 
ing the years of the 30's and 40's 
some called this a “free service” region 
since there was a half cent difference 
in oil price, with or without service 
being included. Those were years of 
sO many new installations and such 
rapid growth that no one worried 
much about the economics of service, 
good or bad. 

But around 1950 several of the 
larger distributors began to see that 
service was costing them 34 to l¢ a 
gallon, and one by one they began 
adding enough to the oil price to 
cover it. As a result, since 1952 the 
Fall River market for No. 2 oil has 
been about a cent higher than in 
other nearby cities that use conven 
tional service contracts or methods. 

The service rendered includes 24 
hour availability plus an annual vacu- 
um job and complete maintenance 
heck-up. Parts are not included, al- 
chough Bliss explained that in his 
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company if some minor part like a 
nozzle is needed during the annual 
check-up no charge is made. This is 
general practice in Fall River. 

Bliss operates a medium-sized com- 
pany with 850-900 customers and he 
has supplied the following data on 
margins adjusted for service: 

Gallons sold 1958 
(Thousands) 1,614 
Service cost $21,751 
Sale, per gal. 16.49¢ 
Cost, per gal. 10.89 11.17 
Gross margin 5.60 6.10 
Service cost 1.35 1.43 
Net margin 4.25¢ t.67¢ 


1959 

1,508 

21,762 

17.27¢ 

5.87 

1.29 

$58¢ 
Some of the advantages that oc- 

curred to Bliss in reviewing the serv- 

ice plan of that area were: 1) His 

three all year, 

helping with the annual overhaul jobs 

in all of their slack time, which re- 

sults in getting a higher type and 

more loyal worker; 2) the customer 


fueloil drivers work 


has his service cost spread evenly 
through the oil buying months, on 
budget plan if wanted; 3) Gas com- 
petition is moderated and the mor- 





Pacific Oil Co.’s branch office and bulkplant with buried storage down at New Bedford. 
Its main office is in Fall River, and Pacific is apparently the largest fueloil company 


in the area studied. 


tality rate is almost nil, due to having 


well satisfied customers; 4) _ better 


protection for the substantial dealer 


from the one-truck operator who has 
lost much of his kerosene business to 
gas and is now tackling the No. 2 
oil users with price deals and the 
hit-or-miss service that he may per- 
sonally render 
The 

Bliss are 


disadvantages according to 
1) with a higher oil price 
there is greater opportunity among 


dealers, large or small, to offer bar- 





SERVICE COSTS 
Auto allowance $ 


Depreciation, trucks 
Electricity 

Emergency deliveries 
Gas, oil & grease 
Heating 

Insurance, casualty 
Insurance, WC & PI 
Miscellaneous 

Outside labor 

Payroll taxes 

Parts & Materials 
Permits 

Registration, trucks 

Rent 

Repairs & Supplies, othe: 
Repairs & Supplies, trucks 
Salaries, servicemen 
Salaries, supervision 
School tuition & training 
l'axes, property 
Telephone 

Travel & meals 

Water 


TFOTAL SERVICE COSTS 
Less service charges 
to accounts 
NET SERVICING COSTS 
Retail fueloil sales 
(thousand gallons) 
Service cost per gallon 


was included. The bulk of 
would continue to the end of 





Service Department Operating Statement 


Season 
1958-59 


Depreciation, equipment 1,35 
10, 


9.3800 


*This figure must be carefully observed. Notice that the season only to April 30 
the season's oil 
the fiscal year, o1 
gallon will no doubt be similar to that of the two previous seasons 


Season 
Season 1960-61 
1959-60 to April 30 
S 7RO $ 525 
899 701 
304 5.374 
706 429 
706 707 
+064 
910 
2,971 
140 
L100 
161 


3,573 


2 B56 
535 
893 
303 
149 
450 
503 


ORO 


204 
760 
105 
2,954 
135 
754 
279 
146 
120 


7.398 
, 909 
96,525 63,489 


8,942 8,261 


0108 0077 * 


been delivered yet 
August Ist. The 


had service costs 


final cost per 
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gains and yet he believes that in a 
relatively static market this could hap- 
pen at any price level; 2) some deal 
ers still offer two prices, with or with- 
out service, and while these are usu 
ally small ones there is often need for 
explanations, since those dealers quote 
'2¢ differential, too low for the serv- 
ice cost. Obviously, the success of a 
universal service venture pretty much 
depends on having all customers on 
the plan, for otherwise there is too 
much lost motion in the department 

Bliss brought in his service man- 
ager, Harold D. Chase, who has just 
recently been given a contractual ar- 
rangement rather than a salary basis. 
His agreement permits doing work 
for others although in practice this 
is negligible. He is given helpers for 
jobs, 


mentioned earlier, and Bliss charges 


the clean-up truck drivers as 


their time to service costs, not to 


Chase. 

The obvious question is whether, 
with service in the oil price, they do 
of 


Chase says they don't 


not lot calls 


get a unnecessary 
that out of 
850 customers not more than 10 are 
the type that make nuisance calls. He 
thinks it might be desirable to add 
parts to the service coverage and says 
this could be done at 3/10¢ a gallon. 

He is parts 


coverage would be re 


convinced that with 


more items 
placed, since some customers need 
several calls to fix an antiquated part 

Chase made some _ observations 
about customers. For example, it’s al- 
ways very expensive to do service 
work on Saturday, since the owner is 
often at home and wants stand 


about 


ing but rather about his yard or his 


to 


around and talk—not oilheat- 


dog or his boat while the work drags 


Occasional customers are very fussy 


August 
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Luncheon group as guests of Ed Bliss at his club, posed with oil painting of one of the 
old Fall River Line steamers that made nightly runs to New York. These individuals 
discussed the market's universal service plan with the editor. From the left they are: 
Ralph Keys, president, Keys Oil Heat, Delbert Warburton of the same company, Everett 
Thornton, president, Oil Heating Equipment, Inc., Tofic Elias, president, Elias Fuel Co.., 
John Love, Pacific Oil Co., and Robert Crawford, president of Pacific, and Ed Bliss. 


humors them. For example, a 
teacher who always insists on 
ng around when any service is giv- 
actually stands there and observes 
move His basement is SO Spot 
that Chase always walks in with 
— of newspapers that he 
reads 4ll around before starting 
is man raises some fancy toma- 
has a blender and offers friends 
slass of his special mixture. So 
ise puts on an act, works himself 
sweat, Says all this teacher w ants 
blood. But he’s offered and drinks 
ice after first praising the to- 
patch. The payoff came when 
brought a helper on one call and 
ifter praising the tomato patch the 
wner offered each a glass of his po- 
tion. The helper raised an eyebrow 
and then said very hopefully, “I'm a 
beer man myself.’ 
W hile builder de- 


velopments of the region nearly all 


the speculative 


go to gas, Chase says he’s convinced 


most would prefer oil, but they take 


the house as is. He believes a lot of 
the new ones could be switched to 
if we only had that Gulf burner 

on the market.” 
Just before leaving the Bliss office 
something was said about price dif- 
This 


prices for No. 2 fueloil. First is the 


ferentials. company has four 


regular price for accounts up to 5,000 
from 


gallons annually; there '4¢ 


comes off up to 10,000 gallons; over 


10,000 it’s 1¢ off; for churches and 


other genuine charitable institutions 
there’s 1142¢ off 

Bliss had invited a half dozen fuel- 
oil men for lunch at his club to carry 
on the discussion of ‘service by the 
gallon’. The photo shows the group 

The principal discussion here was 
by Robert Crawford, president of Pa- 
cific Oil Co., 
of the towns, Fall River, New Bed- 


which operates in three 


ford and Newport, and is probably 
the largest distributor in the market. 
Among other things he brought our 
that the average number of calls per 
customer is 1.8 per year and this in 
cludes the annual overhaul call. This 
is a good showing since the national 
average is 1.7 calls and in that figure 
only two-thirds of the customers get 
the annual clean-up job 

Crawford brought some very inter- 
esting service operating statements of 
Durfee Fuels, Inc., which show what 
service costs and how it's figured. This 
covers Operations in three of the towns 
and the table shows the combined 
group results over the past three sea- 
sons. You'll notice that the service 
charges to customers are offset against 
total costs to arrive at net figures. To 
the parts cost shown should be added 
supplies shown lower in the table. 
Also included in the charges to cus- 
tomers in addition to parts would be 
revamping or changes to heating sys- 
tems since the company has an active 
heating sales department. 

Asked about pay scales, Crawford 


estimated that servicemen get $105 to 
$112 a week for 54 hours. 

Ralph Keys, owner of Keys Oil 
Heat, is chairman of the advertising 
promotion group for Fall River, which 
operates as a wing of the Providence, 
R.I., Home Heating Council. He han- 
dles pretty much heavy oil and equip 
ment but enough of the residential 
type to feel that the service program 
there is a very good thing. New resi- 
dents moving from other sections, he 
points out, are often amazed when 
they learn that service is included in 
the oil price. They're not told it’s free 
service, at least by the reputable com 
panies, but rather that the oil price 
may be a little higher but they've no 
about 


heard very few 


worries good heating. He's 
price complaints at 
any time, though there were some last 
winter when the movement was so 
fast. He finds the service men are the 
industry's best salesmen, in an area 
where they have good steady jobs and 
know that they are in position to keep 
folks happy 

A visit to Hathaway Oil Co. at 
New Bedford rounded up the explora- 
tion. In addition to service in the oil 
price they offer a separate parts re 
placement contract to include just 
about everything but the casting of 
the burner—in the list are tanks, com 
bustion chambers, circulators, blowers, 
low water controls they omit only 
the boiler or furnace. They get $18 
for this, although this is not general 
practice in the market. Oddly, the No 
2 oil price including service is 16.0¢ 
in New Bedford and it’s 16.4¢ in Fall 
River just 14 miles away, so the Fall 
River oil men are collecting more to 


ward their service. 

The visit was with William Hen- 
dricks, treasurer, and Thomas Healy, 
sales manager of the Company. Asked 
if there is any customer reaction to 
the price of oil they say that if chang 
es are not reported in the papers, 
there's no notice. And even when the 
papers tell of a price increase, Hath- 
away will get around a half dozen 
calls out of its four thousand oil cus- 
tomers. Another good point brought 
out was that the service arrangement 
takes the play away from the gas com- 
pany, which would otherwise empha- 


$1ze its absence of service expense 
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The ferry to Cuttyhunk Is- 

land, summer resort 14 miles 

‘ off New Bedford is filling 

. drums of oil from Hathaway 

a i , * 4 at the dock. The Ashley fam- 

sh —— ee | i ily that owns Hathaway Oil 

. ae. goes back to the whaling 

- > Se a ee a . ship days in New Bedford. 

oe Even today the city has the 

a8 2 es? largest commercial fishing 

5 volume on the Atlantic 

Pa. Coast. When petroleum was 

— discovered in 1859, New 

Bedford was home port for 

a 329 whaling ships, equal to 

ee ene the rest of the world com- 
ees : bined. 
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Hathaway Oil Co., New Bedford, Mass. 


Is Photogenic 


Thomas Healy, sales manager, shows a project to the gentleman 
seated, William Hendricks, treasurer of the company. 





Office and sales building was a motor showroom before Hath- 
away bought it. The interior, with marble floor, shows off oil- 
heating equipment to fine advantage. Lines sold are Timken, 
lron Fireman, Oil-O-Matic and Waterair. 
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Hathaway operates 27 vehicles in New Bedford vicinity, each equipped with two-way 
radio, which is a big factor in their dispatching methods. 


In a May 28 special advertising supple- 
ment in the Sunday Standard-Times 
Hathaway used this photo with the cap- 
tion, ““G. Frederick Hutchinson, plant 
superintendent, keeps up on current 
trends in the oilheating industry.” 

















Weather service 24 hours a day is on tap for everyone in 
town, customers or not, also very useful to the big commercial 
fleet operating out of New Bedford. When a person phones a 
tape recording gives the forecast, which is changed three times 
daily in the 24 hours. Shown is Mrs. Regina Riding, in charge. 


Summer sideline is boats. This one if fiberglas, with extra 
broad beam and shallow draft, can hold a dozen persons, is 
unsinkable and almost ‘‘untipable’’. Not including an outboard 
motor, the boat sells for $595 with a 30% gross margin. The 
trailer to transport it costs another $159. On the first try 
which was last summer, 16 were sold and the regular salesmen 
got commissions. This year the company has introduced a depth 
recorder for commercial fishing boats at $129 and up. The 
painting shown here is an original oil, one of dozen in the 
showroom and office space. 
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Will You have the Energy? 


What should the Fueloil Distributor do to accommodate 


by Wilfred H. Hall* 


Edit. Note—This appraisal by Hall of 
future energy trends and how the pres 
ent fueloil man might turn them to 
his advantage will stimulate thought, 
and possible controversy. No one could 
fail to agree that home comfort of 
the future must include more than 
simply temperature maintenance. The 
successful fueloil organization will be 
alert to trends and where 
“roll with the punches”. You may dts 
agree u ith Hall for the long pull 


neceSSA) 


he makes you think. 


ILL YOU have the personal en 
Ws to market fuels of the 
furure; and will. you be selling the 
energy fuel utilized at that time? Al 
though such considerations may seem 
hypothetical at the moment, they may 
have more pertinence than meets the 
eye. Discussions here will be confined 
to energy for use in home heating 
and home power markets. Also, while 
the implications are pertinent to those 
in other segments of the petroleum 
business, the focal point here is the 
fueloil dealer. 

During the first fifty years of the 
petroleum business, oil was utilized 
primarily for lighting. Kerosene did 
the job. Soon after, city lighting was 
accomplished by use of gas, and in 
late years by electricity, which is gen- 
erated principally by coal. Thus, the 
energy sequence of lighting has been 
oil, gas, and now coal. 


Full Circle 

Heating needs fifty years ago were 
met through coal burning. Thirty years 
ago, fueloil started a long and pros- 
perous growth which has recently 
abated in favor of natural gas. In the 
last ten years natural gas has made 
considerable progress. At present, na- 
tionally it enjoys approximately 80° 
of growth business. Now gas is also 
feeling the challenge—electric heat is 
emerging. Last 


year electric home 


heating installations almost matched 


*Manager of Dealer Relations, Wyatt 
Inc., New Haven. Hall was formerly ex 
ecutive secretary of the Independent Oil 
Men’s Assn. of New England. 
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net new oilheating users. Here the se- 
quence may be coal, oil, and finally 
electricity (which is primarily made 
from coal ) 

Most of the foregoing is common 
knowledge, but it focuses our atten- 
tion upon the changing pattern in 
utilization of our energy sources and 
illustrates clearly that dynamic chang- 
es can occur during one’s lifetime. Evi- 
dence at hand suggests that changes 
of the future will be forcibly thrust 
upon the fueloil industry and that 
ultimate survival may depend upon 
its flexibility in meeting the challenge. 

It is necessary for the fueloil dealer 
to go through three distinct phases of 
thinking. He must appreciate that 

1. His role is presently supplying 

total climate service, not merely 

fuel. 

His eventual role will be that of 

supplying energy. 

He may be required to sell other 

types of fuel to fulfill heating, 

climate, and energy  require- 

ments 

Let us take these ideas one at a 
time 

In the first instance, the signposts 
are clear. The progressive fuel oil deal- 
er is being forced into air condition- 
ing, air purification, and humidifica- 


tion. Home builders will be sold on 


future comfort Trends? 


the necessity of supplying climate by 
efforts of GE, Westinghouse, Carrier, 
and other equipment manufacturers 
who seek markets for their equipment 
Look at the showroom of your local 
utiliry and you'll see air purification 
equipment being sold now! The day 
is near when all modern homes will 
have total climate control. You should 
start now to become educated in cli 
mate problems so that you can com 
pete effectively later when you are 
forced to participate in sales of such 
items. 

Next, in order to serve the require 
ments of Mrs. Homeowner of the fu 


be called upon to serv 


ture, you will 
ice her energy requirements, not mere 
ly the climate needs. Fantastic? Well, 
if you are now competing against an 
all-electric gold medallion home, you 
get the picture. If this is not enough, 
look to the gas industry, which is dil 
igently pursuing gas-turbine electric 
generators and furnaces which gener 
ate power enough through a thermo- 
electric generator to operate a furnace 


blower or water circulator. 
Single energy Source 

On June 6, Philip Sporn, president, 
American Electric Power Co., told the 
Edison Electric Institute members that 
the electric power industry should 
strive to establish electricity as “the 
He also told of 


gas activities that would “provide elec- 


single energy source. 


tricity right in the homes and fac 
tories by using a fuel cell powered 
by natural gas . . . at costs significant- 
ly less than current sources, [meaning] 
electric power companies.” 

C. S. Stackpole, managing director, 
AGA, told a Pittsburgh group on 
June 6 that the home of 1971 might 


derive its power, including electricity, 
from gas. 


Both industries aim at a home total- 
ly powered with their individual fuel 
Oil, not to be outdone, is at least 
talking about an oil-powered home, 
though the concept is less developed 
than in the gas and electric fields. The 
oil industry must in the long run meet 
this challenge if it is to share in 


August 








There 
will this climate equipment 


growth business. is no choice. 

How 
and other household appliances be 
supplied with energy? Probably it will 
Even Stackpole alluded 


to this in his foregoing statement. 


be electricity. 


Nothing is so easy to run as a wire, 
and like it or not, Mrs. Housewife has 
a built-in acceptance of the safety, 
cleanliness, and dependability of elec- 
trical energy. Please let me carefully 


clarify that this statement does not 
refer to which fuel does the best job, 
nor does it suggest that electricity is 
more dependable, or 


Rather, my opinion is that 


cleaner, safer 
than oil 
it will always be easier to string a 


kind of duct or 


is also my opinion that 


wire than run any 
pipe; and 
Mrs 


electricity over gas or fueloil that we 


Homeowner is so pre-sold on 


will not soon alter her attitude. 

In the near term, low cost oilburn- 
ers will help fight gas. Basic oil re- 
search being accomplished through 
programs of the American Petroleum 


Institute and others will have long- 
range benefits. Clearly, such activities 
However, will 


must be supported. 


these developments alter consumer 
attitudes? A recent Printers’ Ink ad 
stated, “There is nothing harder to 
stop than a trend.” Perhaps we ought 
to adopt the attitude, can't 
beat ‘em, 

The long-run question may be how 
made. What fuel 


will power the home of the future? 


“If you 
join ’em.” 


will electricity be 


Your immediate reaction may be to 
visualize the utility as holding all the 
cards if electric heating is the chosen 
heating medium. Today yes, tomorrow 
probably not! Much 


of total electric charges to the cus- 


less than 20% 


tomer are caused by fuel expense. The 
balance is in maintaining power lines, 
salaries, etc. 


right of way, If power 


is generated in the home, these ex- 
penses are not present. 

Assuming a fuel cell to be as effi- 
cient as a fossil-fuel powered utility 
steam 


generator (actually it is far 


more efficient) then the fuel to sup- 
ply the cell could be four times the 
cost of bituminous coal and the cost 
to the homeowner would still be the 
same. Since the fuel cell 


is highly 
efficient and in all likelihood will 
home- 


able to 


generating his 


burn conventional fuels, the 


owner of the future may 
costs by 


This, 


from the advantage the fuel cell has 


cut electric 


own power of course, is aside 
of being a source of energy entireiy 


free from outside interruption. It is 
interesting to note that some utilities 
are so afraid of the noiseless fuel cell 
that they are presently researching one 
themselves. Clearly, they recognize the 
challenge. 

For the moment, assume the new 
home of 1975 is electrically wired for 
everything (including sound) and the 
builder or homeowner is looking for 


supply to 


may consider: 


an energy generate elec- 
tricity. He 
1. A gas turbine generator utilizing 


(Please turn to page 106) 





Sohio guarantees heating oil Price 


will not rise during 1961-62 Season 








Mr. Robert Cray, Editor 
“Fuel Oil & Oil Heat" 
Heating Publishers, tf 

2 West 45th Street 


New York 34, New York L - 


SOHIO HOME OIL HEAT 


PRICE GUARANTEE 


FOR THE — HEATING SEASON 


This is a heating season price guarantee for Sohio Home Heat 


customers. 


(June 15, 1961). 


ae? 


Sohio hereby guarantees to you that throughout al! the next heat- 
ing season your price will net be increased above today's price 
If market conditions result in lower prices, your 
price per gallon will be reduced — but we pledge it will not exceed 
today’s current price. This guarantee covers the entire 1961-62 
heating season — from June 


THE STANDARD OIL COMPANY 


he Korn’ — 
June 15, 1961 Vice President, Marketing 


1, 1961 through May 31, 1962. 





season basis for several 


ers. Because fueloil price is strictly 
subject to supply and demand it has 


ALTHOUGH prices for home heating 
oil have been very stable on a full 
years, the 
fluctuating winter highs and sum- 
mer lows have been distressing to 
some consumers and to a lot of deal- 


seemed impossible to try and con- 
trol the ups and downs. But a single 
company can do it, and Standard Oil 
Co., Ohio, has taken that step. 

manager, So- 


Norman Streenstra, 


hio heat sales, writes, “Even though 


home heating oil prices drop each 
spring, remember 


most customers 





only the fall and winter increases, 


and consequently, develop the false 
impression that each year fueloil 
than the year be- 


This approach, 


prices are higher 


fore. we hope, will 
have some effect in conditioning the 
public mind that fueloil prices 


are not always on the increase.” 











How to figure Cooling 


T COMES AS NO REAL NEWS that 
ete is available a vast variety of 
residential heat gain procedures. These 
vary greatly in complexity and accuracy 
as to confuse both the industry and 
its Customers. 

For example, in one residence the 
heat gain was calculated as 32,000 
t1 000 
Buh using another and 20,000 Bruh 


Btuh using one procedures, 


using a third formula. 

This presented a problem to the 
Federal Housing Administration in 
If, 


by one procedure a cooling unit hav- 


its mortgage insurance business 
ing a 20,000 Bruh capacity was said 
to be satisfactory, could FHA rightly 
give added valuation to a 42,000 Bruh 
unit? Or, if a smaller unit will do the 
job, can FHA grant an added insurance 
commitment for a larger unit, one 
which presumably is larger than abso- 
lutely necessary? 

FHA's 
formation of the Industry Heat Gain 


Thus, at request came the 
Joint Study Group, charged with de- 
veloping a procedure for calculating 
residential heat gains, one which could 
be used with accuracy by the entire 
industry. 

The Study Group's first objective 
was to develop a design procedure 
which accurate. It realized 


was Was 


that this term had to be defined in 


a relative manner, for absolute ac- 
curacy in all climatic conditions, and 
with the many types of construction 
in use. Furthermore, the procedure 
had to be practical to use, and abso- 
lute accuracy would have been totally 


incompatible with — this 


Nevertheless, 


objective 


accuracy was the first 
consideration. 

The next step was to analyze avail- 
able data. First, of course, the mem- 
bers of the Study Group looked at 


the Heating, Ventilating and Air Con- 


*—Prepared by H. T. Gilkey, director 
of Technical Services, NWAHACA and 
released concurrently by the IBR, ARI 


and NWAHACA. This is a 


condensed version. 


slightl 


56 


{ll-industry Procedure 
for heat gain Calculation 


and equipment Selection* 


ditioning Guide to study again the 
procedure and data contained in it. 
It was obvious immediately that the 
procedure suggested 


was altogether 


too complicated for industry purposes. 
of 


properly interpreted, is excellent and 


Nevertheless, the Guide data, 


comprehensive. Hence, a great deal of 


effort was expended in analyzing, 


interpreting and modifying these data. 
The Study Group took an entirely 


different approach to interpretation 


and modification of the Guide data 


Members were extremely fortunate to 
have available measured temperatures 
flows from five research 


and heat 


residences 
The 


should be described very briefly, pri- 


various research residences 
marily to indicate the variety of in- 
formation which we had at our finger- 
tips. The first residence in which such 
studies were conducted in recent years 
Warm Air 
Residence No. 2 


built 


was Research 


Heating 
It was a single story 
residence over a basement. In 
it, studies have been conducted with 
the perimeter systems, high sidewall 
delivery systems, and ceiling delivery 
systems. Warm Air Heating Research 
Residence No. 


compact 


4 was a smaller, more 


home, and was not as 
thoroughly insulated as were the other 
residences. Studies with perimeter- 
loop and perimeter-radial systems were 
residence 


conducted in this 


More recently, studies have been 
conducted in Airconditioning Research 
No. 4. It is 
home, and different systems have been 
ot 
These include both perimeter 


Residence a split-level 


used in different levels the resi- 


dence 
and high sidewall delivery systems. 
In addition to these residences, data 
from the IBR re- 
The 
brick 


well insulated, and very well shaded 


was available two 


search homes first IBR research 


home was a veneer structure, 


by trees and surrounding buildings. 
The new hydronic research home is 


a split-level home, similar in many 
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Nearly two years ago the Fed- 
eral Housing Administration asked 
the three major associations serv- 
ing the central cooling and heat- 
ing industry to develop a proce- 
dure for calculating = gains 
that would eliminate the variances 
existing in the many available 
procedures. 

The Air-Conditioning and Re- 
frigeration Institute, The Institute 
of Boiler and Radiator Manufac- 
turers and the National Warm 
Air Heating and Air Conditioning 
Association in response to the 
request formed an Industry Heat 
Gain Joint Study Group to pre- 
pare such a procedure. 

Members of this Study Group 
are: 

Edward J. Brown, University of 
Illinois; 

Herbert T. Gilkey, National 
Warm Air Heating and Air Con- 
ditioning Association; 

Prof. Warren S. Harris, Univer- 
sity of Illinois; 

Herbert G. Hays, Armstrong 
Furnace Co.; 

G. R. Munger, Owens-Corning 
Fiberglass Corp.; 

Donald E. Perry, Carrier Corp.; 

W. J. Radle, Airtemp Div.; 

Frederick J. Reed, Air-Condi- 
tioning and Refrigeration Institute; 

William J. Ural, York Div.; 

John |. Woodworth, The Insti- 
tute of Boiler and Radiator Man- 
ufacturers. 

The procedure developed by 
this group now is undergoing study 
leading toward final approval by 
members of each association. 
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respects to Airconditioning Research 
No. 4. of 


IBR research homes, however, the air 


Residence In both these 
conditioning system consisted of a 
water chiller and fan coil unit in the 
individual rooms. 

Now 
available 


measured 


of information 


temperature 


for the 
The 


in the west wall of Warm 


type 
patterns 


Air Heating Research Residence No 
2 are shown in Fig. 1 

On a day in which the outdoor 
air temperature reached the maximum 
value of about 93°F, the temperature 
of 


wall got as high as 136° F. Obviously, 


on the exterior surface the west 
therefore, the sun had a great deal to 
do with the exterior surface temper- 
ature, for not only was it higher than 


the maximum air temperature, but the 
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Figure 1 


iximum surface temperature oc- 


rred later than the maximum air 
temperature. The maximum tempera- 
re on the room side of the insula- 
tion, 80°F, occurred approximately an 
hour and one-half later than did the 
maximum exterior surface tempera- 
ture. This time lag was due, of course, 
to heat storage within the insulation. 
[he temperature on the interior 
surface reached its maximum of 76 
legrees a few minutes later. So, here, 
we have the combined effects of sun 
and outdoor temperature on temper- 
atures within the wall, and we also 
have the fact that there are temper- 
variations throughout the entire 
This complicates the develop- 
ment of the calculation procedure. 
Fig. 2 shows a similar drawing for 
the roof-ceiling combination in Warm 
Air Heating Research Residence No. 
», On this same day, when the out- 
side temperature got as high as 96 F, 
the temperature on the south roof 
slope reached 162 degrees at noon 
The temperature of the air in the 
attic climbed to 128 degrees about 
an hour later, and the top surface 
of the insulation within the attic got 
ip to 112 degrees. Notice the tem- 
perature gradient through the 5 inches 


of attic maximum 


insulation—the 
temperature on the room side of the 
insulation was about 83 degrees, and 
it occurred two hours after the maxi- 
mum temperature on the attic side of 
the insulation. Because the interior 
finishing material was asbestos-cement 
panel, the interior surface temperature 
followed the insulation temperature 
very closely. 

In addition to measuring temper- 
atures, heat flow meters had also been 


Figure 2 


used in each of the residences. Thus, 
as shown in Fig. 3, the Group knew 
not only the magnitudes of the heat 
flow through each wall but how the 
heat flow varied during the day and 
when the maximum values occurred. 
The top curve gives the heat flow 
through the west wall. It reaches a 
value of about 3.9 Btuh per sq ft at 
6:00 P.M. This was two hours after 
the temperature of the exterior of the 
west wall had reached its maximum 
value. 

Even though attic air temperatures 
were higher than the wall tempera- 
tures, the heat flow through the ceil- 
2.1 


ing reached a maximum of only 
Btuh per sq ft and that value shortly 
after 4:00 P.M. If the south wall 
curve is smoothed out a bit, in order 
to eliminate the effects of short-term 
cloudiness, the maximum heat flow 
would have been about 1.7 Brtuh at 
3:00 P.M. 
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Figure 3 


Now, what was the effect of insu- 
lation on the heat flow? Warm Air 
Heating Research Residence No. 2 
had fully insulated walls, and a wood 
panel interior surface on the wall. In 
the Warm Air Heating Research Resi- 
dence No. 3, however, the interior 
finish was foil-backed gypsum board 
Fig. 4 shows the differences in heat 
flow for the two types of construction 
The wall which had but one reflective 
air space had a maximum heat flow of 
6.4 Btuh per sq ft at 2:00 in the after- 
noon, while the insulated wall had 
a maximum value, if the curve is 
smoothed out, of about 1.7 Btuh at 
3:00 in the afternoon 

For walls and ceilings the Guide 


contains a number of tables which 
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Figure 5 








show equivalent temperature differ- 
ences for various constructions. These 
are shown for each hour of the day 
and for walls facing in each of eight 
directions. The equivalent 
ture difference tries to take into ac- 


tempera- 


count the effect of both outside air 
temperature and sun on the heat flow 
through the wall and, when multiplied 
by the U value of the wall, is supposed 
to give the heat gain through the wall 

Fig. 5 shows the equivalent tem- 
perature differences for four differ- 
P.M. Note 
that this equivalent temperature dif- 


ent frame walls at 6:00 


ference is broken up into two com- 
ponents—that due to the difference 
in air temperature inside and outside 
the house, and that due to the sun, 
both as direct radiation and diffuse 
or sky radiation. At this time of the 
day, the equivalent temperature dif- 
ference across the west wall is, of 
course, the greatest, while those across 
the north wall and the east wall are 
by far the smallest of the four. Note 
also that it is the sun effect which 
causes these differences. 

The tables in the Guide show these 
temperatures for each hour of the day 
from about 5:00 in the morning until 
8:00 at night, and for each of eight 
directions. After studing these tables 


and comparing them with research 





information, it was decided to base 
the heat transfer multipliers on aver- 
age equivalent temperature differences 
which did not depend upon the direc- 
tion which the wall faced so that only 
one factor for each type of wall would 
have to be shown. This was done by 
averaging all equivalent temperature 
difference data for the 8-hour period 
11:00 A.M. and ending 
at 7:00 P.M. The equivalent temper- 


Starting at 


ature differences used in developing 
the procedure are shown in Table 1. 
To increase the precision of calcu- 
lation it was decided to divide the 
country into three temperature ranges, 
high, medium, and low, and to show 
factors for each. This does not com- 
plicate the calculation procedure, for 
in any one locality the user will find 
the factors in only one column. Only 
those concerned with calculations in 
different parts of the country will be 
concerned with the specific column 
to be used for a specific location. 
One 
table. For roofs and roof-ceiling com- 


dark 


A light color 


other thing appears in this 


binations, factors for both and 


light colors are shown. 


reflects a greater amount of solar 


energy and thus has a lower equivalent 
temperature on the surface than would 
1 dark color. This same phenomenon 


appears on walls, but the effect is 
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Vent 





Daily Range L 





Frame and Veneer-on 
Frame - Walls 
Masonry walls, 8-in. 
block or brick 
Roof-Ceiling 
Constructions - dark 
light 











Heat Transfer Multipliers fo1 
Frame and Veneer-on-Frame Walls 


fer Multiplhers for Ceiling 
ed Attic or Vented Flat Roof 
—— 


less pronounced. In order to keep the 
procedure practical, though, accurate, 
the color effect has been ignored on 
walls. 

In Tables 2 and 3 we see the heat 
transfer multipliers which have been 
calculated from the equivalent tem- 
The U 


shown in the right hand column, were 


perature differences. values, 
multiplied by the equivalent temper- 
ature differences from the preceding 
table to obtain these heat transfer 
multipliers. Additionally, some con- 
structions were combined to make the 
procedure as simple as possible. The 
final publication will include a table 
of the equivalent temperature differ- 
ences used, so that anyone wishing 
to calculate the heat gain for construc- 
tions not shown will have the basic 
information needed. 

Another component of load is in 
filtration or air leakage. Studies have 
shown that wind velocities 


are gen 


erally lower during the summer than 
during the winter, and, furthermore, 
only an extremely small amount of air 
leakage is brought about by the dif 
ferences of temperature between in 
side and outside air. Hence, infiltra- 
tion factors are much smaller for cool- 
ing than for heating, and the infil- 
tratiom heat gain is calculated on the 


basis of one-half air change per hour 


Table 3 
inde: 
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No Insulation 5.9/7.2 


Less than 1 in. insulation, or 
one reflective air space 


l-in. to 2-in. insulation, or 
two reflective air spaces 


More than 2-in. insulation, or 
three reflective air spaces 
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The Study Group had some prob- 
lems when it came to developing fac- 
tors for windows. The single-glazed 
windows were no real problem, for 
pretty good data appeared in the 


Guide, and _ this, 


together with the 


nformation from the research resi- 


dences, could be easily interpreted 
Table 4) The factors finally derived 
inshaded, single glass were based 
ipon 13-hour averages of Guide data. 
It was also necessary to show factors 
for windows facing in each direction, 
inasmuch as the solar gain through 
glass is a directional load to a much 
greater extent than are the wall gains. 
about the 


Study Group ran into this quandry, 


Fortunately, time the 


it received an offer of assistance from 
Mr Don Vild, 


ASHRAE research staff. He worked out 


formerly of the 


the factors shown in the accompany- 
ing Table 4 

Unfortunately, it was necessary to 
break the window load into two com- 
ponents—that due to transmitted and 
absorbed solar energy, and that due 
to the difference between the inside 


lesign temperature and the outside 


lesign temperature 

[he procedure must also include 
factors for occupancy and other inter- 
nal loads. An allowance of 300 Bruh 
kitchen allowance 


Adding 


gains—walls, 


per person and a 
f 1,200 Bruh are included 
together all of these 
ceiling, windows, infiltration, and in- 
total sensible heat 


ternal—gives the 


Table 4 


Heat Transfer Multipliers for Gl: 


gain. This, multiplied by 1.3 to bring 
in the latent heat, gives the total heat 


gain of the structure. 


The purpose of calculating the heat 
gain is to permit selection of equip- 
ment and design of the cooling sys- 
tem. Not everybody is in agreement 


as to what the 


cooling objectives 
should be. The members of the Study 
75°F 


should be the inside control temper- 


Group agree generally that 
ature. The procedure is designed so 
that this temperature would be main- 
tained at the thermostat on a design 
day. They did recognize, of course, that 
some temperature variations will occur 
in various portions of the house as 
the sun swings through the sky. 
There is one important factor upon 
which complete agreement cannot now 
be reached, however. This had to do 
with the question of how close to 75 
degrees the inside temperature should 
be held. The Study Group members 
felt that 3 degrees was a practical 
minimum. Some in the industry, how- 
ever, believed that this precision of 
control is not at all necessary. One 
group suggests that the thermostat 
should be set to maintain a minimum 
night-time temperature of around 72 
degrees during design weather, and 
that the temperature should be allow- 
ed to float up to about 78 degrees 
during the day. (See Table 5) 


The theory behind this is that as 


the house is cooled down, it is also 
dehumidified. The 
degrees is, in 


the opinion of this 


iss group, not objec- 
A) Transmitted and Absorbed Solar Energy 


tionable for night- 





| Regular Glass|Heat Absorbing 


time occupancy. 





Single 


Double 


Double Glass 





Awnings or Inside Shading 
N (or Shaded) 19 
NE and NW |} 51 
E and W 77 
SE and SW 36 
S | 6€ 





Draperies or Venetian Blinds 

N (or Shaded) . oe 
NE and NW | 28 
E and W 43 
SE and SW 36 
S 20 


During the day, even though the tem- 
perature does rise above 75 degrees, 
the cooling unit remains in operation 
constantly, and the humidity stays low, 
thus maintaining conditions within the 
limits 


comfort This approach has a 


commercial advantage—it results in 
the application of a much smaller 
piece of cooling equipment, one that 
would be undersized by other stand- 
ards. Furthermore, not all weather is 
design weather, and the smaller units 


more in mild 


operate frequently 
weather than would a larger one, thus 
providing better dehumidification 
The Joint Study Group did not 
believe it was in a position to recom- 
mend any one application condition 
upon the entire industry. Hence, 
(Table 3) included in the calculation 
procedure, will be a table which con- 
tains capacity multipliers for selection 
of air-cooled and evaporatively-cooled 
condensing units. The multiplier is 
based upon the outside design tem- 
perature, the daily range, and the 
desired indoor temperature swing. For 
example, at a 95 degree outside de- 
sign temperature, with a medium 
daily temperature range, and a 41% 
degree inside temperature swing, the 
multiplier is 0.86. The factor, 0.86, 
times the calculated heat gain of the 
structure, gives the minimum ARI 
standard rating capacity of the equip- 
ment which should be installed. 
This, then, is the heat gain calcu- 
lation procedure. It is simple, direct, 
and accurate. It is sufficiently straight- 
forward that members of the Study 
Group sincerely believe that thuse 
who use it will not get lost in the 
intricacies of the procedure or in the 


details of the various tables. 
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Capacity Multiplier for Equipment Selection 
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Eliminating 
summer 


Slow-Up 


Detroit City Ice & Fuel Co. 
blends ice and oil 
into year ‘round 


service business. 


AST MONTH, 41 new customers, 
answered Eugene K. Wellman, 


66 


manager of Detroit City Ice and Fuel 
Company, to the question, how do 
you tie the ice business into heating 
oil sales? “We average 700-800 new 
customers a year from our ice sales- 
men selling heating oil on a commis- 
sion basis. And it works both ways. 
Our heating oil salesmen get rewarded 
for ice business, too.” 

The story behind this fascinating 
success story started 65 years ago. But 
it wasn't until 1935 that Detroit City 
Co. added 


name. Starting small, they began to 


Ice “and Fuel” to their 
concentrate on heating oil sales after 
World War Il. Then, a mammoth sales 
drive brought them from a small deal- 
ership to 7,000,000 gallons in just one 
year. Today, 15,000,000 gallons is an 
average year's business with 17,000 
customers. 

In addition to ice and Sunoco heat- 
ing oil, the firm carries a complete line 
of Delco burners, parts and equip- 
ment, maintains a wholesale business 
in Kemtone Paints, and services 5,000 
coal customers, who consume from 
two to nine hundred tons each per 


year. 
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K PREPARED custs. 


Trucks do double duty. A quick body change in spring transforms an oil truck to an 
ice truck, keeping annual truck overhead costs low. 








“We're fighting hard against lower cost gas heat in our area, and thus far, we've 
been increasing our share of the market with good service, selling and advertising,” 
says George K. Wellman, Manager of Detroit City Ice & Fuel Co. 


Sixteen ice plants operate during 
of 


double as oil storage and distribution 


the summer rush and six them 
facilities. In addition to the plants, 
three hundred ice vending machines 
are owned and operated in strategic 
locations throughout metropolitan De- 
troit and its suburban areas. 


A typical ice-oil sales pitch is made 


to the June bride. When the order 
for the ice punch bowl for the shower, 
party, or reception is taken or 
delivered, the salesman asks, “Let us 
also be the first to serve you with 
heating oil.” Hundreds of other festive 
occasions during the year offer ample 
Opportunity to sell heating oil. 

Oil home 


customers, particularly 
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owners, are regularly solicited for ice 
business. Promotional mailings, en- 
velope enclosures and direct sales calls 
help build the ice business. Industrial 
and commercial oil accounts are also 
moted on the two product pitch. 
Restaurants, for example, get free 
Thanksgiving “ice turkeys” each year, 
as a result, often use other large 
inusual ice figures. The line of 
carvings regularly available include 
steamboats, swans, fish, dogs, church 
steeples and wedding bells. Special 
carvings are also made, most recent of 
which was a series of ice replicas of 
new GMC trucks. 
Ice carving was started only five 
years ago by the company, and has 
ped business and local prestige 
ZOOM 
Special free courses are given each 
spring both to high school students 
ind restaurant and catering employees. 
newly trained ice carvers, the 
good ones, that is, are kept on file 
for special or emergency work, while 
hers usually just become good cus- 
ers over the years 
Ice carving helps tn Detroit 
local image, for at large recep- 
ons with important personages, the 
ittractive ice figures are often used 
as backgrounds for photographs. The 
Detroit News even published a special 
togravure section on the work of 
firm last year, and pointed out 
Detroit, just five years ago, had 
2 professional ice carvers. Now 
vas over 200. 
Heating oil is a full price fuel 
the Detroit area, and selling is some- 
mes difficult,” reported Wellman. 
For example, we lost almost five 
sand customers in the past three 
ars because one of our new City 
eways ran right through a housing 
primarily heated with oil. Two 
«ks wide and miles long, the new 
reeway literally ran our heating oil 
customers out of town. But we're 


keeping our oil business moving along 


with good advertising, salesmanship 


ind service, and expanding into areas 
which are not hit so hard by competi- 
tive fuels, like Flint and Pontiac, 
Mich., neighboring towns within 25 
niles of the city.” 

The sales and service staff works 
all year around. The billing depart- 
ment is busy in all seasons either on 


bs a 
. ; ©. © Prien 


Direct mail letters, premiums for new customer contacts, seeds, and a hard hitting 

sales force help keep heating oil business going in a declining market area. Detroit 

City’s ice plants store a wide selection of punch bowls and popular carved ice figures 
to serve customer's party wants. 








ice, Oil, coal or other company prod- 
ucts. Drivers travel the same neighbor- 
hoods all year long, delivering ice in 
the summer, oil in the winter, and sell- 
ing and making friends in the com- 
munity at every opportunity. 

Even trucks get into the annual 
A quick 
body change transforms an oil truck 


operating efficiency drive. 


into an ice truck, and vice versa, as 
the season changes. In explaining these 
savings, Wellman stated that the “an- 
nual overhead for each truck is rough- 
ly $1,000 for insurance, maintenance, 
repairs and depreciation. This would 
be about one dollar an hour for the 
oil business alone. Adding another 
1,000 hours of ice service time cuts 
annual overhead on trucking to 50¢ 
an hour. Savings like that add up on 
the 300 trucks we operate.” 

Getting new customers in a de- 
clining market puts Detroit City to 
The 


Detroit Lions football games on tele- 


a real test. company sponsors 
vision, regularly advertises in news- 
papers and through direct mail, and 
offers their customers prizes for 
names of prospects. In addition, spe- 
cial sales efforts are made as frequently 
as possible in competition for existing 
oil business. The ice-oil sales tie-in 
provides an unusually attractive op- 
portunity for new business, too, for 
the newly marrieds must buy fuel if 
they are going into an oil heated home 

Detroit City Ice and Fuel Co. spends 
about $25 for 


they garner through their hard-hitting, 


each new customer 
novel promotional programs. Exam 
ples? “100 gallons of heating oil free 
if your tank runs dry” says one banner 
in their main office window. It helps 
keep the staff on its toes. No em- 
ployee likes to be the one to come up 
with an empty customer's tank. “Does 
Wellman 


“Only 17 empty tanks last year 


it work?” answered Mr. 
out of 17,000 accounts and ten times 
that number You bet it 
works.” 

Automatic delivery, budget plans 
tailored to the customers needs, and 


deliveries. 


insurance on oil bills are other services 
featured. 

Detroit City’s burner service works 
on a 24 hour basis, and the average 
customer contract totals abour $22.50 
a year for the 12% of total customers 
on contract. The customer can select 
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from seasonal cleaning and tune up 
to complete year round maintenance, 
including all parts and labor. Four 
heating engineers, located in different 
sections of the city provide fast serv- 
ice to customers in trouble, as well as 
sound technical sales help for large 
industrial and commercial prospects. 

Wellman summed up his company’s 
position by saying, “We're maintain- 
ing our position in Detroit though 
we are losing some ground. Fortunate- 
ly, it’s at a slower rate than our com- 
We believe success is 


petitors our 


due to the fact that we're fighting 
harder, giving better service, paying 
more attention to our appearance and 
investing more, about 20° more as 
a matter of fact, in our promotion 
and advertising. And we're always on 
the lookout for new, eye-catching and 
sales stimulating ideas.” 

A hearty chuckle answered the ques- 


“Do 
profitable?” Wellman went on, “You 


tion, you find both businesses 


could say that, and just between us, 
there might be just a little bit more 
on the ice side!” 
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veloped by Skuttle Mfg. Co., 
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water required per hour 


Special Note: Using 20 


outdoor temperature of 0 


perature is down to 20 
no fireplace 
12.000 * 1.5 
7,000 


Outdoor 
Design 
Conditions 35 40 45 50 
0° F. 2 7 3.75 
10° F. 2 
20° F. ] 


5 d 
5 75 
x 


Bs. | 


has one air change per hour. 


Additions: Add 2% 





, you may use (in most cases) 20 


70° Indoor Temperature 


Deductions: Homes with doukle glazed windows, deduct 


demand load. Homes that are insulated, deduct 10% 


special considerations must be given. 


Calculating humidity 
Requirements 


HE FOLLOWING is a simplified, workable method of calculating or 
determining the amount of water required per hour to humidify a home 
This rule applies to residential humidification only. The method was de- 
Milford, Mich. 


Determine cubic feet of heated area 
Select multiplier from chart and multiply cubic area by this figure. 


3. Divide answer by 7000 and this will be the basic demand in pounds of 


above normal heat design conditions is usually 


satisfactory. For instance, in areas where heating systems are designed for an 


at left of chart 


Example: Homeowner wants to maintain 359% relative humidity at 70 
indoor temperature. This humidity is to be maintained when outdoor tem- 


Home is 12,000 cubic feet; normal construction: 


2% pounds per hour 


How to Calculate humidity Requirements 
PERCENT OF HUMIDITY REQUIRED 


75° Indoor Temperature 

35 40 45 50 55 
3 3.8 4. 4.8 > F 
3. 
Zz. 


2 
5 J 4.5 
> 5 i 3.5 


This method of calculating applies to the average American home which 


15% from 


from demand load. 


for each 1% of glass area when total glass area 
exceeds 10°% of sidewalls. Add multiplier X CFM where fresh air is used in 
heating system. In homes where large or numerous fireplaces are used, 
additional moisture must be added to compensate for the air loss. 

These calculations have been used by Skuttle and have proven satisfactory 
where humidity levels must be guaranteed. In homes of radical design, 


It should be noted that if a humidification system is installed late in the 
heating season after the home is thoroughly dried out, it may require as much 
as three weeks to build up the relative humidity to a controllable level. 
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CAN A HOUSE HAVE 





‘Too much Insulation? 


Insulation has been the Cost Leveler for Electric Heat and works for Oilheating too 


by John W. Schulz 

ILHEATING MEN studying elec- 
ose heat for the first time are 
shocked at the high cost of the Bru's 
in electricity. The shock adds to their 
confidence in fueloil and oilheating. 

In many parts of the country where 
efforts are being made to have elec- 
tricity used for house heating, it 1s 
sold for such heating at 1.5¢ per kilo- 
watt-hour. That 1.5¢ may be a bar- 
gain rate for electricity used for house 
heating, as in the same areas the elec- 
tricity used for general household pur- 
poses (not house heating) may be 
sold at an average price of about 2.5 
per Kwhr. 

One Kwhr can provide 3,413 Btu's. 
Paying 1.5¢ per Kwhr thus obtains 
275 Btu's for each one cent spent 
on the electricity. If the electricity is 
ised at 100% efficiency, and it may 
be with certain heating equipment, 
then 2,275 useful Btu's are obtained 
for each one cent spent on the elec- 
tricity. 

If the electricity is used at 80° or 
90°% efficiency, and it may be, then 
1,820 or 2,048 Bru’s are ob- 


tained on a useful basis for each one 


either 


cent spent on the electricity 

A gallon of No. 2 fueloil contains 
138,500 Bru’s and may cost a home- 
owner 15¢. Suppose it is used at the 
admittedly low overall efficiency of 
72°%. Then the one gallon of oil pro- 
vides 100,000 useful Bru’s. 

Dividing the 100,000 by the 15¢ 
shows that on this basis a homeowner 
gets 6,667 useful Bru’s for each cent 
he spends on the fueloil. 

By comparison with those 6,667 use- 
ful Bru’'s, electricity at the low 1.5¢ 
rate provides 2,275 or 2,048 or 1,820 
useful Bru’s for each one cent spent 
on it. 

Under these conditions, which must 
be faced as realistic by many people 
considering heating by oil or elec- 
tricity, the useful Btu's from elec- 
tricity used at 100% efficiency cost 
about three times as much as the use- 
ful Bru’s obtained from 15¢ fueloil 


used at 72% efficiency. If the 1.5¢ 
electricity is used at 80% or 90% 
efficiency, then 15¢ fueloil used at 
72% efficiency provides 3.7 or 3.2 
(respectively) times more useful Bru 
than electricity .. for one cent or 
an equal amount spent on either. 
The electric heat men are trying to 
equalize yearly electric heating costs 
and yearly oilheating costs, as best 
they can, by recommending vast 


amounts of thermal insulation for 
electric-heat homes 
double glazing, 


weatherstripping throughout. 


along with 
storm doors, and 

According to many authorities on 
thermal insulation and house design 
and construction, minimum insulation 
for oilheated houses is 114” of in- 
sulating blanket or bat above the “cold 
ceilings” in the parts of this coun- 


try where winters are moderate to 
severe 

Going much further, the electric 
heat industry has standardized on rec- 
ommending what it terms 6-4-2 insu- 
lation. That stands for 6” of insulation 
over cold ceilings, a full fill of insula- 
tion for the two-by-fours of outside 


walls (nominally 4” of insulation, but 


actually 35%”), and for slab houses 
a 2” thickness of insulation installed 
around the slab in an effective, pre- 
scribed manner 

A house with the minimum insu- 
lation suitable for oil heat (the 11%” 
insulation over cold ceilings just men- 
tioned) may have a heat loss of 100,- 
000 Btu per hour, in round numbers 

Its heat loss will drop to about one- 
third of this, or to about 33,000 Bru 
per hour . . . if electric heat men give 
this house their full “6-4-2” treatment, 
and in addition apply double glazing 
to all 


windows, doors, and 


weatherstripping throughout. 


storm 


The electric heat men are following 
a standard practice of comparing year- 
ly heating costs of uninsulated (or 
slightly insulated) houses heated by 
oil... with the yearly heating costs of 
houses insulated terrifically well and 
heated by electricity. 


That is, with a house of a given 
design to be heated by oil, these elec- 
tric heat men will estimate its heat 
loss as 100,000 Bru per hour—and on 
that basis will estimate its yearly heat- 
ing cost. 

With the same house to be heated 
by electricity and therefore more heav- 
ily insulated, these electric heat men 
will estimate its heat loss to be 33,000 
Bru per hour—and on that basis will 
estimate its yearly heating cost. 

Angered by this practice, which 
they declare is entirely unrealistic and 
unfair, some oil heat men have de- 
clared it is like comparing the cost 
of a dozen stinkweeds with the cost 
of a dozen roses. To be fair, says these 
men, you compare things which are 
similar . . . not two things intentionally 
made exceedingly different. 

The oilheating men who take this 
attitude recommend figuring the heat 
loss of the house slightly insulated, 
then figuring the yearly heating cost 
of this house using oil heat . . . then 
figuring the yearly heating cost of the 
identical house, still only slightly in- 
sulated, using electric heat. 

That is, with the slightly insulated 
house having a heat loss figure of 
100,000 Btu, for example, you should 
use this 100,000 figure to figure year- 
ly oil heat costs then should use 
the same 100,000 figure to figure 
yearly electric heat costs. 

Then, say these oil heat men, you 
may consider the house additionally 
insulated and otherwise improved in 
a way that reduces its Bru heat loss 
figure to 33,000 Bru. You may do this 
fairly, say these oil heat men, only if 
then you use the 33,000 heat loss 
figure to estimate the yearly electric 
heating cost and the yearly oil- 
heating cost 

TABLES 1 through 6 have to do 
with these matters, for they evaluate 
the heat losses of 12 houses of identi- 
cal construction not insulated at 
all, then in three stages insulated more 
and more until the insulation comes 
up to the recommendations of electric 
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TABLE | 
Heat Losses of Uninsula 


rp 
rp 


180 x 1.13 

10 x .65 
1,180 x .25 rp 
1,200 x .35 rb 
1,200 x .30 x TD x 40% 
12,000 x OI8 x TDx 15 


Windows 
Doors 
Outside Walls 
Cold Ceilings 
Floors 

Air Change 


x 
Xx 
x 
xX 


Totals 


TABLE 3 
Heat Losses of Houses Uninsulated (as in 
except that 4” of blown insulation has 
stalled above the "cold ceilings” 
HOUSI 

\ 
Ten 
Dif fe 


B 
pere 
rervice 


si bU 


Original Total Heat Loss 
from Table | 
Btu Reduction of Cold Ceiling 
Heat resulting from 4 
ceiling insulation 


112,992 


Loss 


dH SSO 


Reduced Heat Loss, 


with 4” ceiling insulation 76,112 


HOUS! 


ted Houses 
HOUSE HOUSI HOUSI 
\ B ( 
Temperature Difference (TD) 
60 50 
212 12,204 10,170 
O80 1.560 1.300 
600 17,700 14,750 
600 5 200 21,000 
520 8,640 7.200 
5,920 19,440 16,20 


80 
=o 

i¢ 
) 
> 
} 


»Q 
> 


9 
— 


TABLE 


installed above the "cold ceilings” 


HOUSE 


A 


HOUSE 
B 
Temperature 


80 60 


Original Total Heat Loss 


from Table 1 112,992 84,744 


Btu Reduction of Cold Ceiling 


2,Jve 84,744 70,620 


Table 1) 


been in- 


Heat Losses of Houses Fully Insulated in the 
makes them suitable to be heated 


HOUSI 
( 


(TD) 


Windows 
Doors 

Outside Walls 
Cold Ceilings 
Floors 

Air Change 


18 
1 


1,18 


1.200 x .07 
12,000 x 


1,200 x 


with 142” 


Ox 
Ox 
Ox 


x ts 


01I8x TDx 


61x TD 
35x 
O07 x 
05x TD 


Heat Loss resulting from 1!2” 


ceiling insulation 19,200 14,400 l 


Reduced Heat Loss, 


ceiling insulation 93,792 70,344 


TABLE 4 


accepted manner 
electrically 
HOUSE HOUSE 
\ B 
Temperature Difference 
80 60 
8,784 6,588 
1,120 840 
6,608 1.956 
4,800 3,600 
2.688 2 O16 
8,640 6,480 


( 


rp 
rp 


x 40% 
5 
Totals 


$2,640 24,480 


Heat Losses of Houses Uninsulated (as in Table 1) 
except that |!/,” blanket or bat insulation has been 


HOUSE 


( 


Difference (TD) 


0,620 


2,000 


58,620 


that 


HOUSI 


( 
TD) 
50 
5.490 
700 
4,130 
5.000 
1.680 
5,400 


20,400 





heat men... with the 12 houses lo- 


cated in various heating seasons; mild, 
fairly severe, and extremely cold. 
These TABLES give yearly heating 
costs, and 20-yearly total heating and 
1S¢ fueloil 


insulation expenses, for 


used at 72% efficiency, and for elec- 
tricity priced at .75¢, at 1.25¢, and at 
LOO‘ effi- 


ciency possible with electric heat 


1.75¢, and used at the 


Because money which is invested 


and draws interest grows considerably 
in 20 years, TABLES and 8 
needed. TABLE 7 


to 


are 
shows that $100 in- 
6% 


pounded annually, becomes 


vested draw interest, com- 
$320.25 
in 20 years. 

On the basis of TABLES 
$500 


insulation should save $1,601 


and 5, 


invested in additional thermal 
worth 
of fuel in 20 years. If it saves much 
less, its owner would have done better 
to invest it on the basis of TABLI 
Why figure interest as high as 6%? 
Owners of new homes would in many 


bor- 


rowing money at a rate as low as 6‘ 


instances be enthusiastic about 
as many of them are buying auto- 
mobiles, home improvements, major 
appliances, etc. through the use of 
include 


time-payment which 


service charges or interest amounting 


plans 


to far more than 6% . amounting 
in many instances to about 12%. 


All of the tables of this article are 
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To 


similar tables, an oilheating dealer or 


samples anyway form his own 
salesman must make up his own fig- 
of 


electricity, installed insulation, etc. In 


ures based on local costs fueloil, 


preparing his version of TABLES 7 and 
8, he can assume any rate of interest 
he considers suitable for homeowners; 
he may prefer to compound this quar- 
terly instead of annually. 

In drawing up his own figures to 
match local costs, a dealer can have 
the figures accurate to any degree he 
selects. The figures in this article are 
inh 


many instances accurate only to 


the degree that use of a slide rule 


permits. 
TABLES | 


located where winters are so severely 


In to 6, each House A is 


cold that heating season degree-days 
total 7,000, and the design tempera- 
ture-difference for heating systems is 
80°F 

Each House B is located where win- 
ters are only moderately cold, with 
5,000 degree-days to the normal heat- 
ing season, and with heating systems 
planned for 60°F. temperature diff- 
erence. 


Each House ¢ 
only 3,000 degree-days, and 50°F. 


is in a mild climate 


temperature difference as the design 


basis for heating. 


The air change or infiltration loss 
7 


included in the totals of TABLES 1, 


and 3 is based on one and one-half 
changes of air in the rooms per hour, 
l 


For TABLE 4, only one-half an air 


as is indicated in TABLE 


change per hour is figured, because 
of the vast amount of insulation for 
. and be- 
cause all windows are double glazed, 


ceilings, floors, and walls . . 


outside doors have storm doors, and 
weatherstripping is used throughout 
the houses. 

The of TABLE | 


thermal insulation, no double glazing, 


houses have n 
no storm doors, and no insulation 
The houses of TABLE | are identical 
to those of TABLE 
TABLE 2 


) 


except that in 
114” blanket or bat insula- 
tion is above the ceilings. Many au- 
thorities declare this is minimum in 
sulation for houses in moderately cold 
and severely cold climates, heated by 
oil. 


1” of blown 
j 


i 


TABLE 3 houses have 
insulation above their ceilings, insteac 
114” of TABLE The extra 
insulation does much, but costs little 


) 


of the 


more, as shown in the insulation cost 
figures of TABLES 5 and 6. 

TABLE 4 houses are insulated in the 
6-4-2 men. 
They have double glazed windows, 
storm 


fashion of electric heat 


doors, and _ weatherstripping 


throughout whereas the houses 
in TABLES 1, 2, and 3 do not. In addi- 


tion they have 3” of insulation below 
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Btu Therms 
Heat Needed 
Yearly 


House Db Loss 


Table | 
No 

Insulation 
4 — 7,000 DD 
B — 5,000 DD 
( $,000 DD 

lable 2 
12” Ceiling 
Insulation 
4 — 7,000 DD 
B— 5,000 DD 
( 3.000 DD 

Table 3 

t” Ceiling 
Insulation 
4 — 7,000 DD 
B— 5,000 DD 
( 3,000 DD 

lable 4 
Complete 
Insulation 
7,000 DD 
5,000 DD 
3,000 DD 


112,992 
84,744 
70,620 


93,792 
70,344 
58,620 


76,112 
64.584 
53,820 


10 \ 
1] B 
12 ( 


32 640 513 
24,480 367 
20,400 220 


TABLE 5 
Thousands 
Kwhr YEARLY EvLectric Cost 
Needed Te 125¢ 1.75¢ tion 
Yearly Kwhr Kwhr Kwhi Cost 


$914 None 
651 None 
$92 None 


$760 
541 
324 


150 $918 
108 ad | 189 918 
64 18 112 918 


* Figured at $5 per 1,000 Btu heating-equipment capacity 


** Includes cost of electricity used during 20 heating seasons 


insulation costs 


plus original he 


Insula- 
Equipment 75¢ 1.25 1.75¢ 


‘ating equipment cost 


Heating 20-YEAR HEATING Cost 


Cost* Kwhir Kwhr Kwhr 


$7 O86 $15,766 
5 O86 11,266 
5,171 6,871 


< 9 9909 $12,792 
7.557 10,397 
1,662 6,362 


S168 $3,346 $ 6,346 
1238 2,661 87 4,821 
102 1.980 2 62 3.260 


original 








Table 5——This table is an example of one way in which diff- 
erent degrees of insulating a house can be considered with not 
. . taking into account two factors of prime im- 
These factors are the climate during the heating 
season (mildness or severity of the winter), and the relative 
cost of the KWHR used to heat the house. To obtain ‘‘Yearly 
Electric Cost’’ figures for the 1.5¢ KWHR rate which applies 


insulating it . 
portance. 


their floors, which are above unheated 
crawl spaces. 

The 12 houses (they are listed in 
rABLES 5 and G) are identical in di- 
mensions. Each is 30 ft. x 40 ft., one 
story with 10 ft. ceiling height 
giving the figures in the tables of 
1,200 sq. ft. of ceiling and floor, and 
12,000 cu. ft. of volume. 

[The outside door area of each house 


is 40 sq. ft.; window area is 180 sq. ft.; 


and net outside wall area is 1,180 sq. 


tr 


ft., as the tables show. 

[ABLES | and 4 show that the tem- 
perature difference for the floor area 
over the unheated crawl space is re- 
duced from the usual (for the walls 
and ceilings, for example) to 40% 
of this. In the case of the 80°F. tem- 
perature-difference houses, for exam- 
ple, the temperature in the crawl space 
is expected to be 32°F. less than 70°F. 
room temperature or 38°F. ... ona 
day when the outside temperature is 
minus 10°F. (design basis). 

The figures for “Therms Needed 
Yearly” in TABLE 5 were computed 
by multiplying together three num- 
bers: a) the Bru heat loss figure for 


the house, b) the degree-day heating- 
season number applicable to the house, 
and c) a factor of 18, assumed . . 
and then dividing by the design tem- 
perature difference figure of the par- 
ticular house, which is 80°F., 60°F., 
and 50°F. for houses A, B, and C. 
The resultant number representing 
Btu's needed yearly to heat a house 
was then divided in effect by 100,000 
to put it in terms of the “Therms 
Needed Yearly” column in TABLE 5 
The figures for thousands of kilo- 
watt-hours needed 


yearly were ob- 


tained by 3,413 into the 


“Therms Needed Yearly” figures, as 


dividing 


at 100° efficiency one Kwh provides 
3.413 Bru. 
Thus, 100% 


in this case. Each room is heated by 


efficiency is assumed 


electric equipment located within the 
room, losing no heat whatsoever to 
outdoors and hence 100% efficient, 
and controlled by one or more room 
thermostats located within the par- 
ticular room. 

Yearly electric cost figures come 
next (for 1.5¢ electricity, double the 


.75¢ Kwhr numbers) and are real 


in some areas, double the figures under the .75¢ KWHR head- 
ing. Many engineers and contractors will have to use “‘Insula- 
tion Cost’’ and ‘“‘Heating Equipment Cost”’ figuring greatly diff- 
erent than was used in the preparation of this table, as these 
costs differ greatly in different parts of the country. This chart 
is an example; its figures are not to be regarded as accurate 
for particular areas, or generally nationally. 


eye-openers for oilheating men! With 
electricity at 1.25¢, a rate lower than 
applies to many homeowners being 
offered electric heat, House A—7,000 
DD, of line 1, would cost $653 a year 
to heat electrically! 

Switch to line 1 of TABLE 6 and 
learn that to heat the same house in 
the same climate by oil would cost 
only $320. That's based on overall 
efficiency for the oil heat system of 
only 72%. It’s based on the house in 
TABLE 6 needing 20 more therms per 
year than the house in TABLE 5, a 
great penalty to oil. The penalty 1s 
hinged to: a) Oilheating lacks the 
advantage of individual control of the 
heat in each room; b) With an oil 
furnace or boiler heating a house of 
this design, a utility room may be 
used, and the oil boiler or oil furnace 
necessarily would give a bit of heat 
to this room; and c) Distribution 
warm-air ducts or hot-water pipes of 
an oil system may give off a bit of 
heat that does not find its way into 
the rooms of the house. 

For those “Therms 
Needed Yearly” figures in TABLE 6 


reasons, the 
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ase 2006 hi > 25 
are 20% higher than the correspond vanz 6 


ing figures in TABLE 5 . which is re 
a concession to electric heat men that Btu. Therms Oil Yearly Insula- Oil Heat 20 
: a om , House DD Heat Needed Needed Oil Cost tion Equip Year 
does not have to be made necessarily Loss Yearly Yearly @15¢ Cost  Cost® Cost®* 
Table | 
No 
Insulation 
4 — 7,000 DD 
B—5,000 DD 
To reach many conclusions about ( Racing DD 
able 2 
1'2” Ceiling 
the “Yearly Electric Cost’ figures of = 
é a oot 7,000 DD 
TABLE 5 with the “Yearly Oil Cost (@ . B —5.000 DD 
15¢” figures of TABLE 6. These figures ( ne DD 
° = abie 3 
speak for themselves! Find out what ‘” Ceiling 


in every instance of comparing electric 

heat for a given house with oil heat 

112,992 $320 None 000 $8,000 
84,744 ; 229 None 000 6,180 
70,620 137 None 000 4,340 


Use local Prices 


electric heat versus oilheating, study 


93,792 ‘ ) O00 $7,016 
70,344 000 5,496 
58.620 000 3.976 


Insulation 
7.000 DD 
5.000 DD 
3.000 DD 
lable 4 
Complete Insulation 
in your locality actually 10 \ 7,000 DD $2640 616 616 2 000 $45 
a ’ 7 11 B »000 DD 24 480 140 140) 8 000 3, 
Kwhr. 19 ( 3000 DD 20.400 ~—- 264 264 000 3 318 
* This is a round-number allowance, which should be changed so that it 
é ; applies accurately to each particular instance, to cover the cost of the oil 
oilheating or gas heat for each of the heat system, the oil storage tank, the chimney needed for oil heat 


electricity would have to be priced at - 

76,112 : 1,436 . 3° O00 
64,584 ‘ 1,163 > 000 
53,820 7 697 3: 000 


in your locality . . . to compete fairly 
with oil heat on a yearly heating cost 
basis. Find out what the electricity 


costs per 


’ 
22 
»? 


Compare, anticipating using either 


) 


listed houses, Numbers | to 12, the and part of the cost of a utility room 


** Included for each of the 20 years is a yearly expense of $20 for heating 
equipment service including parts and labor) and $10 yearly for the 
electricity used by the oil heat system. Included also, of course, is twenty 
times the vearly oil cost. Included, as in Table 5, are the cost of the 
insulation, and the yearly heating expense (oil cost) for 20 years 


yearly heating cost saving with the 
“Insulation Cost” figures . . . for houses 


uninsulated, and insulated in each of 











the three ways the tables cover. 
. . . Table 6—As is Table 5, this table is an example of one way in which heating-insulation 
The insulation costs in your locality oe saa 
} ) problems can be considered. 
may be different, probably are. How- 
ever the insulation costs in TABLES — 
8 little natural air change or natural Cost of electricity for heating; Cost 
5 and 6 were computed with these :, ' . 
ventilation, and in many instances its of each kind of thermal insulation 


figures: 


8¢ per sq. ft. for ceiling insulation 
of 11%” blanket or bat (TABLE 2) 

ll¢ per sq. ft. for insulation 4” 
thick blown over ceilings (TABLE 3). 

15¢ per sq. ft. for 6” insulation 
blown over ceilings (TABLE 4) 

Full-fill of 356” of outside wall in- 
sulation is figured at 11¢ per sq. fe. 
(TABLE 4). 

Floor insulation 3” 
at 13¢ per sq. ft. (TABLE 4) 

The sum-total cost of double-glazed 


thick is figured 


windows, storm doors, and weather- 
stripping (TABLE 4) for one of these 
houses, with 40 sq. ft. of outside doors 
and 180 sq. ft. of windows, was taken 
as $440. 

A detailed study of TABLES 5 and 6 
leads to a few, overall conclusions . . . 
such as: 

The Btu's obtainable in electricity 
are sO expensive as to make large 
amounts of thermal insulation neces- 
sary, along with double-glazed win- 
dows, storm doors, and weatherstrip- 
ping throughout. 

The house which has been made 
suitable for electric heating has very 
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owner cannot afford to keep windows 
even slightly open in winter. 

Oil heat provides such inexpensive 
Btu’s as to jibe with far less thermal 
insulation than must be used with 
electric heat 

The tables that accompany this arti- 
cle are examples only. An oilheating 
enthusiast who aims to use similar 
tables to sell against electric heat must 
draw up his own to give accurate 
representation of the local costs of 
all the items which must be priced. 


These items include: Cost of fueloil: 


TABLE 7 
Yearly increase, for 20 years, of 
$100 capital at 6°, interest 


compounded annually 

Start with $100.00 

| Year—S106.00 ll Year—S189.55 
2 Year—3S112.36 12 Year—$200.92 
} Year—$119.00 13 Ye 
t Year—S8126.14 14 Year—S8225.76 
> Year—S133.71 15 Year—$239.31 
6 Year—$141.73 16 Year—S$253.67 
7 Year—$150.23 17 Year—$268.89 
8 Year—$159.24 18 Year—$285.02 
9 Year—3168.79 19 Year—$302.12 
10 Year—$178.82 20 Year—$320.25 


$212.98 


which might be used; Cost of storm 
doors, or double glazing for windows, 
and of weatherstripping; Cost of oil 
heating equipment, and of related 
chimney, oil storage tank, utility room 
if one is needed, etc.; Cost on a 
yearly basis of service parts and labor 
needed for an electric heating system 
. and for an oilheating system. 
Men who want to buckle down to 
this can prove an excellent case for 
oil heat . . . on an economic basis 
versus electric heat. The figures in 
TABLES 5 and 6 prove that. 


TABLE 8 


Increase in capital in 20 years... 
at 6°, interest compounded annually 


$100 becomes $320.25 
$200 becomes $640.50 
$300 becomes $960.75 
$400 becomes $1,281.00 
$500 becomes $1,601.25 
$600 becomes $1,921.50 
$700 becomes $2,241.75 
$800 becomes $2,562.00 
$900 becomes $2,882.00 
$1,000 becomes $3,202.50 


This is the basis for Table 8, and shows roughly (according to an engineer using a slide 
rule, not a banker figuring accurately each year to pennies) how $100 grows in 20 
years with 6% interest compounded annually. Instead of figuring this way, you may 


want to figure interest at 4%, 412%, or 5% 


compounded quarterly perhaps. 
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170 Tradeline Controls 
by Honeywell 

can replace 
18,000 present Units 


INNEAPOLIS-HONEYWELL has a 
sweeping new marketing pro- 
gram to solve a major industry prob- 
lem—the problem which wholesalers 
and equipment dealers face in finding 
pre per 


replacements for the many 


thousands of different, residential, 
heating and cooling controls now in 
use 

K. L. Wilson, Honeywell vice-pres 
ident, declares this problem “has been 
getting more involved and difficult 
to cope with each year.’ 

Honeywell's solution is a new line 
of 0 specialized controls which, the 
company says, will replace more than 
18,000 different, resi- 
being sold by 


Honeywell and the other control man- 


95 of the 


dential controls now 


racturers 

For example, the new replacements 

called Tradeline controls — include 
just four thermostats that can replace 
133 Honeywell thermostats now in 
production for use in homes, plus 
hundreds of competitive models and 
scores of discontinued models still in 

One Tradeline model RA817 Pro 
tectorelay can be used to replace any 
of the 49 models of domestic Pro- 
tectorelays now in production, and 
any of dozens of models of competi- 
tive stack controls. 

According to Walter J. Baak, whole- 
sale manager of Honeywell's Residen- 
tial Division, the new Tradeline re- 
placement controls will reduce by as 
much as 80°% the model numbers of 
all makes of controls which control 
wholesalers need stock to handle their 
dealers’ replacement business. 

K. L. Wilson points out that home- 
owners will benefit through Honey- 
well’s new Tradeline program through 
getting better service at lower costs. 

The new replacement service works 
like this. Honeywell will supply whole- 
salers and retail equipment dealers 
with a large Cross-Reference Guide 


for wall mounting . . . also with a 
pocketsize guide containing the same 
information. When a replacement con- 
trol is needed, either guide will show, 
quickly and easily, the proper Trade- 


line control to be used 


Entirely new packaging is featured 
for the new Tradeline controls 
through the use of self-mailing all- 
plastic foam boxes both attractive and 
functional. To fill an order by maii, 
a wholesaler just selects the proper 
control, addresses and pastes on a 
special label, and drops the sturdy 
plastic-foam box in the mail. No ad 
ditional wrapping is needed 

A decision reached about a year 
ago started the Honeywell replacement 
program. Wilson says, “Then we dedi- 
cated ourselves to do something about 
the multiplicity of control models that 
was contributing to uncertainties, de- 
lays, and confusion among wholesalers 


and equipment dealers.” 


Engineering, production, and _ sales 


people were assigned fulltime to the 


HONEYWELL 


Pn 


job. After exhaustive studies, came 
the work of designing the condensed 
line of replacement controls 

K. L. Wilson cites technical prog 
ress over the years as one factor con 
tributing to the multiplicity of con 
trols. This progress has come, he says 
through engineering break-throughs, 
continuous efforts to reduce costs, and 
design improvement and simplifica- 
tion. 

‘For example,’ he says, “fan and 
limit controls for furnaces have had 
eight redesigns in the past 20 years; 
and the record is similar for Aquastats 
for boilers 

‘Basic models thus went through 


Added to 


these have been any number of varia- 


an evolutionary process 
tions for equipment manufacturers 


special features added, or standard 
features omitted 

Wilson says it is to “the industry's 
credit that replacement problems have 
not gotten out of hand at the con- 
sumer level, as has occurred in the 
white-goods market, where consumer 
dissatisfaction with the quality of 
available service seems to be at an 
all-time high 

“Possibly,” he concludes, “the heat 
ing and cooling industry is fortunate 
that the controls it uses must perform 
around the clock, and people just 
cannot wait longer than a few hours 


for service.” 


K. L. Wilson (left) and Walter J]. Baak shown in New York as they presented the 


new Tradeline story. 








Distribution of heating Equipment distribution and fuel types for boilers, 


furnaces and other heating facilities. 


is su rveyed by Commerce Dept. This work was done under the super- 


vision of Charles P. Redick, director 


of that division. 
e I SHE BUILDING Materials Div. in merce has released the results of a The study started with the mailing 
the U. S. Department of Com quite useful survey showing the area of questionnaires to 7,764 heating 





TABLE | 
Number of Heating Units Installed in 1959 and Percentage 
Distribution by Type, Size, and Census Geographic Divisions 


Total number 
of units Divi Divi Divi Divi- Divi- Divi- Divi- Divi- Divi 

Type and size of equipment installed sit 
ill divisions I ? 3 4 8 9 


yn sion sion sion ston sion sion sion ston 


Cast iron boilers: 
0 to 200,000 Btu/h 24,329 7 34.7% 28.7 % 6.4% % 8% % , % 1.9% 
Over 200,000 Btu/h 6,159 5 28.0 } 5.8 ; 2.6 5.8 6.1 


Total 30,488 


Steel heating boilers: 
0 to 200,000 Btu/h 10,178 
200 to 500,000 Bru/h 2 325 
Over 500,0000 Btu/h 3,368 


Total 15,871 


Central warm air furnaces 
0 to 150,000 Btu/h 265,559 
Over 150,000 Btu/h 19,092 


Total 984,651 


Floor furnaces: 
0 to 75,000 Btu/h 10,069 
Over 75,000 Btu/h 9 166 


Total 12,235 


Wall furnaces: 
0 to 75,000 Btu/h 15,163 
Over 75,000 Btu/h 1,269 


Total 16,432 
Electric heating systems 3,003 


TABLE 2 
Percentage Distribution of Heating Equipment Installations in 1959 
in New and Existing Structures, by Type of Equipment and Size and 
Type of Structure 


UNITED STATES 


NEW CONSTRUCTION REPLACEMENT AND/OR MODERNIZATION 
Commercia Commercial 
Type and size of equipme 2 nale ilt and ub Single Multi- and Sub 
? industrial total family family industrial total 
Cast iron boilers 
0 to 200,000Btu } 4% 18 “ 9° 9 59% 
Over 200,000 Btu ) 2 32 13 18 19 50 
Steel heating boilers: 
0 to 200,000 Btu 4 Fi ‘ 39 . ‘ 17 
200 to 500,000 Bru ‘ 
Over 500,000 Btu 76 , 8 24 


Central warm air furnaces: 
0 to 150,000 Btu ) ; 4 31 
Over 150,000 Bru : 1 7 j 8 


Floor furnaces: 
0 to 75,000 Btu 
Over 75,000 Btu 
Wall furnaces: 
0 to 75,000 Btu 
Over 75,000 Btu 
Electric heating systems 


*Less than one-percent. 
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contractors, 5,694 plumbers and 2,800 total coverage of the industry by any tally and also the percentage distribu- 
fueloil distributors, a total of 16,258 means but it does believe that the tion by Census regions, as located on 
pieces mailed. Reports received num- pattern shown of the relative impor- the map. All told, the group installed 
bered 9,456 but of these only 6,805 tance of types and fuels would be 392,680 jobs. Boilers were concen- 


were usable because the others had reasonably representative of the in- trated in the East, warm air in the 


| 


ade no heating installations during dustry. For this reason, results are Midwest. The report cautions the 

year being studied, which was given in percentages rather than in reader to not consider the electric 
1959 numbers of pieces. heating data as significant, since these 
Che Department does not present As an indication of the numbers were installed by plumbing and heat- 


tindings of the study as being the involved however, TABLE 1 shows the ing contractors while most electric 





TABLE 4 
Percentage Distribution of Heating Installation in 1959 by Type and 
Size of Equipment and Type of Fuel 


TYPE OF FUFI 
Other Other Other 
and size of equipment Gas Oil fuels Gas Oil fuels Gas Ol fuels 


Division 1—New England Division 2—Middle Atlantic Division 3—East North Central 
ast iron boilers 
0 to 200,000 Btu/h ¢ 85% ° 50 1R% R0 18 


Over 200,000 Btu/h : 65 l 17 51 , 81 16 


Steel heating boilers 
0 to 200,000 Btu/h 90 ; AG 49 
200 to 500,000 Btu/h $ 93 g Q 
Over 500,000 Btu/h 98 


Central warm air furnaces 
0 to 150,000 Btu/h 65 
Over 150,000 Btu/h : 70 


Floor furnaces 
0 to 75,000 Btu/h 40 
Over 75,000 Btu/h 23 


Wall furnaces: 
0 to 75,000 Btu/h 83 17 97 l 96 
Over 75,000 Btu/h 17 83 94 6 6 { 


Division 4—West North Central Division 5—South Atantlic Division 6—East South Central 
ast iron boilers 
0 to 200,000 Btu/h 71 28 10 56 9] 
Over 200,000 Btu/h 7) »9 } 51 88 


teel Heating Boilers 
0 to 200,000 Btu/h 61 
200 to 500,000 Btu/h 62 
Over 500,000 Btu/h 


entral warm air furnaces 
0 to 150,000 Btu/ih 
Over 150,000 Btu/h 


oor furnaces 
0 to 75,000 Btu/h 
Over 75,000 Btu/h 


Wall furnaces: 
0 to 75,000 Btu/h 96 
Over 75,000 Btu/h 100 


Division 7—West South Central Division 8—Mountain Division 9—Pacific 
Cast iron boilers 
0 to 200,000 Btu/h 96 2 94 
Over 200,000 Btu/h 99 93 


Steel heating boilers: 
0 to 200,000 Btu/h 100 
200 to 500,000 Btu/h 98 
Over 500,000 Btu/h 99 


Central warm air furnaces: 
0 to 150,000 Btu/h 
Over 150,000 Btu/h 


Floor furnaces: 
0 to 75,000 Btu/h 
Over 75,000 Btu/h 


Wall furnaces: 
0 to 75,000 Btu/h 
Over 75,000 Btu/h 


*Less than one percent. 
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Cast iron boilers: 
0 to 200,000 Btu/h 
Over 200,000 Btu/h 


Steel heating boilers: 
0 to 200,000 Btu/h 
200 to 500,000 Btu/h 
Over 500,000 Btu/h 


Central warm air furnaces 
0 to 150,000 Btu/h 
Over 150,000 Btu/h 


Floor furnaces: 
0 to 75,000 Btu/h 
Over 75,000 Btu/h 


Wall furnaces: 
0 to 75,000 Btu/h 
Over 75,000 Btu/h 


*Less than one percent 





TABLE 3 
Percentage Distribution of Heating Installation in 1959 by Type 
Size of Equipment and Type of Fuel 


Type and size of equipment Gas 
UNITED SI 


rYPE OF FUEL 
Oil 
ATES 








heating goes through other channels 
of trade. 

In TABLE 2 we see a separation into 
new construction versus replacement 
installations as well as the type of 
building involved. Notice that a larger 
percentage of warm air units go into 
new construction than do boilers. The 
third table divides the heating equip- 
ment items into the types of fuel in- 
volved in the installations, with oil 
showing greater strength in boiler ap- 
plications than in warm air. 

TABLE 4 brings the fullest detail 
since it divides the types of heating, 
again related to fuels, into nine sec- 
tions of the country. New England 
shows up as the real stronghold for 
oilheating, but Mid-Atlantic, South 
Atlantic and East North Central areas 
are also pretty significant. The Pacific 
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Coast figures reflect heavily the Cali- 
fornia saturation with gas heat, while 
the Northwest would have made a 
much better showing for oil if it 


had bee n se parated. 


Reed named Chairman 
at I-B-R annual Meeting 


ELECTION of John E. Reed as chair- 
man was accomplished at the 46th 
Institute of 


annual meeting of the 


Boiler and Radiator Manufacturers. 
Reed is president of Sterling Radiator 
Co., Westfield, Mass. 

Also named were: R. G. Pinkerton, 
Peerless Heater Co., Boyertown, Pa., 
vice-chairman and R. E. Ferry, I-B-R, 
treasurer 

Retiring Chairman 


American-Standard, voiced optimism 


D. J. Quinn, 


D. J. Quinn (left), retiring chairman, 
shown with John E. Reed, newly-elected 
chairman of the Institute of Boiler and 
Radiator Manufacturers. 


and enthusiasm for the future of the 
hydronics industry and R. E. Ferry, 
I-B-R general manager, cited statistics 
to reflect the increasing demand for 
hydronic systems. 

Research and laboratory projects 
discussed included the valance system, 
which has been under study for the 
past year. I-B-R now plans to continue 
the investigation, using baseboards for 
supplemental heating. Also, a study of 
the correlation between one, two and 
three-tier bare finned tube units is 
endeavoring to establish factors which 
can be applied to one-tier tests. 

The I-B-R School, in operation since 
1950, was held in 20 cities in 1961, 
with an attendance of 1,250; another 
20 schools are scheduled for next 
year. The Institute is preparing a man- 
ual on snow melting and a_ revised 
manual on cooling loads also will be 


released this year. 


Ossian Engineering Co. 
bought by Tuthill Pump 


THE TUTHILL PUMP CO., Chicago, III., 
has announced the purchase of the 
Ossian Engineering Co., Inc., Baer 
Field, Fr. 


of hand and electric gasoline pumps 


Wayne, Ind. Ossian’s line 


will continue to be produced at the 
present facilities in Fr. Wayne and 
no changes are contemplated in Ossi- 
an’s personnel or distribution. 

Tuthill manufactures a broad selec- 
tion of positive displacement rotary 
pumps with capacities from 1/3 to 
200 gpm; for pressures to 1500 psi; 
speeds to 3600 rpm. 
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Lok-Pin 


reusable 


hose Coupling 


installs 
in the Field 
without 


special Tools 


HE NEW LOK-PIN reusable hose 

coupling, developed by the Gates 
Rubber Co., Denver, Colo., can be 
installed easily in the field without 
special tools. 

The company points out that the 
problem of replacing fueloil delivery 
truck hose couplings can be a problem, 
especially when special machines are 
required or when the hose has been in 
use long enough that the cover is 
swollen so that the coupling cannot 
be re-installed 

Gates describes the five-step proced- 
ure to replace a hose coupling as 
follows: The change begins with cut- 
ting off 4%” of hose to expose the 


2). The stem of the 


static wire (Fig 
coupling then is inserted in the hose 
(Fig. 3) until the shoulder of the 
coupling stem is snug against the hose 
end. This operation is visible and it 
is easy to determine when the hose 


has bottomed against the shoulder. 


Next, the ferrule is wrapped around 
the hose and shoulder (Fig. 4) and the 
ferrule edges are placed in a vise and 
tightened until the holes line up (Fig. 
5). The locking pin is driven (Fig. 6) 
in the coupling, securing it in position 

Gates’ regards Lok-Pin’s greatest ad- 
vantage as its ability to be installed 
quickly in the field with only a vise, 
hammer and punch. At a trade show 
contest, men installed the coupling in 
28 seconds and women in 42 seconds; 
these times do not include preparation 
of the static wire 

The new coupling features a forged 
construction to resist wear and abra 
sion. All pieces are of forged brass 
assembled by 
Brass Co. for Gates. A 
forging 
coupling stems to be forged smooth 


manufactured and 
Bridgeport 
cored process permits the 
to close tolerances. The only machin- 
ing is to cut threads and the serrations 


to secure the hose to the stems. 

















MAKE 
MONEY 
IN OIL! 


, HA-OB 
84,000 to 252,000 BTUH 


U-0B 
84,000 to 140,000 BTUH 


L-OB CF-OB | 
84,000 to 140,000 BTUH 84,000 to 140,000 BTUH 





One way — the risky way—is to buy a wildcat stock. But the sure way to make money in oil is to sell the only 
complete and completely new line of oil-burning furnaces... all factory-assembled by American-Standard Air 
Conditioning Division with all these modern features: New Sectional Heat Exchanger— Makes the compact size 
possible. Air-pressure test and minimum-draft-loss design for maximum efficiency. ACD Oil Burner —Dealers tell 
us its service and performance records are unmatched. Combustion Chamber —All stainless steel, with all seams 
spot-welded. American-Standard Blower — Powerful, quiet, with capacity for add-on summer air conditioning. New 
De Luxe American-Standard Mercury Thermostat— Comes as standard equipment on all units. Every furnace is 
shipped factory pre-wired, pre-assembled and pre-tested, including burner. You just connect oil and electrical 
lines. As a result, every American-Standard oil furnace has CEN Mim betes os ent on vennon teen tat & Senne tent Cope 
Underwriter listing not only on its components, but also as a /: my 

complete unit. Get the data sheets and price lists from your 2 American -Standard 
American-Standard Air Conditioning Division Distributor today. <tr AIR CONDITIONING DIVISION 


72 








Needed: many more... 
electric oil Heaters 


Start-ups with Boilers cold need electric oil Heating 


by Jean L. Dupuis 


ERVICEMEN who work on the tens 
S of thousands of commercial-in- 
lustrial oilburners in the metropolitan 
New York area have a big complaint. 
So have servicemen working in many 
other areas on similar burner installa- 
c10ons, 

The complaint is that the typical 
installation which includes an auto- 
matic intermittent-operation burner 
for No. 6 oil has been planned as 
though the oilburner would never 
have to run with the boiler cold. 

Such an installation, about which 
these servicemen complain, in a typical 
instance includes a horizontal rotary- 
cup oilburner firing a steam-heat 
apartment-house boiler at a rate be- 
tween about 15 gph minimum and 
isually about 120 gph maximum. 
Burners firing 35 to 60 gph are ex- 
tremely popular. 

Such a typical installation includes 
ust two preheaters for the No. 6 fuel- 
oil. One of these, required for any 
oilburner listed for No. 6 oil by UL, 
is an automatic, electric, oil preheater 
located in the oil line that runs to the 
burner’s atomizing cup. 

[he second oil preheater on one of 
these typical installations is an indirect 
eater in which hot water, from under 
the water-line of the boiler, serves to 
eat the fueloil. 

Under-the-waterline heaters and sim- 
ilar heaters have the advantage of im- 
parting heat to the No. 6 fueloil flow- 

through them at times when the 

lers are hot but are not steaming 

at times when the temperature of 
the boiler water is, say, between 150° F. 
ind 200°F., but the boiler water is 
not steaming because it is not being 
subjected to a vacuum 

[The complaint of the servicemen 
is that the oilburner cannot run prop- 
erly with the boiler cold, in fact in 
many cases the burner can be started 
it all only with greatest difficulty .. . 
if the installation includes only (1) 


the required, automatic, electric pre- 


heater in the burner'’s cup-line, and 
(2) an indirect oil preheater which 
receives heat only from hot boiler 
water. 

On an installation of this type, the 
No. 6 oil is heated for two reasons 
First, it must be heated so that it can 
be sent through pipes ( particularly 
the suction line) smoothly, easily, and 
without difficulty . and so that an 
oil pump can handle it easily, without 
chances of overworking the pump or 
damaging it 

The second reason for heating the 
No. 6 oil on such an installation is to 
raise its temperature sufficiently so 
that it can be atomized thoroughly 
well, and can be burned at an accept- 
able efficiency 

Why the difficulty, which many 
servicemen are complaining about, of 
starting up burners on these typical 
installations with the boilers stone 
cold? 

But first, how is it that these boilers 
become stone cold? How are the serv- 
icemen forced into the position of 
having to start the oilburners with 
the boilers stone cold? 

For one thing, these boilers need 
periodic internal cleaning — brushing 
of internal heating surfaces, and 
punching of the tubes of the exceed- 
ingly popular fire-tube boilers. In 
some cases, oilburners are turned off 
late of an evening, say at 10 PM or 
11 PM, so that the next morning the 
boilers will be cooled off enough to 
permit men cleaning them to work in 
comfort. The cleaning takes a few 
hours, may end at noon in the case 
of a small boiler, or in the case of 
a large boiler may end at mid-after- 
noon or in the late afternoon. 

If the boiler has a tankless water 
heater and building occupants persist 
in trying to draw hot water, the boiler 
will become especially cold during the 
hours the oilburner is turned off. 

Finally comes the time when the 
oilburner must be started again 
with the boiler stone cold. 


This happens many times a year, 
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KRAISSL SEPARATORS 








Kraissl's new, patented double 
element baskets provide greater 
straining capacity—without pro- 
hibitive increase in total space or 
in cost for larger units. For ex- 
ample—in a |!/,” size, the open 
screen area is increased from | 8.2 
sq. in. to 27.6 sq. in.—with 1/16” 
hole dia.—by substituting double 
element basket for the standard 
single element basket. 

Both single and double element 
baskets are listed by Underwriters 
Laboratories, Inc. for most com- 
monly used sizes. 

Kraiss| double element baskets are 
interchangeable with standard 
baskets. 

For single separators, write for Bul- 
letins A-1882; for duplex separators, 
write for Bulletins A-1430, A-1431, 
A-1214 and A-1879. 


KRAISSL Co. «- 


t 295 Williams Ave., Hackensack, N.}. 





where boilers are cleaned every four 
to eight weeks. 

Less important reasons for boilers 
becoming cold include the need to 
shut down a boiler for repairs, and 
oilburner breakdowns which do occur 
occasionally 

Adding to these things, some in- 
stallations of the type being discussed 
include boilers that work at heating 
These 
boilers are intended to remain cold 


only, not at water heating. 
and unfired, on some installations, ex- 
cept at times when building heat is 


required 


The Problem 


One of these boilers may remain 
idle all 


started up for the first chilly day in 


summer, then have to be 


fall. If a stretch of warm weather 
comes at any time in the fall or 
spring, the boiler may be idle for a 
few days then the burner will 
have to be started with the boiler 
stone cold. That can happen dozens 
of times a year. 

On one of these installations which 
has only a cup-line electric fueloil 
preheater, and an under-the-waterline 
oil heater, or its equivalent, a building 
superintendent or janitor may try to 
start the oilburner, when for one of 
the foregoing reasons it must be 
started and kept operating with the 
boiler stone cold. 

In the instances which exasperate 
the servicemen, the janitor or super- 
intendent does not succeed. He tries 
for an hour or so, while the boiler 
may become still colder and colder 
if it's temperature is not down to 
oom temperature. Then he calls for 
a serviceman 

In an aggravated instance of this 
kind, when the serviceman enters the 
boile r room the temperature of the 
water in the steam boiler may be any- 
where from 55°F. or 60°F. on a win- 
ters day to about 100°F 


Great need 
exists to fire up the boiler and pro- 
duce steam in a hurry, for the tenants, 
their radiators, and their hot-water 
faucets have been cold for hours. 
However, the cannot be 
started promptly nicely and kept run- 


burner 


ning properly by the serviceman 
simply because the installation was 
not designed for proper burner start- 


ing and proper burner operation with 
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the boiler cold. The entire job is laid 
out for proper burner operation only 
with the boiler hot—but now the 
boiler is cold. 

The cold, indirect oil preheater at 
the side of the boiler will not work 
at heating its output fueloil sufficient- 
ly for smooth and easy pumping and 
piping of this oil. Hence while the 
serviceman tries to start the burner, 
the oil pump serving it grunts and 
groans and complains, and develops 
unsuitable high suction-line vacuum. 
The installation includes no equip- 
ment to warm the fueloil sufficiently 
for piping and pumping it .. . while 
the boiler is cold. 

With the burner idle, the cup-line, 
electric preheater that’s part of the 
rotary-cup burner will heat the fueloil 
stored in it to a satisfactorily high 
temperature of 140°F. to 150°F. 


The Difficulty 

Any attempt to fire the burner 
quickly drives that charge of 140°F 
or 150°F. oil from this electric pre- 
heater, then sends into the heater 
fueloil too cold for it to cope with 
Thus the first spurt of oil that goes 
to the atomizing cup is hot enough 
for proper ignition and atomization, 
but following this the oil that goes 
to the cup is insufficiently heated to 
be atomized. If the flow of oil into 
the firebox can be continued, poor 
atomization develops as the cup-line 
temperature drops. Because the oil 
entering the firebox becomes cold and 
poorly atomized, it no longer burns 
The serviceman succeeded in putting 
one burst of fire into the firebox, but 
then it goes out. 

In desperation and though this 
takes time, the serviceman may build 
a huge bonfire in the oilburner fire- 
box, then try to fire the oilburner. 

Another thing he'll probably try is 
to open up the oil passages of the 
burner’s fueloil metering devices, 
which set the gph firing rate, as these 
tend to become tightly blocked by the 
stone-cold, tar-like No. 6 oil. On many 
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WEIL: McLAIN 


COMMERCIAL CAST IRON 
SECTIONAL OIL 

BOILERS CUT 
INSTALLATION 

TIME 


ASBESTOS 
ROPE SEAL 


y v4 = 4 > 
No. 82 aS \ GS 
Net load range— oe N re} 72 YN ~/ @ 
Hot water: 339,100— a j ° 
793,700 BTU/hr. ' = Net load range— 
Steam: 1415—3305 sq. ft. . f Hot water: 180,000— 
Send for Bulletin C-270 / SHORT 331,600 BTU/hr. 


DRAW RODS Steam: 750— 1380 sq. ft. 


Send for Bulletin C-226 


These boilers offer a strong competitive advantage because of 
features which shorten installation time. 

The exclusive asbestos rope seal, for example, which fits into a 
grooved seal strip in the sections, door frame and smoke collar. 
The rope is compressible and if the boiler “grows,” it will not 
crack or squeeze out...assures a permanent gas-tight seal. 

The sections are tied together with multiple short draw rods, 
simplifying assembly. These draw rods can expand and contract 
with the boiler, relieving sections of strain and adding to boiler life. 

Maintenance at peak efficiency is easier, because top cleanout 
openings allow cleaning all heating surfaces. 


Available in three arrangements 


Both 72 and 82 Boilers are offered as a ““B”’ unit, with burner, 
combustion chamber and controls; as an “‘A’’ unit, with com- 
bustion chamber and flange mounted base front only and an ‘‘O”’ 
unit, without burner or combustion chamber. 


FOR THE “NEW LOOK” IN BUILDING 
Apartment houses, built for renting, are the big trend in new con- 
struction. Weil-McLain Cast Iron Baseboards are mar and dent- 
proof...immune to the rough treatment likely to occur with con- 
stantly shifting tenants. 
Available in 7” and 9” heights 


WEIL: McLAIN WEIL-McLAIN COMPANY 


pneees - BAGIATORS ita ict Vata MEL IET 


Address literature requests to Dept. B-81 





C-45 PRESSURE ATOMIZING OIL BURNER 
folgetsleMela@mar-basia-lmele- ta. fol amare laa) 
ghter el ¢ yao atelei-10-me ce) 


UL approved. BULLETIN 100A 


NAIROIL AUTOMATIC OIL BURNERS... 
for firing small steam or hot water 
boilers, etc. ...4 sizes available ranging 
from % to 20 gph of number 2 fuel oil. 
BULLETIN 113B. 








We Make 


From National Airoil . . 


C-20 PRESSURE ATOMIZING OIL BURNER 
.. « forced or natural draft . . . for num- 
ber 2 fuel oil . . . 7 models to 33 gph... 
UL approved. BULLETIN 102. 


PUMPING AND HEATING UNITS for 
problems involving heavy fuel oil for 
combustion. Single or duplex units from 
2 to 100 gpm in standard or special 
models. BULLETIN 40 


. you can obtain a complete line of top- 


quality oil burners, gas burners and related combustion equipment 


shown here. Check your needs... 


we'll be happy to supply you with 


engineering data and assistance. No obligation, of course. 


DUAL STAGE OIL BURNERS for use 
vial -tamm oleh da Mmaal-letar-laller-)ir-leleMe-)c-)- lester laa: 
principles are incorporated ir a 
oil burner. 3 standard sizes. BUL 


UNIVERSAL REGISTER UNITS .. . a wide 
range of models including swing-type 
are available with capacities ranging 
from 60 to 500 gph. BULLETIN 51. 








Established 
1912 
Incorporated 
1917 


opengl vs - 


ATIONAL AIROIL BURNER COMPANY, INC. 


E. Sedgley Avenue « Philadelphia 34, Pa., U.S.A. 











AUTOMATIC PACKAGED FIRING UNITS 

. Steam atomizing automatic firing 
units for oil and/or gas fuels. Standard 
unit capacities from 200 to 830 boiler 
horsepower (7,200 to 30,000 Ibs of steam 
per hour). Larger units for special needs. 
BULLETIN 25. 


STEAM ATOMIZING OIL BURNERS 

for use where steam or compressed air is 
available for firing many types of indus 
trial process furnaces. 5 sizes have rated 
Capacities from 10 gph to 725 gph 
BULLETIN 23 


Industrial Oil Burners, Gas Burners and Combustion Equipment 
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jobs, that helps firing up the burner, 
with or without 
firebox. 

But when he upsets all the burner’s 


the bonfire in the 


oil-metering adjustments, as often he 
must, he may have to stay on the job 
an extra hour or two after getting 
the burner started as he has to 
reset all the oil-metering adjustments 
with the boiler hot or steaming, and 
the fueloil once more being properly 
heated by the indirect preheater con 
nected to the boiler 

Several ways can be used to avoid 
this cold-boiler start-up mess on new 
installations having the kind of equip 
ment that’s been described, and to end 
the mess on existing installations 


The Solution 


One of the favorite ways of certain 
well-informed oilburner dealers and 
servicemen is simply to add to an in 
stallation enough capacity in self-con- 
tained, automatic, electric oil preheat 
ers to provide hot oil for the oilburner 
when the steam boiler is stone-cold 

You've got to know commercial 
industrial oilburners, and the details 
of the particular installation, to decide 
where to locate the added, electric, oil 
preheaters. 

In some cases, you simply use the 
electric preheaters to raise the temper 
ature of all the oil entering the boiler 
room through the suction line; you 
install one large electric oil preheater, 
or a bank of smaller heaters, where 
the suction line enters the boiler room 

In other cases the procedure is 
equally simple, but you install the 
electric fueloil preheaters in the out 
put line of the under-the-waterline 
(or similar) oil preheater on the side 
of the boiler. The reason that is sim- 
ple is that it gives, with the boiler 
the 
effect as usually is gained with the 
boiler 
working. 

If the 
pump to draw oil to it from the suc- 


stone-cold, same oil preheating 


hot and its indirect heater 


oilburner has an_ integral 


tion line, as many of these burners 
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it’s one thing 
to get an audience... 


... but it’s something else to get them to pay to see the show! 

In fact, it’s hardly any work at all to get a crowd. People are curious by 
nature, but notice how fast their interest withers when an admission fee 
is attached. 


Chances are that if we passed out copies of this publication on some street 
corner, just about everyone would accept a free copy — if not out of 
interest, surely out of curiosity. 


Oversimplified, perhaps, but that’s why we are choosy about who receives 
this publication. 


Before your subscription was accepted, we asked a lot of questions about 
your occupation, title, and business. We wanted to be sure you had a 
real vocational interest in the field we serve. 


Secondly, we further separate out the curious from the 
interested by charging an admission fee. You, and only you, 
are the judge of whether or not our editorial show is worth 
seeing and reading each issue. 


You continue to receive copies of this publication — not 
because your name is Smith or Brown or Jones, and not 
simply because you happen to be an engineer or plumber 
or administrator; but because you asked for it and were 
willing to pay the admission price of a subscription. 


The audited facts about our paid circulation audience 
are available to interested advertisers and advertising 
agencies in the tell-all reports of the 

Audit Bureau of Circulations. 


FUELOIL & OIL HEAT 


ABC Paid Circulation--Measure of the Paying Audience 


eloil 
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have, you may simply install the new, 
electric preheaters in a way that causes 
them to send hot fueloil into the pump 
when the boiler is cold. 

Don't make the amateurish mistake 
of installing electric fueloil preheaters 
of capacity so low that they have little 
or no effect! If you have the electric 
of all 


the fueloil that goes through a suc- 


heaters raise the temperature 


tion line, you have to base your com- 





BTU-KILOWATT TABLE 
B 
How 
Fuel 


Column D 
Kilowatts of 
Electric Heater 
for 30°F Rise 

47 
1.17 
2.34 
3.51 
4.68 
5 RS 
7.02 
8.19 
9.36 
11.70 


Column C 
Kilowatts of 
Electric Heater 
per 10°F. Rise 


Column Column E 
Kilowatts of 
Electric Heater 


for 60°F. Rise 


Btu per 
ee 


in uct vil 
F. Rise 


wren — 


tuclotl heaters which are 75% efficient 








putations on the pumping rate of a 
pump-type oilburner, not on its actual 
The 
pumping rate may be twice the gph 


or maximum gph firing rate 


rate though the 


firing rate . . . in many instances it is 1.68 kilowatts 


For many installations, | figure on 
a 60 F. temperature rise for the elec 
tric preheaters installed 


In suction 


lines, or in the output lines of indirect kw heaters. For 
That 
take 


in oil at 70°F. and raise it to 130° F. 
when the steam boiler is cold. 


oil heaters connected to boilers 


is, the new electric heaters will 


needed on a 


rate ly 


JOHNSON 
FORCED DRAFT OIL-AND-GAS BURNERS 


give O’Hare Inn guests 
the last word 
in Heating Comfort in the Winter 
and Cooling Comfort in the Summer 


Just two minutes north of Chicago’s O’Hare International Airport, 
this strikingly attractive 32 acre O’Hare Inn offers luxurious hos- 
pitality to wayfarers. It is significant that the burners selected to 
power the heating and cooling systems of this modern Motel, were 
three 100 H.P. Johnson Model 53 Forced Draft units which can be 
fired on either oil or gas.* The heating contractor was the Illinois 
Heating and Ventilating Co. and the installation was done by the 
S. T. Johnson Burner Service, Inc. 


If you are looking for heating efficiency and economy, you might 
well follow the example of O’Hare Inn and install these world fa- 
mous Johnson Forced Draft Units. 


Year in and year out, they deliver faithful, low-cost performance 
regardless of stack conditions or variable firebox pressures. Opera- 
tion is entirely automatic. Fuel consumption and maintenance 
expenses are reduced to a minimum. The burners come to you com- 


On that basis of 60° F 
rise, for 50 gph pumping rate (or gph 
electric 
capacity 
the electric preheater; install one 5 kw 
heater, or to balance 
of polyphase current, install two 2.5 
75 gph oil-flow or 
pumping rate, install 7.5 
in electric preheaters, as 
basis of 


For 100 gph flow rate, install 


10 kw capacity, as on an accurate basis 
60° F 


perature rise. For complete details on 


tempe rature 


you need 9.36 kw for the 


tem 
preheaters ) 
is needed in sizing electric heaters, see the article 
that starts on p. 69 of the February, 
& OIL HEAT 
which included the table above 
The 


correct. Many installations using No. 6 


the electric load 1960 issue of FUELOU 


complaining servicemen  ar¢ 
kw capacity 
7.02 kw 


figuring accu- 


1S oil need electric oil preheaters to per- 
mit proper oilburner operation when 


boilers are stone cold 





O'HARE INN... Chicago’s beautiful new Jet-Age Motel 


welcomes travelers with every modern comfort and convenience. 


pletely assembled, wired and tested . . . a time and labor saving 
“package unit” ready for easy installation. 


They are available for oil firing, gas firing, or combination oil-and- 
gas firing, in nine sizes ranging from 28 to 560 H.P. If you plan a 
new installation, or a modernization of your old system, by all 
means make it a point to learn how Johnson Forced Draft Burners 
can simplify your heating problems and minimize your costs, 

*An 80 H.P. gas burning Johnson Bankheat 


Forced Draft Burner also was installed to pro- 
vide steam for cooking and kitchen demands. 


S. T. JOHNSON CO. 


940 ARLINGTON AVE. CHURCH ROAD 
OAKLAND 8, CALIF. BRIDGEPORT, PA. 
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whole gallon 


This little jiggerful is a pretty close measure of the average petroleum 
jobber’s profit per gallon. Lose it through spillage, pilferage or in- 
accurate measurement and you lose the ™ profit on a whole gallon sold! 

Multiply this by the number of gallons one of your trucks handles. A small 
measuring error could give away $2,000 of your money in one year with the greatest 
of ease! 

This is why accuracy is the only important factor when buying a meter. Ail other 
factors, such as loss of head or a slightly lower price, take a back seat. 

Make sure you get true accuracy in three dimensions . . . accuracy at one rate 
of flow at any one time . . . accuracy over a wide range of flows . . . and most 
important, accuracy that’s sustained over many years, that doesn’t drift every time 
you turn your back. 

Neptune’s fine reputation and leadership is based on true three-dimensional 
accuracy. For positive personal proof, make your own tests. Keep comparative 
records. And ask your neighbors. 

Neptune oil equipment jobbers near you have all sizes for tank trucks, trans- 
ports, refuelers, bulk plants and terminals. 


NEPTUNE METER COMPANY 


Branches and jobbers in All Principal Cities L/QUID METER DIVISION 
47-25 34th Street, Long Island City 1, N. Y 








Maine Oilheat Association 
holds annual Convention 

RICHARD A. MORRELL, Brunswick Coal 
and Lumber Co., Brunswick, Me., was 
elected president of the Maine Oil 
and Heating Equipment Dealers Assn., 


Portland, Me., at the group’s seventh 
annual convention, held at the Samoset 
Hotel, Rockland, Me., June 13 and 14, 
succeeding Kenneth R. Gifford. Elected 
to serve with him were Corneilus K. 
Clauson, first vice president;  E. 
Thomas Hacker, second vice president; 
William C. Kilroy, 
David W. Fuller, secretary. 


treasurer; and 


Directors to serve for a three year 
term were also elected at the conven- 
tion. They are: David W. Fuller, 
Mortier D. Harris, Jacob S. Holmes, 


H. Kezar Libby, Carl McKusick, 





~ SMALL 
CHANGE 
STOPS 


BIG 
NOISE 


Noisy pumps are a nuisance. 
And, one of the toughest 


noises to solve is the one caused by 


cavitation. . 


. the result of “‘pulling”’ 


a liquid 


until it comes apart. This forms liquid voids (bubbles) that 


collapse with a bang when they hit high pressure at the pump 
discharge. Blackmer reduces this cavitation noise and 
vibration with a small but important design change (special 
grooves) in the cylinder which cause the bubbles to 

collapse more gradually and quietly. Extras like this make 
Blackmer pumps favorites of fuel oil dealers everywhere. 


Write for Bulletin 200. 


cee materials handling''® equipment 
ahem ——~ am 


yay 


_j/i_/m\_}}\___/@i\_j 


/ truck pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under “‘Pumps” in the Yellow Pages 


Leonard Mulligan, Willard T. Wight 
and George M. Wingate. Elected as 
a director for a two year term was 
Richard A. Morrell. 

C. Everett Elliott, newly elected 
chairman of the board of National Oil 
Fuel Institute, addressed the gathering, 
emphasizing the need of association 
effort at all levels in the oilheat in- 
dustry and the importance of the new 
one roof concept. The convention, at- 
tended by more than 300 persons, also 
featured exhibits and demonstrations 


of all types of equipment. 


Baltimore Group hears 
Werly, holds Outing 


GLENN L. WERLY, president of Na- 
tional Oil Fuel Institute, New York, 
N.Y., was the guest speaker at a re- 
cent Oil Heat Association of Mary- 
land luncheon meeting. Werly told 
the group of programs being developed 
by NOoFI 


competitive 


to strengthen oilheating’s 

position. These include 
stepped up industry education of per- 
sonnel and a national advertising plan. 

The Baltimore group held their 
annual outing at the Country Club of 
Maryland June 20. Featured events at 
the fun and fellowship day were golf, 
an annual softball game and a roast 
beef dinner. 

An advanced course in service pro- 
cedures was also sponsored by this 
group. The course, which enrolled only 
experienced burner technicians was 
held June 19 through 30 at the Mer- 
genthaler Vocational School in Balti- 


more 


NOHA creates eastern 
Division at Lockport 


A LOCAL autonomous division of Ni 
agara Oil Heat Association, Inc., Niag 
ara Falls, N.Y., has been created in the 
Lockport, N.Y., area. Officers serving 
the new organization are: J. W. Reid, 
Jr., president; A. Price, vice president; 
R. Querns, secretary; and R. Wynes, 
treasurer. 

Plans for the promotion of oil heat 
in their area have already been made 
by the group and they recently held a 
management conference in Lockport 
at which Raymond Kraemer, a credit 
specialist, was the featured speaker 
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Can you ' OKECAST sleeve success 


lhe cylinder sleeves or liners shown here appear 
to be identical. Actually they are vastly different. 
One will last far longer than the other. 

If you picked the one on the left to last 
longer, you’re correct. It meets the hardness re- 
quirements that Mack engineers find necessary 
for maximum life. This means the sleeve is hard 


enough to provide many thousands of miles of 


trouble-free life . . . that piston ring and piston 
scuffing will be minimized. This sleeve is a 
genuine Mack part. 

But the “‘will-fit” sleeve on the right could 
not even be measured on the same hardness 
scale as the Mack liner. It is too soft. Because 
it is softer . . . and because it is not impregnated 
with a surface lubricant as is the Mack sleeve 
... this liner will wear more rapidly. It is much 


is 


4 
a 
| 
‘4 
e 


more prone to ring and piston scuffing and 
premature failure. And the “will-fit” sleeve’s 
life expectancy is naturally short. 

Unless you can afford the expense of exten- 
sive laboratory and field tests, it’s impossible to 
forecast the success or failure of a replacement 
part. You are far better off specifying genuine 
Mack parts. Only then can you be sure of pre- 
serving the quality you invested in originally. 
Sometimes you are actually improving perform- 
ance since Mack is consistently improving its 
parts—original and replacement alike. 

When it comes to service, you should make 
the same comparison. Mack-trained mechanics 
can make a big difference, too. Mack Trucks, 
Inc., Plainfield, New Jersey. Mack Trucks of 
Canada, Ltd., Toronto, Ontario. 


6077 


MACK first name ror TRUCKS 


dloil 








Gulf Solar Heat Dealers: 


Howard Gross (behind the horse) and Nelson 
Gross (atop the tractor) are brothers . . . and busi- 
ness partners. 

They own and manage the Gross-Medina Fuel 
Co. in Medina, Ohio, and since affiliating with 
Gulf in 1950, their fuel-oil business has shown an 
increase every single year. 

“With Gulf Solar Heat,’’ say the Gross brothers, 
‘‘we now sell 10 times the oil we sold in 1950.” 

This success allows them more time for outside 
interests and hobbies. 

Gulf Solar Heat is the 


cleanest-burning heating oil ever developed 
It’s hydrogew purified in Gulf’s exclusive *‘Gul- 








Howard Gross races trotters at Medina County Fair Grounds. His silks are Gulf orange and blue. 
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fining’ process which refines out impurities. Since 
Solar Heat burns cleanly, there’s less time and 
money spent on service calls. 

“Not only is the product better, but Gulf helps 
you sell it,”” say the Gross brothers. ‘First of all, 
people know and trust Gulf’s name. Second, Gulf’s 
merchandising and direct mail material is excellent, 
really makes our selling job easier. Last, we’ve got 
a close working partnership with our Gulf repre- 
sentative. With all three going for us, no wonder 
business keeps getting better.” 

Get Gulf going for you. Get the full story; write 
Gulf Oil Corporation, Home Heating Headquarters, 
P. O. Box 1519, Houston, Texas. 


. oa _ ler . 3 


August 
1961 





“Brother, what a business!” 


4 Gulf representative Jim Svoboda (far left) drops 


by to discuss final details of the new Gross Brothers’ 
promotion of the Solar Heat Dealer Budget Pay- 
ment Plan. 


Gulf Oil Cor poration 


heating ot 


Nelson Gross ‘“‘gentleman farms’’ 75 acres, also raises hunting dogs. That’s Toby with his master. 


Tuelot 
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Michiana Group has 
service, PR Schools 
AN OILBURNER Service Men's School 
and a Public Relations Course, spon- 
sored by the Michiana Oil Heat Insti 
tute, South Bend, Ind., were completed 
recently. Plans for both elementary 
and advanced burner service courses 
are being considered for next year. 
The public relations course, given 
for the first time by this group, con- 
sisted of a series of lectures delivered 


by local oil men, among them, Ray 


84 





mond Storey, president of the associa- 
tion and Robert Hickman, Theisen- 
Clemens. The association considers this 
pilot effort to have been a considerable 
success and is contemplating another 


for next season 


Green Bay oilheat Group 
is formally organized 
IHE FORMAL ORGANIZATION of the 


Green Bay Oil Heat Association ( Wis- 


consin) was accomplished recently at 


a meeting attended by representatives 





of 17 companies. Clem LaFond was 
elected president, Wilbur Jorgensen, 
vice president; and Don Halron, Sec- 
retary-treasurer. 

The new group voted to get started 
immediately on a fueloil promotion 
campaign and is now in the process 
of soliciting pledges and funds. 


Jersey group sponsors 
fueloil Workshops 

FUEL MERCHANTS Association of N. J., 
Newark, N. 


two one-day workshops, called “Better 


J., this year instituted 


Operation Means Better Profit.” The 
first, held in May was devoted to the 
“Travels of the delivery Ticket.” Mod- 
erator was Robert Crane, Reel-Strong 
Fuel Co., and panelists were T. R. 
Loizeaux, Jr., T. R. Loizeaux Fuel Co.; 
Nelson Thompson, Nassau Oil Co.; 
and William G. Dixon, Dixon Broth- 
ers, who explained in detail the rela- 
tion of the delivery ticket to the dis- 
patching of fuel oil within his com- 
pany. 

The second workshop, “Better Serv- 
ice through Better Control,” was mod- 
erated by John Wade, Jr., Fairlie & 
Wilson Fuel Co. Panelists were Wil- 
liam G. Kane, Lewis Associates, Wil- 
liam H. Wildes, William Briggs, Jr., 
Valley Oil Co.; and William Zilg. Each 
described in detail the operation of 
his company with respect to service 
dispatching. The association is now 
preparing other workshops, tentatively 
scheduled for August and September 


Hydronic Story told 
on Minnesota TV 


THE NATIONAL Association of Plumb- 
ing Contractors’ president, Carl Fin- 
ley, helped the Minnesota Better Heat- 
ing-Cooling Council wrap up its first 
promotion year by returning to his 
home state on June | to tell the hy- 
dronics story to more than 35,000 
Minnesota television viewers 
Including Finley's TV appearance, 
Minnesota TV watchers have seen a 
total of eleven programs on behalf of 
hydronics during the Council's first 
year of operation. Other promotion 
efforts have included the exhibition 
of homes and the placement of news- 


paper ads. 
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TANNER OIL co. 
“10 marnorc. 


The moment you stop pumping, the Lockheed Computing 
Register is ready to deliver a completely calculated, printed 
invoice. All you do is turn the handle. You save at least one 
minute at every stop. If that minute is worth only 10¢, (usu- 
ally, it’s more) and you make, say, 30 deliveries a day, you 
save $3.00 daily. In an average 120-day heating season that’s 
$360. 

Cutting delivery time is just one of the ways the Lockheed 
Computing Register makes money for you. It eliminates 
errors. It saves clerical, typing, billing and mailing expense. 
On postage alone, the Register can save you hundreds of dol- 


Tam ave. 


INSTANT INVOICING SPEEDS DELIVERY 


You can easily earn $360 more per truck, per season 
with new Lockheed Computing Register 


lars a year. It calculates sales tax, discount, and total price, 
automatically. And because every tenth of a gallon is figured 
in, the Register adds earnings you may now be missing. 

Other features: pre-set counter and totalizer, easy installa- 
tion on any meter, zero maintenance, a cinch to use. Impor- 
tant, too, the Lockheed unit builds customer confidence and 
employee goodwill. 

See your oil equipment jobber for all the details. If he does 
not yet have this brand new product, please have him contact: 
Computing Register Sales, Lockheed Electronics Company, 
Metuchen, New Jersey, telephone Liberty 9-4430, 





NOFI makes available 
new Treasury pieces 

THE NATIONAL Oil Fuel Institute, 
New York, N.Y., has made available 
to its members a new cover for school 
books, designed with the space age 


Fluid Controls Institute 
holds annual Meeting 


THE ANNUAL Meeting of the Fluid 


Controls Institute, Inc., Pompano 


Beach, Fla., was held recently at the 


Cloister, Sea Island, Ga. Topics covered 


New officers to serve the Institute 
for the coming year were also elected. 
Robert F. McCormick elected 


president, with Eric A. Bianchi and 


was 


Samuel J. Reid to serve as first and 


second vice presidents respectively. 


The group designated Paul K. Rogers, 
Howard J. Mac- 
Donald corporate secretary. E. R. Rath 


in mind. at the session included a discussion of Ir., treasurer and 
Also available is a set of stuffers for what is needed in the way of catalogs 
} 
ana 


delinquent accounts. advertising and an appraisal of 
For information, contact 
Oil Fuel Institure, 60 East 


New York 17, N.Y 


will continue as executive secretary. 
National 


$2 Street, 


salesmen, among other things. Ap- 


proved was a voluntary standard on 


OHI of Washington, NOFI 


resting procedures for solenoid valves : 3 
Sponsor Burner Course 





NATIONAL OIL FUEL Institute, New 
York, N. Y., and the Oil Heat Insti- 
tute of Greater Washington (D. C.) 





GREATER SPEED, FOR GREATER PROFIT, 


THROUGH THE. SC U/7_J, Y system 


Every unit of the SCULLY System has been 
built to combine maximum speed and efficiency 
in every fuel oil delivery. And even more im- 
portant, each unit has been engineered as part 
of a complete and dependable system, the 
only delivery system available. SCULLY 
products bring you the extra profits that come 
with the world’s fastest fuel oil delivery 


equipment. 
>) 


i. 


with 2 ada ; Van 
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cooperated to run a Basic Oil Burner 
Course July 11 through August 3, at 
the Chamberlain Vocational School in 
Washington. It was one of the largest 
held 
attracted a 


educational projects to date in 


this area and record en- 


rollment of 40 students, including be- 
ginning servicemen and experienced 
service personnel. 

The subjects covered by the speakers 
who were provided by NOFI were: 
“Fueloils and their 


Application to 

. VENTALARM ® Signal. The original whistling tank Robert Gilmartin, 
fill signal. Over five million now in use. Available 
for old and new tank installation. 

. VENTALARM ® Gauge, Money-saving 2-in-1 combina- 
tion for new burner installations. One single unit 
combining the original YENTALARM ® Sign: 
Tank Gauge. 

. Deep filling with SCULLY® Filfu! eliminates foam- 
ing, making it possible to stop cut-off of the 
whistle by rising foam. This feature enables fill- 
ing to the proper level and increasing the average LE. &. 
as much as 50 gallons. 


- SCULLY® Safety Vent Cap, An improved cap for 1” 
and 1%” vent pipes that amplifies yENTALARM 
Signa| sound. Provides 50% more venting area 
than 1.D. of pipe. 


- UNIFIL® System, The tight connection delivery 
system that pays for itself and returns a profit 
in the first year. Over ten exclusive features 


- SCULLY® Com Nozzle. A single rugged unit that 
has revolutionized nozzle design: lighter, faster, 
easier to repair, and with minimum hydraulic 
shock. 

- VENTAFIL® The portable combined fill, vent and 
signal for underground tanks. Built for fast pump- 
ing speeds without blowbacks. Light and rugged. 

- Combination SCULMATIC-SCULTROL The only 
combination that provides absolute tlow control 
and pressure-limiting control. 

See for yourself why scuily. after 25 years, is 
still the industry’s leader, Call NOrmandy 5-3900 
for more information about any scully products 
—and the unique scully System. 
SIGNAL 


SCULL COMPANY 


MELROSE 78, MASSACHUSETTS Oil 
IN CANADA: €E. S. Gallagher Sales. Lid. 10 Hafis Rd. Toronto, Ontario 


domestic Burners,” 
Gulf Corp.; “Nozzles 
Problems,” William 
Mfg Co.: 
James 


nozzle 
Dela- 
Pumps, 
Sund- 


Sundstrand 


and 

Thurston, 
“Sundstrand 

Holmin, 
Div. 
Corp.; “Webster Pumps, Servicing,” 
Woolf, Webster 


and Installation of 


Servicing,” 





strand Hydraulics, 


Electric Co.,; 











“Service forced 


draft oil-fired equipment,” 
Robert Gessner, Jet-Heet, Inc. 


Also covered were “Combustion In- 


heating 


struments and Combustion Testing, 
Jack Smith, Bacharach Industrial In- 
strument Co.; “Domestic oilburner 
Controls and control Systems,” Minne- 
apolis-Honeywell Regulator Co.; and 
“Domestic Oil 


Control Systems,” Lee Liepin, General 


Burner Controls and 


Controls Co 


Kraemer discusses Credit 
before Buffalo Meeting 
KRAEMER, 


Kraemer Credit Plan, was the principal 


RAYMOND creator of the 
speaker at a monthly meeting of the 
Heat Institute of Western New 
York, Buffalo, N.Y., recently. 


Kraemer discussed credit control and 
©1961 SCULLY Signal Company 
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kK] RST FOR FUEL OIL DEALERS 
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kK] RS with modern, high-speed loading facilities. 


kK] RS with successful sales promotion materials. 


kT RS with a magazine devoted entirely to your needs. 


kK] RS | with a management manual for profitable business operations. 


SHOSSSHSSSSEHSHESHSSHSHEESEHESHESESESHESESESEHSESESEESE®E 
KIRS : with trained representatives who help you with your problems. 
SCOSCHSSSSHSSHSSHSSSHSSCHSSHSHESEHESHSSESSESESESESEEHEESEEEEEE®S 


Count On Coastal’s Continued Leadership 


To Help You Be First In Your Community 


COASTAL OIL COMPANY 


Executive Offices 
744 Broad St., Newark 2, N. J. 


<a 





Jobber management Topic 
of three day ESPA Meeting 


A THREE-DAY JOBBER Management 
Conference sponsored by the Empire 
State Petroleum Association, Inc., New 
York, N.Y., in cooperation with the 
University College of 


Syracuse, is 
scheduled for July 17 through 20 at 
Minnowbrook Lodge, Blue Mountain 
Lake, New York. 

The conference, which covered the 
financial aspects of the fueloil business, 
was open to all EsPA members and to 
jobbers in the state. Further informa- 


tion may be obtained by contacting 
the EsPA office at 122 East 42 Street, 


New York, N.Y 


Delaware Group names 
new Officers, Directors 


THE DELAWARE VALLEY FuelOil Deal- 
ers Association, Glenside, Pa., held 
their annual election of officers re 
cently 
Named as 


president, succeeding 


Henry Palmer, was Franklin Terry, 


with Anthony Quattrocchi designated 


William Hobensack 


vice president 


WIX OIL BURNER FUEL FILTERS 
SPEED SERVICE AND CUT COSTS 


OM ha ree 


In and out in 5 minutes or less! That adds : cn aera 
up to more calls per day—and that means 
money! Service calls that include chang- 
ing ordinary filters take a lot of time—not 
to mention cleaning up the mess on the 
floor. With a WIX Spin-on Filter—there’s 
no mess...a twist of the wrist and the 


old one’s off...another twist and the new 


WIX Filter is on! 


The WIX Spin-on Filter has everything 


Exclusive POROSITE 
pleated paper filtrant with 
228 square inches of fil- 
tering surface. 


...€xtfa Capacity to cut down call backs... H 


filtration to capture even microsopic con- 
tamination...exceptional flow character- 


Easy to convert from old 
style, time wasting filters. 


istics...even a safety locking feature to % 


discourage tampering. 


Ic all boils down to serving the customer 


Removes even microscopic 
contaminants... up to 120 
gallons per hour gravity 


better — speeding up service and - flow. ® 
INCREASING YOUR PROFITS. Install 


WIX in every home you serve! 


OIL BURNER 


FILTERS 


WIX CORPORATION - GASTONIA, N. C. 


youR JOBBER 
og the oa 
this time and do “4 
saving advance i 
fuel oil filtration, 


RITE ; 
aoe and we ll send 


full particulars by re- 
turn mail. 


in Canada: Wix Corporation Ltd., Toronto 


Peewee 
Named as 
directors are Asker Brown and Albert 
W eisenbach. 


will serve as secretary and 


Harris becomes treasurer 


Michiana Group continues 
oilheat Promotion 


PLANS to continue their advertising 
campaign for oilheating through the 
summer months have been made by 
the Michiana Oil Heat Institute, South 
Bend, Ind. 

The group will continue to employ 
all media used in their vigorous 
winter-spring campaign, including ra- 
dio, television, 


bi yards 


newspaper and _bill- 


NOFI President Werly 
speaks in Washington 
GLENN L. WERLY, president, National 
Oil Fuel Institute, New York, N. Y., 
Heat Institute of 
Washington (D. C.), July 18. 


As president of the new association, 


addressed the Oil 


Werly has logged thousands of miles 
in recent months talking to local or 
ganizations about heating oil, its fu 
ture and what NoF! is doing. People 
in government, in real estate and in 
building, as well as fueloil men were 
in attendance at the Washington 
luncheon meeting 


South Carolina Jobbers 
to hold August Convention 


THE SUMMER Convention of the South 
Carolina Oil Jobbers Association, Co- 
lumbia, S.C., will be held August 20 
through 23, at the Ocean Forest Hotel, 
Myrtle Beach, S.C. The 


gram, to be held August 22, will fea- 


Fueloil pro- 


ture E. P. Godwin Jr., talking on “How 
the small Jobber can provide burner 
Service, and Fred Burroughs, National 
Oil Fuel Institute, who will describe 
“How the National Oil Fuel Institute 
helps Jobbers promote Oil Heat. 
The South Carolina jobbers have 
recently voted to create a vice presi- 
dent of fueloil for their association 
Van Noy Thornhill, Charleston Oil 
Co., has been appointed to the job 
until elections are held in January 
1962. The group also announces that 
a statewide advertising promotion pro- 


gram for oilheat is being planned 
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There’s a 
U.S.-Carlin Oil Burner 
job-fitted for 
every residential 
and commercial 
installation requiring 
No. 2 grade fuel oil 
in a capacity range 
from 0.65 to 20.00 gph. 


U.S.-Carlin’s complete line features “Shell Head’’ models 
to 12.00 gph for clean, efficient firing with maximum econ- 
omy; standard models to 20.00 gph incorporating the best 
principles of oil burner design at budget prices; and models 
to 15.00 gph with 50-cycle current for overseas installations. 


Engineering with the practical touch keeps Carlin per- 
formance always a step ahead. Here are a few examples: 
Positive alignment of motor, fan, and pump is assured by 
precision machining of housing with specially-designed boring 
tool. Generous use of heat- and corrosion-resistant alloys 
guards against deterioration, simplifies cleaning. Flared, 
“‘Wide-arc”’ electrodes of nichrome steel provide maximum 
protection against starting failure during low voltage periods. 


U.S.-Carlin 
offers you more 
to sell for more 
profit. Check the 
many reasons why 
it’s to your advantage 
to “‘line up with a 
the line of Sa —. 
advanced design.” my 


to 
.GPH 


4 MODEL 


Vernier flame control permits exact flame tailoring merely 
by turning an adjustment screw. 


Burners with electronie controls, factory mounted and 
wired, available to insure proper hook-up and reduce on-the- 
job wiring expense. Full compliance with UL safety switch 
timing requirements. 


Quick-service a reality! Removal and replacement of 
combustion head and electrode assembly as a complete unit 
accomplished in less than two minutes. 


Flange mounting to popular makes of boilers and fur- 
naces made easy with a wide selection of flanges and mounting 
plates especially developed by Carlin. 


U.S.-Carlin Oil Burners are listed by Underwriters’ Laboratories, Inc. and approved under U.S. Government Commercial Standard CS75-56 where applicable. 


THE CARLIN COMPANY * WETHERSFIELD, CONN. 


OIL BURNERS . OIL-FIRED WATER HEATERS . POWER GAS BURNERS 
; MID-WEST REPRESENTATION — COMPLETE BURNER STOCKS AT CHICAGO 








MANUFACTURERS 
ACTIVITIES 


Amprobe Instrument Corp. 
is new Name for Pyramid 

PYRAMID INSTRUMENT CORP., Lyn- 
brook, N. Y., has changed its name to 


Amprobe Instrument Corp. according 
to Sam Koch, president. The company 


designs, manufactures and markets 
lines of clamp-on volt-ammeters and 
cable tracers. 

These instruments are advertised 
and distributed under the trademark 
Amprobe so the new name will be in 
keeping with the company’s image 
among distributors and customers. 

The firm is in the midst of a plan- 
ned expansion program and Koch said 
that at least two or three major prod- 
ucts would be introduced each year. 
Martin Schwartz is vice president in 


charge of sales 





You have three special advantages working for you when you 
take on a Sinclair Oil Heat franchise 

$ sinclair Heating Oil is one of America’s best-selling heating 
oils. Premium Quality at regular price, it contains an exclusive 
anti-rust ingredient. That means fewer service calls. 


$an unusual sales training program that helps bring you new 


customers. 


$ample storage facilities assure you of quick, dependable 


service. 


Team up with Sinclair Oil Heat for more profits. For details. 
write: Sinclair Refining Company, 600 Fifth Avenue, New York 


20, New York. 


SINCIOUF wexcne on 


90 


SuperFiame 


Mack Trucks sponsors 
summer radio Series 


MACK TRUCKS, INC., Plainfield, N.J., 
will use a nationwide radio program 
again this summer to describe the 
contributions of the trucking industry 
to America’s economy. 

The radio messages, to be tied to 
the truck-tax poster program sponsored 
by the American Trucking Associa- 
tions, will be heard on Monitor, NBC's 
coast-to-coast weekend radio service, 
and is designed to help educate the 
public, and motorists in particular, to 
the fact that truck taxes pay a full 
third of the cost of building and main- 


taining the nation’s roads. 


Sun’s Diamond Jubilee 
celebrated in New York 


EIGHT HUNDRED Sun Oil Co. em- 
ployees and their spouses converged 
on Times Square, New York, June 8, 
to mark the 75th anniversary of the 
founding of their organization. An 
address by Robert G. Dunlop, Sun’s 
president, highlighted the meeting at 
the Hotel Astor for Sun _ personnel 
from the greater New York City area 
and northern New Jersey. Guests of 
honor included Willard W. Wright, 
senior vice president, and Thomas S. 
Horrocks, vice president marketing. 
This is the 32nd of 55 gatherings of 
Sun men and women taking place be- 
tween March and November through- 
out the United States and Canada in 


observance of Sun’s Diamond Jubilee. 


Davis Engineering expands 
national agency Staff 

DAVIS ENGINEERING, division of Tube 
Wallington, N.J., 
manufacturers of heat transfer equip- 


Reducing Corp., 
ment, has announced the appointment 
of six new representatives to handle 
local sales and engineering. 

The new agents who will handle 
the company’s “Paracoil” line, are: 
R. W. Fowler and Associates, Inc., 
Atlantic Beach Fla., and Daphne, Ala.; 
R. E. Erickson Co., Boston, Mass.; and 
John Mac Eachern, Royal Oak, Mich. 
Also George S. Bean, Minneapolis, 
Minn.; Barnard Equipment Co., Tulsa, 
Okla.; and S. E. Burks Sales Co., Rich- 
mond, Va. 





NEW oncer, rrousie-Free OPERATION 
NEW ease oF CLEANING AND MAINTENANCE 
NEW smatier, MORE CONVENIENT SIZE 


NEW @OILIFTER 


OIL PUMP FOR OIL BURNING EQUIPMENT 


MODEL NO. 2521 
Sa RET serene 7 This completely new CC Oilifter combines out- 
standing new performance features with a new 
low price. Ideal for both vaporizing and rotary 
type oil burners; conversion oil burners; space 
heaters; ranges and water heaters. Contact 
your wholesaler or write c/o the address below. 








check these NEW features 


EXTRA QUIET electric motor operates continuously. 
22-watt rating. No arcing, so absolutely no radio 
or TV interference. Capacity: 7% gal. per hour at 
20 ft. lift. 


NYLON GEARS AND OVER-TRAVEL MECHANISM 


give long life, smooth operation. 


_-—~ SELF-LUBRICATING — All moving parts — except 
the 2 valves — operate in a special lubricating oil 
which never has to be changed and must be checked 
only once a year. 


LONG-LASTING DIAPHRAGM is made of Buna ‘‘N” 
— a nylon base fabric with Buna “‘N'' impregnation 
— assures many seasons of trouble-free operation. 


STRAINER 


ONCE-A-YEAR SERV- 
ICING can easily be 
done by the owner 
LUBRICATING himself. Lubricating 
ot « , i oil comes ina special 

. . 7 FUEL OIL "9 CC spout-can. To fill, 
simply unscrew cap at 


EASY TO CLEAN — Besides | — top and fill to the 
once-a-year lubrication, the only | . level of the plug hole 
servicing mecessary is cleaning 

the valves and the strainer H . on front. 

Valves can be removed and 

cleaned by removing one screw 

os shown Valves are identical 

so they cannot be mixed up 

Strainer is removed simply by 

unscrewing o cop 





ic Crealivt. Condadt Soe sntitlg, 


CONTROLS COMPANY C4 OF AMERICA 
HEATING AND AIR CONDITIONING DIVISION 
2458 N. 32nd Street, Milwaukee 10, Wisconsin * Cooksville, Ontario * Zug, Switzerland 
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Honeywell promotes air 
Cleaner at consumer Level 
MINNEAPOLIS-HONEYWELL Regulator 
Co., Minneapolis, Minn., has launched 


nationwide promotion at the 
sumer level for its new 


con- 
residential 
electronic air cleaner, which can be 
installed in any type of forced warm 
air or air conditioning system. 

The two-stage cleaner, which took 
four years to develop, was introduced 
to the heating and airconditioning in- 
dustry last December. Mass production 
began in January and since that time 
the company has concentrated on mar- 
keting work with dealers, original 
equipment manufacturers, wholesalers 
and new home builders. All of the 
consumer advertising will stress the 
fact that the Honeywell cleaner re- 
moves up to 95 percent ot airborne 
particles from a home. 


Fiske offers weekly 


a newspaper Column 


A WEEKLY newspaper column, which 


presents humor, philosophy and mean- 


AVERAGE FUEL OIL 


ingful things said by the best minds 
of the past and present, is available to 
fueloil and oilheating dealers. Pre- 
Edward Fiske Co., White 


Plains, N.Y., the column is designed 


pared by 


to attract readers and project an image 
for the sponsoring fueloil and oilheat- 
ing dealer which suggests high reli 
ability and integrity 

Edward Fiske, author of the column, 
explains that the dealer who sponsors 
the column in his local newspaper, “be- 
comes connected with friendly, high 
moral thoughts each week, which is 
tantamount to having something good 
week of the 


said about them every 


year.’ Samples are available without 


obligation 


Folder on motel Heating 
and Cooling available 


A NEW BOOKLET, describing in detail 
the Edwards way of heating and cool- 
ing motels, has just been published 
by Edwards Engineering Corp., Pomp- 
ton Plains, N.J. 

The Edwards packaged system is 


based on zoned hot water baseboard 


AUTOMATIC HEAT DIVISION OF 


heating and zoned water chilled val 


ance cooling with individual room 
temperature control. The bulletin also 
contains schematic diagrams and com- 
plete specifications, including the elec- 
trical wiring for the heating and cool- 


ing systems. 


Gates Rubber 
Appointments, Transfers 


announces 


TO PROVIDE additional service to Ne 
braska and lowa industry, the Gates 
Rubber Co., 


pointed Kenneth G. Peterson as dis- 


Denver, Colo., has ap- 


trict sales coordinator for the Omaha 
Industrial Sales District. Peterson will 
work closely with distributors of Gates 
industrial products in those states 
The company also announces that 
Field 


Lehr, a ten 


Industrial Division Engineer, 


Victor E. veteran 


with Gates, has transferred from 
Quincy, Ill, to Buffalo, N. Y., and 
that Roland C. Dalrymple has joined 


year 


the company as an Industrial Division 
Field Engineer, with offices in Pitts- 
burgh, Pa. William E 


also joined Gates in San 


Johnson has 


Francisco 


SELL 
DYNATHERM 
AND YOU 

SELL FUEL OIL 
SAVINGS 

YOUR CUSTOMER 
NEVER DREAMED 
POSSIBLE! 


DESIGNED, PERFECTED & MANUFACTURED BY 


BE THLE HE 
FOUNDRY & MACHINE Co. 
225 W. SECOND ST., BETHLEHEM, PA. 


OTWER BETHLEHEM PRODUCTS: CHEMICAL PROCESS EQUIPMENT, ENVIRONMENTAL ENGINEERING EQUIPMENT, 
CEMENT MILL MACHINERY, SPECIAL MACHINERY. FOUNDRY. FABRICATION AND MACHINE SHOP SERVICES 


SAVINGS—4O0Y% 


*|MPORTANT MONEY PRESERVER 


August 
1961 





Combustion chamber lining of !/s” thick 
FIBERFRAX: Ceramic Fiber 


¢ Replaces bulky refractories and costly stainless stee/ 

e Permits compact furnace design 

¢ Simplifies installation—just cut and fit 

¢ Lowers material and freight costs—eliminates breakage 
e /mproves heat transfer and shortens heating cycles 

¢ Reduces nozzle coking and gumming 


Development of FIBERFRAX ceramic fibers in a 
paper form has made possible an entirely new design 
concept for combustion chambers in oil-fired domes- 
tic furnaces. Massive, brittle refractory linings and 
costly, noisy stainless steel chambers can now be 
replaced with a light-weight FIBERFRAX lining 
approximately ¥g” thick, inserted in a mild steel shell. 
FIBERFRAX coating-cement, when applied to the 
flame side of the felt-like liner, adds strength and im- , 
proves the surface resistance to coke-tree formation. 


This alumina-silica ceramic fiber withstands 

temperatures of 2300 F. The melting point of 
FIBERFRAX fiber is above 3000 F. 
FIBERFRAX liners are being used successfully by the 
leading oil-fired furnace manufacturers. The mate- 
rial also offers wide possibilities for use as a replace- 
ment lining for repair of existing furnaces. For 
full information on FIBERFRAX®, we suggest you 
write to Dept. FH-81, Ceramic Fiber Project, The 
Carborundum Company, Niagara Falls, N. Y 


CARBORUNDUM* 


dol 





o Sid Harvey's conducts | 
/ - Troubleshooting Lectures Located in the 
THE FIRST of a series of Sid Harvey's exclusive hotel area of 


YOUR BEST SOURCE FOR : 
troubleshooting lectures, given on 


ae | os | re 


June 20, was attended by over 50 


| 3 
servicemen from the Jersey Shore oer ae AIR CONDITIONING 


{ 


area i TELEVISION 


The company’s new catalog, consist- 


ing of 288 fully illustrated pages of : 5 PRIVATE BATH 
replacement parts for heating units, J 6 IN EACH ROOM 


will be distributed soon. It contains, : 
Housekeeping 


among other things, illustrations of Apartments, too 
a ~ ’ 
circulators, low water cut-offs, water ‘ 





feeders and brushes, and is offered 
Set Screw 2 Splined 3 Jaw 

* Dept. F-70 12 * Type - Type free to the trade 

Only GUARDIAN gives you these features— . . S 
Ss vy S os » a 

@ ROLL SPINNING—Exclusive process joins all . id Harvey : upply, Inc . the central 

three components at one time—while in final purchasing company for the organiza- 

operating alignment. C ‘ c 

BRAIDED RUBBER-Ground to absolve true | tion has moved to its new headquar- . ee een 


Corner 58th S & Avenue O he Arn 


concentricity. Furnished in BUNA-N TUBE and | i G | $ 
NEOPRENE COVER. Lateral and angular align ters, recently completec at yaraen , 
ment requirements fully met a NEW YORK CITY 19 
@ ONE-PIECE DESIGN—Minimizes assembly and ( ity, N J j j a 
handling costs. Made to exact lengths required nits ete Pa = . = 
Over 6,000,000 Guardian couplings are on orig Tl P } : F ae | | | alee 279 5 ea beet My — — mee t 
inal equipment. This is your assurance of highest late 1e1 urnace 101das oo ee vor cele 
quality and universal acceptance in the field ‘ ih ° . guests. Single $9 to $12. Double $12 
Write for free descriptive literature covering | air conditioning School to $16. 2-room suites from $18. Lower 
couplings, service men‘s couplings kits, oi! valves rates by the week or month 
and Quik Joint compression fittings THATCHER FURNACE CO., Garwood, 


Guardian PRODUCTS corP. 


COUPLING DIVISION 
Dept. F-81, 1215 E. Second St., Michigan City, Ind 


Write for brochure and map of 
N. J., recently conducted a two-day New York's most tonaieninioces 


airconditioning school, directed by to see and things to do 
Robert Fricke and William Hackney, James A. Flood, Manager 


Mode! R-! 
300,000 to 
1,050,000 BTU 
oil or gas fired 
Wondaire Lo-Boy Ry ERE 
eagernseeng ee” 
Ragan 





mo | 


Model R 4 . 2 Power Ges Burners ; Wondaire Horizontal 


6 80,000 to 1,050,000 BTU 


Dil or Gas fired 


115,000 to 212.0 


gase fired-Lo-8 


THE WORLD’S FINEST HEATING 


aici Today’s heating prospects are interested in the per- 

80,000 to nts formance and dependability of their investment. They 

1,050,000 BTU are interested in heating equipment which offers them 

Wondaire the greatest value backed by a guarantee which offers 

oil or gas fired . . 

Hi-Boy everything that it should. Wondaire heating is be- 
coming a “buy word” for more and more wholesalers 
and dealers as competition begins to weed out the 
narrow margin and low performance operators. This 
is one of the major reasons why more and more heat- 
ing experts are recognizing and requesting Wondaire 
Oil or Gas fired heat. Wondaire heaton’ is quality 
built at prices to please everyone. 














BOOST FUEL OIL 


DELIVERY by 10% 


“1 


add stops- per-day ee 


afl | 
ul | 


NEW BUCKEYE NOZZLE...SWIVEL.. .for low pressure-drop at high capacity 


No. 125 FUEL OIL NOZZLE 


Available with either 1%” or 1/2” IPT inlet —with or 
without tube and with or without integral check valve 


@ Less than 10 lb. drop at 100 gpm.* 

@ Higher lift, seat diameter larger than outlet tube. 
@ Designed for 125 gpm flow rate. 

e@ Easy to open, easy to close because of hydrau- 


lically balanced design. No hammer or chatter. 


4-notch replaceable guard permits easy control. 
*Tested on nozzle without internal check 


No. 126 SWIVEL. Available in 2 sizes—1%4” and 112” 


@ Fully repairable: remove plug and ball bearings. 


Bearings and quad-ring seal easily replaced. 


@ Teflon and ball bearings for easy operation. 


@ Full pipe size opening at both ends. Female 
portion of swivel (hose end) is larger than hose 


coupling—easy to attach and detach. 


Increases hose life. Prevents kinks, twists and 
damaging tension. Allows hose and valve to turn 


independently. 


@ Permanent lubrication of bearings; grease-sealed 
at factory. 


To you, time is money — and increased delivery 
capacity of your equipment adds to the number 
of stops your trucks can make per day. This new 
Buckeye combination is the only such system 
designed to give you low pressure drop at flow 
rates up to 125 gpm—virtually an “open pipe” 
system. Write for more information or contact your 
Buckeye distributor. 


PRESSURE DROP 
AT INCREASING FLOW 
CAPACITIES 


NM 
o 


w 


Typical 142” 
fuel oil nozzle* 


New No. 125* (1%4” and 
142” sizes—no difference) 


*Both less check valve 


INLET PRESSURE PSIG. 








100 
GALLONS PER MINUTE 


e. BUCKEYE IRON & BRASS WORKS 
Box 883 ¢ Dayton, Ohio 


rloil 
oilheae 





and tailored to the interests of install- 
ing dealers. 

Instruction was given on air moving 
components and requirements, trouble- 
shooting, electrical circuitry and re- 
frigeration practices and procedures. 
Practice sessions enabled the students 
to familiarize themselves thoroughly 
with the line. 


Lau Blower Co. to hold 
air moving Symposium 

IN A TWO-DAY session, June 29 and 30, 
the Lau Blower Co., Dayton, Ohio, 
held its first engineering symposium 
on air moving at the company’s fa- 
cilities in Dayton. 

Immediate and long range technical 
problems on air moving as applied 
primarily to warm air heating furnaces 
and air conditioners were discussed 
The symposium was designed to help 
Lau’s customers’ engineers solve over 


all technical industry problems 


lron Fireman sales teams 
blitz company’s Dealers 


Manufac 
turing Co.’s Heating and Air Condi- 


THIS SPRING Iron Fireman 


tioning Division, Cleveland, Ohio, un 
leashed a three-pronged sales blitz of 
less than a month's duration, involving 


three sales teams from headquarters 


who moved across the nation simul 


taneously and who held 44 separate 


meetings before Iron Fireman dealers 


and prospective dealers 


Looking for a selection of 
liquid loaders and liquid 
loading equipment? Look to 
OPW — you'll find liquid 
loaders by the dozens. 
SLIDE SLEEVE TYPES, 
SCISSOR ARM TYPES, 
BOTTOM LOADERS, SHORT 
RANGE AND LONG RANGE 
TYPES . . . A COMPLETE 
SELECTION. SIZES FROM 
2” TG". 





Special Loading Problems ? 


Standard OPW products can be arranged to 
solve the problem and save you many dol- 
lars. Choice of 4 different loading valves. 
Selection of construction materials. Dozens 
of different swivel joints. Long or short 
drop tubes 


96 


One team, led by General Sales 


Manager, Howard M. Cutshaw, set out 
across dealer 


country to re-stimulate 


goals and techniques on the company’s 
Mark Il 


and boilers. 


Custom residential furnaces 
A second sales force, this 
one centering about the division's com 
mercial-industrial heating and power 
equipment and its IronFirepak line of 
package generators, and led by S. H 
Beach 


manager 


commercial-industrial 
Gilbert 


package generator sales manager, held 


sales 
and Nellingham, 


their meeting in an area the day after 


the Cutshaw team 

In addition, and at the same time, a 
third team was also on the move. This 
lirected by Marketing Manager 
Warren 


n dealers who are not now part of 


one 


Blanke, focused its attention 


lron Fireman's organization. Their ob- 
jective was to persuade these dealers 
to join the marketing push behind the 


Custom Mark II equipment 


ONLY oPw OFFERS YOU 

ALL THREE METHODS FOR 
BALANCING LOADING ARMS 
* counterbalance 


* compression spring balance 
* torsion spring balance 


The grand opening of new Petroleum 
Heat & Power offices at Westbury, N.Y. 
was attended by 350 leaders in the oil 
industry as well as civic leaders and 
county officials. Clinton Martin (on the 
left), Superintendent of the Town of 
North Hempstead, officially opens the 
16,000 square foot new building in a rib- 
bon cutting ceremony as Kenneth Mac- 
Cart, President of Petroleum Heat & 
Power Co., Stamford, Conn., and Richard 
T. McTarnahan, vice president of Petrole- 
um Heat & Power Co., Westbury, N.Y.., 
watch. 


Bryant Industrial changes 
name to Pyronies, Ine. 


PYRONICS, INC., is the new name 


adopted by Bryant Industrial Products 


Corp., Cleveland, Ohio, manufacturers 


of combustion systems. Pyronics is a 


coined word defined as the systems 


concept of combustion application. 

The new name was selected to re 
flect the company’s engineering, mar 
keting and sales philosophies and ac 
complishments 


Brand new cata- 

log gives you all 

facts, figures about 

OPW Liquid Load- 

ers. Filled with 

drawings, photo- 

graphs, charts to 

help you. Write 

today, ask for — 
Catalog LL. i Sor 


iv 
DOVER CORPORATION DIVISION 
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REVOLUTIONARY! 


... Crashes the YZA0Z, barrier 





LENNOX 


®) 


HI-PERFORMANCE™ 
OIL BURNER 








It’s new from design to combustion! Actually burns the 
hydrocarbon vapors that all other burners waste up the flue 


This major break-through in efficiency means fuel 
savings of 20°% to 30° are a fact, not a mere claim. 
@® ZERO SMOKE 
mum 10° CO: at field setting without smoke . . . is abso- @ 10% CO, MINIMUM 
lutely without equal in the .5 to 1.5 gph range. A special 
high speed blower provides smooth, quiet combustion ® NO PULSATION 


air without pulsation. Small oil feed line and specially @ OBSOLETES ALL OTHERS 


The Lennox Hi-Performance burner delivers a mini- 


designed tip eliminate air pockets and post operative 
nozzle drip. It’s engineered for long life as well as 


efficiency. A Teflon slinger ring, for example, keeps oil Dont be satisfied with less than 


seepage from shortening the life of the Neoprene belt. 
Access to all parts for cleaning or servicing is fast and easy. 
This all new burner is standard 


on Lennox oil furnaces in the low- y . HEATS, COOLS, TREATS AND MOVES AIR 
er capacity ranges—is also avail- § P | oh __ k 
able for conversion use. Forde- [i — fares Smt itor Sree] 
tails, write Lennox, 424 S. 12th 


Ave., Marshalltown, Iowa. a aa CHT, Wiaty LSS GUOELED, OALIPORA. LONER TOUETRES 


X INDUSTRIES IN EST.1895—MARSHALLT N wa LUMBUS 


STRIES 





NEW PRODUCTS 


Delavan flame inspection Mirror 
features a telescoping Handle 
DELAVAN’S new flame inspection mirror features a tele 


scoping handle, which is 102” when folded and extends 
to 29” in length 





Mirror heads, 
made of high 
quality heavy 
chrome plate and 
polished, are 
available in two sizes: Round model is 374%” in diameter; 
rectangular medel is 37%” by 1'%16” 

Made by: Delavan Mfg. Co., Grand Ave. and Fourth St., 
West Des Moines, la. 


Zone-A-Trol Panel and Switch 

controls Heating and Cooling 

ZONE-A-TROL heating-cooling control panel and selector 

switch is usable on any zone-controlled air or hydronic 
year-round sys- 
tem. The unit 
switches from 
heating to cool- 
ing and back. 

When the 

change is made 
from heating to 
cooling, the mo- 
torized control 
panel shuts off 
the burner and 

cuts in the compressor; it also automatically reverses the 

action of all thermostats so that zone controls open on 

temperature rise. On return to the heating position, all 

change-over operations are reversed automatically. 

Made by: Econo Products Co., East Haddam, Conn. 


Ever-Tite announces reusable 
compression grip Coupling 

A REUSABLE COUPLING, consisting of an adapter, RCP-3A, 
and a coupler, RCR-3D, has been developed by Ever-Tite. 
Both adapter and coupling have serrated sleeves to grip 
and compress the hose, securely binding it to the coupling. 


I 


Mode! FF-530-¥— 34” opening 
For: Central heating plants. 


¢ 
Model FF-430-6—3/,” opening 
For: Central heating plants. 


Model j8-60—'4” opening 
For: Space heaters, floor 
urnaces, etc. 


*Medel PK-156—'4” opening 
For: Space heaters, floor 
furnaces, etc. 


*Medel FF438—3/4” opening 
For: Central heating plants. 





LOOK! 
19 NEW FURNACES 


in the Carrier oil-fired line! 


4 UPFLOW from 85,000 to 125,000 Btu output 

3 COUNTERFLOW from 85,000 to 125,000 Btu output 
7 HORIZONTAL from 85,000 to 335,000 Btu output 

9 LOBOY from 100,000 to 250,000 Btu output 


These new Carrier oil-fired Weathermaker* Fur- 
naces, available in capacities to heat the smallest 
prefab or the largest custom-built home, incor- 
porate brand-new design ideas, new components 
and new standards of performance. All are designed 
for the easy addition of cooling to make up a 
complete line that permits you to offer a custom- 
tailored heating system designed specifically to 
fill the needs and desires of any residential and 
small commercial prospect. 


And that’s not all. Carrier stands behind you 
with the industry’s most comprehensive programs 
for financial and technical assistance plus complete 
training in sales, installation and service that per- 
mits you to assure your customers complete com- 
fort all winter long. 


Get the profit picture of a Carrier dealership 
from your Carrier distributor, listed in the Yellow 
Pages. Or write Carrier Air Conditioning Com- 


pany, Syracuse 1, New York. *Reg. U.S. Pat. Off. 








Fast facts on Carrier oil-fired Furnaces: Belt-driven models in all 
capacities plus an 85,000 Btu direct-drive builder model... with 
oversize blowers for add-on cooling ... completely enclosed vesti- 
bules... heat exchangers of 14-gauge steel electrically welded 
and leakproof... fan motors rubber mounted for quiet operation 
... fans dynamically balanced for vibration-free performance... 
standard equipment that includes thermostat and all conventional 
controls... U.L. approval. 


Air Conditioning Company 


A 





When hose is replaced, the coupling can be reused. 
Large I.D. is incorporated to assure full flow and fast 
é 


service. Dimensions are 2-'16” in the 3” size and 21% 


in the 4” sizes 
Made by: Ever-Tite Coupling Co., Inc., 254 West 54th 
St.. New York 19, N.Y. 


Aprilaire plenum Humidifier 
now has a phenolic Housing 


A JET BLACK, molded Phenolic housing imparts a new 
look to the Aprilaire Mcdel 110 and 112 furnace-mounted 
humidifiers. The 
plastic used for 
the housing is im- 
pervious to wa- 
ter, rust and cor- 
rosion and will 
withstand high 
temperatures 
Other design 
changes have sim- 
plified installation 
j = ‘ and maintenance; new models are lighter in weight, smaller 
Y a ; t we in depth and can be quickly mounted on the plenum by a 
Our rer ec new procedure using five clips. Water panel is readily ac 
D | © | cessible, motor housing, distributing and drain pans all are 
edi... . ' integral, molded-in parts of the main housing. 
If your standards are high, ty Made by: Research Products Corp., Madison 1, Wis 
but your heating require- 
ments are modest, here’s the 


newest, smallest member of 4 a, > 
Dunkirk’s distinguished { 

Blue Circle family. Compact >: PO RTA i | 

enough to fit anywhere. Its i nag : LE 
efficiency and economy will 


amaze you. Just the right ' a : SOOTMWASIEER 





size for small homes, hous- 

ing projects, apartments, de- 

cated aaa service sta- ; ; FURNACE CLEANER 
tions, small stores and shops. \ ; ee ee. * 
And the price is as ; Easily carried — Heavy 

small as the boiler. duty performance — 

Oil fired... Hot water , ' eo more economical—maxi- 


5 mum filtration — ma- 
..-Cast iron Blue neuverable — New 


Circle Lexington Qa | : elastic top filter bag 
Boilers available as ; snaps on and off for 
basic units with or easy cleaning 
without burner, or com- 
plete Lex-Pak package with boiler, burner, circu- GQ MES COMPLETE WITH 
lator, tankless heater if desired, and all controls © 10’ duck dh 
installed ready to hook up. Open front (flush) © 27” snes naaiae 
or fully enclosed (extended) jackets. Also 5, 6, tool 
7,8 section sizes. Send today for descriptive © 10 reusable paper 
literature, specifications, prices, and Pe vy bags ’ 
» 4 andy hose carrying 
name of nearest warehouse. cage 
®@ Available without 
wheels 





Distributed in Canada by 601-8 
Imperial Refractories & Equipment Ltd 


“mastercra © 


INDUSTRIES/JINC. @) 


109 Lanza Avenue - Garfield, New Jersey 








UNRESTRICTED FLOW 


PHILADELPHIA 


mean 
fast 
deliveries 


Save time at the delivery point. and 
you save money.” That is the con- 
sensus of tank truck operators every- 
where. and it is one of the many ad- 


vantages of Philadelphia Hose Reels. 





Self Aligning Boll Bearing 


sn 


Bal! Bearings 





- Spokes for Drum 
SECTION THROUGH REEL 














Unrestricted passageway is clearly 
shown on the sectional view of the 
spindle and seal. Note the long radius 
curvature of the elbow, free from re- 
striction. A self-tightening Neoprene 
seal is used. It is tight at high or low 
pressures and will run for many years 
without any signs of wear or leakage. 
Note that the ball bearings for the 
spindle are outside the passageway 
and not in contact with the fluid. 


The actual fact is this: when a re- 


stricted flow reel is replaced with a 
Philadelphia Hose Reel, the resulting 
full flow means faster delivery —without 


changing either the pump or the hose. 


Philadelphia Reels are light in weight 
and are built like a fine automobile. 
(ll parts are made of steel, malleable 


iron or bronze (no cast iron is used) 


All shafts and bearings are equipped 
with ball bearings with hardened and 
ground races. Seven ball bearings are 


used on each reel. This means the reel 


HOSE REELS 


will last many times longer than one 


equipped with plain bearings. 


Prices No Higher. Quantity produc- 
tion of standard parts, plus many 
years of experience, enables us to 
build these high-grade reels at prices 
competitive with and in many cases 
lower than other makes. Philadelphia 
Hose Reels are made in all sizes from 


1” to 3” with hand or power drives 


Under- 


approved explosionproof 


electric. air or hydraulic. 
writers’ 
motors when required (any voltage). 


Send for Bulletin No. 171. 


PHILADELPHIA VALVE COMPANY 


2497 €E ONTARIO 


SITREet, 


PHILADELPHIA 34 PA 


Manufacturers of Reels & Valves since 1922 


Pacific Coast Distributors 


Oil Marketing Co., 
Howard Supply Co., 


325 Fremont Street, 
5125 Santa Fe Avenue Avenue, 


San Francisco 5, California 
Los Angeles 11, California 


New England Distributor 


Northeastern Petroleum Service & Supply, Inc., 


37 Brookley Road, Jamaica Plain 30, Mass. 
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Talking to customers, 
‘ab x installation? 








General Offices: 161 East 42nd St., 


Point out 
that 


also means 


Here’s a “dollar-and-sense” sales story on firebox in- 
stallation that will help your customers save 15-25% 
in fuel bills. That’s how much B&W Insulating Fire- 
brick, the lightest insulating firebrick 
fuel bills each year. 


The reason? B&W IFB have millions of tiny air 
cells that impede the flow of heat. As a result, these 
brick come up to operating temperature faster. Heat 
is held inside the combustion chamber. That means 
lower fuel bills, more complete combustion, 
and odorless heat. 


made, can cut 


clean 


Increase your sales and profits by telling your cus- 
tomers the benefits of B&W fireboxes. 
It’s an effective way to build your 
reputation in a community. 


A Valuable Guide 
for Every Installer 


Send today for this Handbook! 


ANDBooK 


THE BABCOCK & WILCOX CO. 


Refractories Division 


Works: Augusta, Ga. 
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Built-in noise Suppression 
featured in Motorola Radio 


MOTOROLA has developed a means of suppressing ignition 
noise interference from vehicle electrical systems on fuel 
oil delivery two- 
way radios. It is 
available on Mo- 
torola’s transistor 
ized Motrac low 
band (25-50 mc) 
mobile radio line. 
Known as “Ex- 
tender” operation, 
the device is de- 
signed to eliminate impulse interference from the radio- 
equipped vehicle and all other vehicles in the area. An 
interference-causing impulse is generated each time a 
single spark plug fires. 

Ignition noises are automatically detected in the early 
stages of the radio receiver. Extender operation turns off 
the mobile receiver for the 2-3 microsecond duration of 
each ignition impulse. Since it takes hundreds of micro- 
seconds to transmit a single vowel, quieting the receiver 
for the impulse duration does not affect clarity. 

An added feature is the rejection of intermodulation and 
desensitization, forms of interference that may be generated 
by strong signals of transmitters in specific areas. 

Made by: Motorola Inc., 4501 West 
51, Illinoss. 


Bl d., 


Augusta 


( hicago 


Blackmer motor-mounted Rotaries 
have pumping Capacities to 30 gpm 


BLACKMER motor-mounted rotary pumps are for delivery 
rates from 10 to 30 gpm at 125 psi. Pump and motor are 

built as an inte- 

gral unit with 
common. shaft 
supported by mo 
tor bearings. Of- 
fered in 1”, 11%” 
and 114” 


each may be ordered with any of five motors, ranging from 


Sizes, 


44 to 3 gpm 
Pump discharge can be left, right, up or down; change 
is made by removing four capscrews and repositioning the 


cylinder. Each has a built-in relief valve and each has 

Blackmer’s special mechanical seal. 
Made by: Blackmer Pump Co., Grand Rapids 9, Mich 

Carrier develops slide Rule 

to calculate cooling loads 


CARRIER has developed and made available to dealers a 
pocket-size calculator to figure cooling load requirements 
for any room. The user can determine the amount of cool- 
ing needed for the room based on the number of windows 
and the direction they face, the size of the room and its 


exposure to sun and heat gain through floor and ceiling. 
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pressurized, | ge ‘ 
. ad : WwW one hand-tig t connec- 
diaphragm type tion, you get... 
expansion tank } | * Easier Installation 
. « » the most practical ° 
~ a fer Bai: Protection é profits today, contact your 
controlling hot water es “wholesaler — or write directly to: 
ee ee fe al = _ AMERICAN TUBE & CONTROLS, INC. | 


TUBE 
West Werwick 
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JOIN THE LEADER FOR 
INCREASED PROFITS 


Electric Furnace-Man has maintained its reputation for ‘The Finest in 
Automatic Heat’ for more than 38 years and E.F.M. continues to be a 
leader by constantly developing new and better heating equipment to 
increase dealer sales and profits. With E.F.M.'s full line of heating equip- 
ment for all residential applications, in all types and sizes for steam, hot 
water and warm air, burning any of the desired fuels, plus many dealer 
aids, you can satisfy all your prospective customers. Write today and 
find out how E.F.M. backs its dealers with everything to build greater 


volume and increase profits—you'll be glad you did. 


TRIC FURNACE-MAN INC., EMMAUS, PA. 


FURNACE BURNER UNITS—BOILER BURNER UNITS—CONVERSION BURNERS 


OIL—mANTHRACITE —GAS 
oilhear, 








es | The calculator measures 442.” by 812” and is coated 
av) T 0) with plastic. Directions and an illustrated example are 
ae | printed on the device. 


Made by: Carrier Air Conditioning Co., Syracuse 1, N.Y. 


REELS WITH 2 inch | Brodie adds two BiRotor Meters; 
announces meter monitor Switch 

HUB ASSEMBLIES | TWO BIROTOR METERS, particularly suitable for small load- 

CAN REDUCE ing racks, pipelines and similar applications, are availabl« 

LINE PRESSURE LOSS paneling 


gpm and 
UP 70 58 * 50D at 120 gpm 
% Both feature Bro 
die’s double case 
construction and 
were devek yped 
as companion 
models. Working 
pressure for both 
is I2Z> psi; each 
has in-line inlet 
and outlet con- 

nections. Can be equipped with balanced outlet valve 
The monitor switch for use with BiRotor meters can 
be used with timing devices for an automatic check that 
product is being measured and recorded. Should product 

flow stop, the switch stops, producing a signal 
Made by: Ralph N. Brodie Co., San Leandro, Calif. 


50 60 7 80 90 100 


GALLONS PER MINUTE “ot 75 G.P.M eer Eeosak Z iabae 7a 
Hannay Hi-Capacity reels are specifically Ld ie: 
designed to drastically reduce the pump 
pressure head required to deliver at flow 
rates from 50 to 150 G.P.M. The chart 
above graphically demonstrates the reduc- 
tion in pressure loss through the reel when 
2” hubs are used instead of the conven- 
tional 114” hub. Installed with high per- 
formance pumps, meters and other com- 
ponents, these reels will give you top efh- 


ciency from tank to nozzle. 


For complete specifications and prices, see 
your equipment dealer or write for 


FORM H-205. 
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REELS BY 


CLIFFORD B. HANNAY & SON, INC. 
WESTERLO, NEW YORK 





stone-lined, oil fired 
WATER HEATER 


FURNACE AND 
INDUSTRIAL 
VACUUM CLEANER 


It’s the new compact Shorty that 
delivers big cleaner performance 
in a small package. Its 2034” 
ig me height enables it to be carried 
MOST MODERN We Gee a. upright in even the smallest lug- 
‘ DESIGN : a” gage compartment. The Harvey Shorty has a powerful 
; — Y% HP motor that provides plenty of suction. Two 
inside dust bags give you better filtering action and posi- 
tive protection against costly blowouts. The Shorty 
HIGH 4 holds up to 1 bushel of soot and dirt, enough for the 
MAXIMUM RECOVERY : average cleaning job. The one hand carrying grip makes 
CORROSION ‘ s : 
Witehizaile. ) “Ss it a honey to handle. 





FURNACE 


EASILY 


asunoant We Rwy 8 86| «6 Mme 6| VACUUM CLEANER 


COMBUSTION 
copa CHAMBER 


Sid Harvey’s big cleaner 
comes in two models, Junior 
and De-Luxe. Both have all 
the desirable features of the 
Shorty, with greater capacity. 
The De-Luxe holds one full 
bushel of soot or dirt, the 


Specially engineered with an Alka- 
line Barrier stone lining, Koven Oil 
Fired Water Heater is the most 
modern and economical method for 
supplying rust free, abundant hot Junior has 34 bushel capac- 
water. ity. Heavy duty casters make 
High temperature has no effect on the : it easy to handle. 

lining — 180 degree water for laun- 

dry, hospital, industrial, and with the : TRADE PRICES — Complete with Attachments 

use of a tempering valve a safe . Harvey Shorty 

supply of tempered water for domes- E Harvey Flat Top Jr 

tic purposes. ; Harvey Flat Top De-Luxe 

Electrolytic action is practically non- 
existent. 








i memmueree eee | ATTACHMENTS ond SPARE PARTS 
%& gives 125 times more corrosion protection for other cleaners 

such as Doyle, G-E, Kent, Nu-Vac, 
Premier, Pullman, Super-Suction and 
Tornado. 


von % ee 
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Write for Sid Harvey's CLEAN-UP TIME. 

It's a booklet that lists the essential tools 
and supplies needed for furnace and boiler 
clean-ups FREE to the trade. 


ce eee 


AVAILABLE 
AT ALL 
SID HARVEY 


VALLEN STREAM W 
STORES EW NORK 


oilheat, 





Add a “HANDYMAN” 
to your furnace 
cleaning crew for 


Check all these 
“HANDY MAN” 
exclusive features: 


© SPACE-SAVING MODERN DESIGN 
© ONE MAN OPERATION 

SELF CLEANING FILTER BAGS 
FAST ALL WEATHER OPERATION 
© LOW MAINTENANCE 

75 Cu. Ft. SOOT HOPPER 

© CONVENIENT HOSE STORAGE 

© 2 EASY-TO-REACH TOOL BOXES 





The NEW, MODERN SPACE-SAVING 


EON AWVOYMAN 


f | POWERVAC FURNACE CLEANER 


Get your share of the profitable furnace cleaning business 
with a minimum investment that insures big returns 
The General “HANDYMAN” Furnace Cleaner is built 
with more power (up to 40 H.P.) and greater capacity 
than any other cleaner available today. Now ... All resi 
dential, commercial, institutional and industrial heating 
system cleaning jobs can be done with ease at a maxi 
mum profit 

Investigate all the features and advantages of the Gen 
eral “HANDYMAN” Powervac Furnace Cleaner before 
you buy furnace cleaning equipment for your shop. Send 
for our Profit Portfolio with complete information and 
prices on the “HANDYMAN" and other General Fur 
nace Cleaners. Do it now and start profits rolling 
your way from more cleaning jobs, more repair jobs and 


, more replacement part sales for a profitable 1960. 


Will You 
have the Energy? 
(Begins on page 54) 


bottled LP or natural gas or fuel 
oil. 
A fuel cell utilizing methene gas, 
LP gas, liquid petroleum, coal 
dust, liquid hydrogen, or som« 
other chemical 

3. Solar 


form of 


batteries utilizing some 
supplementary energy 
for cloudy periods. 
Before you relegate this article to 
the impossible you should know that 


ab ve 


existence today and are 


all three of the items are in 
usable to 
some degree. All operate at transfer 
efficiencies which make conventional 
heating systems archaic. (And all are 


currently too expensive for home 
use.) In 20 years one or all of these 
energy devices may prove to be the 
item you will have to sell or service if 


you are to stay in the energy business 


Ye Phone, Wire or 
Write Today 


-\Ndependence 3-5127 





SMANUFACTY 


ADAPTABLE Tek 


COMMERCIAL 
(@) 


| on 
EXCHANGER 


Multiple flue arrange- 
ments for maximum 
heating surface in mini- 
mum space 


BURNERS 
GAS AND OIL 


rein. ag = Pha full 
range of sizes. com- 
bination gas and oil. 


Write For Literature 


RED BY 


Wm. W. Meyer & Sons 


8260 Elmwood Ave., Skokie, Illinois 





° Weal mds bt 
OF CUSTOM BUILT 


Fortunately for the petroleum busi- 
ness, each of these items can probably 
be powered by one or another petrole 


um product. This crystal ball gazing 


QUALITY 


because Ijernlund heating equipment is 


Manufactured 100% by Ts—ERNLUND 


BLOWER 
ASSEMBLY 
Custom designed and 
built for greater effi- 
ys and quiet opera- 

on. 


AUTO-DRAFT INDUCERS 


ALL-PURPOSE MODELS 


FOR IMPROVING EFFICIENCY 
— OF OLD AND NEW 
HEATING SYSTEMS 


Exclusive Tjernlund de- 
sign in full range of sizes. 
Simple installation and ef- 
ficient venturi type op- 
eration. 








MANUFACTURING CO. 


2132 KASOTA AVENUE) e 


ST. PAUL 8, MINNESOTA 
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brings us to the point of asking what 
we should do now. 

First, we should do all within our 
power to persuade oil suppliers and 
others to engage in research of these 
energy machines to insure as far as 
possible that liquid fuels are utilized 
We 
keep abreast of these developments 
Oil like 


utilities, must protect against new de- 


(ones we can deliver). should 


ourselves. refiners, electric 
velopments by sponsoring such de- 
velopments themselves. 

Secondly, we ourselves should di- 
versify. Should we install electric heat, 
sell LP gas, sell electric aircondition- 
ing, etc.? Well perhaps we should. Oil 
dealers who handle LP gas, gas fur- 
naces, and electric heating on the as- 
sumption they are in the heating busi- 
ness, not the oil business (and because 
of its merits swing as much business 
to oil as is possible) may indeed have 
the right idea. Later, if LP gas (re- 
cently the petroleum product with the 
highest percentage of growth) proves 
to be the energy to power fuel cells, 
clearly the LP gas dealer of today will 


be in on the ground floor tomorrow. 


eveco aDJUST-ODpAFT 


Fully adjustable for precise accurate setting 
and instant response to draft varietions: 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass beerings, and other 
features, insure lasting dependability and 
maximum efficiency when you INSTALL 


ADJUST-O-DRAFT. 


LP gas may in the future be made 
from coal or fuel oil. 

Oil refiners will roll with the punch 
to serve the market's needs, and per- 
haps oil marketers should plan to 
utilize petroleum products in a man- 
ner that will suit the needs of the 
customer rather than try to preserve 
tradition in the industry. Dealers 
should perhaps look upon diversity 
into other fuels as a means of protect- 
ing their future. In other words, they 
handle LP gas, 


electric heating. 


should fueloil, and 

No one knows today what fuel will 
power the home of tomorrow. Much 
depends upon research. Should we 
plan to fight electric heating down to 
the wire, so to speak, or should we 
beat the utilities by finding a better 
and cheaper way of producing elec- 
tricity through utilization of a petro- 
leum fuel. This is the big question 
of the future 

Coal 


holder interested in solid fuels despite 


could not keep the house- 
developments with the stoker and the 
economy of coal itself. The oil indus- 
try could not keep lighting the world 





Aveileble in sizes from 
5 they 12 inches. 








MANUFACTURING CO 
45-18 
Flushing, L.!., N.Y 


162nd Street 
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P.O. BOX 423 BLOOMFIELD, N. J. 


INSURE TRANSFORMER LIFE 
IGNITORS OF 
HIGH PERFORMANCE 
AND PROVEN ECONOMY! 


REPLACE IGNITORS AT 
“CLEAN-UP TIME” 


IGNITION COMPONENTS CO. 


PHONE: PILGRIM 3-0960 








entur 


CEDAR RAPIDS, |OWA 


PRINTED FORMS 
AND OPERATION AIDS 


For Immediate Shipment 


Check items you are interested in. 
Attach to your letterhead, mail for 
information, prices, FREE SAMPLES: 


([] Degree Day Cards 
C) Service Order | 


C] Service Ticket | () Inter-Office 
Correspondence 


EZE Stick Pressure 


~] Telephone Call 


Service Record 
Card 


Daily Record of | 
Deliveries 


| Price Charts 


Service Dept. 
Record 


Weather Temp 
Recording 
Thermometer 


Oo 
0 | Sensitive Label * 
0 
0 


Authorized 
Receipt 


Door Knob 
Notice Card * 


| 


oO METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump! 


My Name 


Safety Sidewolk 
Caution Signs 


] Sort-O-Matic Rack 


Company 
Street 


State 
FAllow 2 weeks to imprint your copy. 


Ser- 7 20,000 Petroleum Firms Over 


DEGREE DAY SYSTEMS 


39-30F 58 ST.. WOODSIDE 77, 


cieme aa) 


Century 
summer 

winter 
system 


Here is central year ’round air conditioning 
as easy to install as many plug-in appli- 
ances. Priced to make you a profit... built 
to eliminate annoying service calls. You 
keep the profit you make. 


FOR LITTLE MORE 
THAN HEATING ALONE 


FURNACE —Oil fired 
—all types 
EVAPORATOR— 
Matches furnace—no 
field transitions 
COMPRESSOR-CON- 
DENSER—Remote 
type—installs in 
minutes 
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swivels easy... 
steel ball bearings 


and races 


VALVES. COUPLINGS, SPECIALTY PRODUCTS FOR HANDLING HAZARDOUS LIQUIDS oTyy COLERAIN 


with kerosene despite better refining 
and actual production of good kero 
sene lanterns. Nothing can save the 
railroads from losing long-distance 
passengers to the airlines, and perhaps 
we can't keep the homeowner from 
going to electricity. Trends are indeed 
hard to stop. 
In order to grow, we may have 
temporarily to diversify our sales of 
equipment to cover gas and electricity 
as well as climate devices merely to 
prepare for the immediate future 
Those who sell LP gas like the profit 
in it (despite the high investment 
Sales of 


may not be profitable in themselves 


electric heating equipment: 
but engaging in this activity can edu 
cate you on the problems as well as 
produce Opportunity tO Convert pros 
pects to fuels which you can presently 
furnish. 

In the last analysis, we must utilize 


the movement of the times and insuré 


won't pull apart... 
steel snap rings 


opw 
20 


NEW 
with BALL 


It's the new OPW 20 Swivel... 
easy. Has precision steel ball bearings and races. 
OPW 20 on a nozzle is like power steering on a car 
—gives smooth, effortless control. Leakproof (guar- 
anteed!) Won't pull apart (that’s guaranteed, too). 
You'll never have to repair it—there’s a factory 
rebuilt swivel exchange program. A good deal. De- 


FUEL 
OIL 
HOSE 


SWIVEL 
BEARINGS 


swivels easy—real 


tails in Bulletin NP-20. Write today. 


DOVER CORPORATION Opw DIVISION 


urselves that we will have the en- 


ergy to meet the householders’ needs 


f the future in the most efficient 


manner, whatever form that may take 
It might be better to research ways to 


generate electricity with petroleum as 


contrasted with convincing the cus 


tomer to keep oil heat per se. Also, it 
may be cheaper and considerably more 
practical in the long run 

We can be sure the electrical indus- 


try is out to sell electric home heat- 


ing as a space age concept. It would 


nice, tor a change, to have them 


lo the convincing, sell the equipment, 
nd then be in a position ourselves to 
sell a petroleum fuel which will gen- 
rate the electricity and do the job 
better and cheaper. Contrast this with 


continue to sell an altered 


trying to 
oncept of oil heating, and decide for 
rself which likely 


activity 1S more 


ichieve success 


ir thinking has been too 


AVENUE 


NNATI 25. O10 + KIRBY 1.54 + TW Cl-415 


protective of our industry. The signs 
of the times give good cause to pause 
and chart our course, deciding whether 
or not we will have the energy to meet 
the changing needs of the homeowner 
At the least, let's devote some energy 
ourselves to thinking about it 


* 


Plumbing Contractors 
designate new Officers 


G. ALLEN BRIGGS was elected president 
of the National Association of Plumb 
ing Contractors, to serve for one year, 
and W. Wilbur White has been chos 
en as secretary for the new adminis 
tration. 

Chet D. Brownell was elected vice 
president, with Roland P. Sornsin suc- 
ceeding him as second vice president 
Carl N. Finley, immediate past presi 
dent, becomes treasurer, and Jerome 
O. Hendrickson 


tive secretary of the organization 


continues as execu 





with Hydravalves QUALITY LINE OF 
OIL BURNER REPLACEMENT PARTS 


Precision Engineering together with Modern Factory 
Inspection Methods are your assurance of 
LONG-LASTING TROUBLE-FREE PERFORMANCE 

x a ‘is A 


lon . | 
<8 Ok: ) 
a hes 
“ NN * 
3) > or 


a a > 
CIRCULATOR PARTS 


=T nte 
FUEL UNIT PARTS CONTROL PARTS 
Your friendly Oil Burner Jobber stocks the HYDROVALVE | 


Hydrovalve ‘x. 


ee. Ask hin 0. or write direct 


1319 Utica Avenue, Brooklyn 3, N. ¥. 
NA 9-1234 


108 





Vow 


44 page 


Time For 


Is Tl 

Ss 1e 
booklet contains a 
f articles by J. R. Lewis on 


sirconditioning market the 


ties n cooling sales 7 


; Protits 
the Oilheating dealer 
in 


Cooling 


Order Your Copu 
Today 
ONLY 


$1.00 
A COPY! 


fueloil & Oil heat 
2 West 45th St 
New York 36, N. Y 
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THERE’S 
ONLY 
3 
THERMOLOK- 
ADAPTO 
ich, Eagle}, | 
TRANSFORMER 
... AND ONE 
DOES THE 
JOB OF 
TWELVE! 


Check these 


THERMOLOK-ADAPTO advantages: 


@ Reduces inventory space and costs 


@ Adaptable to 80° 
@ Shielded to 
ference 
Eliminates 
backs 


prevent radio or 


temporary hook-up 


burners serviced 


TV inter 


and call 


Takes all standard terminal fittings 


Mid-Point grounded 
Has 3 sets of terminals 
Competitively priced 
U.L. and C.S.A 
Guaranteed 18 months 
These speak 


approved 


advantages for 


themselves 


Available in 115V or 220V—see your local 


jobber today! 


THERMOLOK MFG. CO., 


INC. 


1099B Tulip Ave., Franklin Square, 


Long Island, N.Y 


FLOOR FURNACE 
” with a FILTER 


ONLY G/A HAS THESE ADVANTAGES 


30°’ HIGH 


1612” below joist 


INSULATED JACKET 
CIRCULATED, FILTERED AIR 
QUIET OPERATION 

RETURN AIR OPENING 

to facilitate a return-duct if used 


Model 
C-85-FB 
OIL-FIRED 
85,000 Btu 
Output 


Get the complete story 
CALL. WRITE OR WIRE NOW 


EASY ACCESS 


for filter removal or furnace service from 


top 
@ PRE-ASSEMBLED & WIRED 


GENERAL AUTOMATIC PRODUCTS 


CORPORATION 


2300 Sinclair Lane 
Baltimore 13, Md. 
EAstern 7-7703 


STACK LOSS 
SLIDE RULE | 


‘.. PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 
in gaining you competitive leadership and 
neighborhood recognition of your competence 


as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal 

The kit contains the well-known FYRITE CO2 
indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 


Tester. Now, for the first time, you can adjust 
an oil burner quickly and expertly for highest 
CO2 without objectionable smoke . . . do away 
with guesswork, and “hit and miss’ fumbling 
in adjusting for clean firing. The “Scale of 
Soot’ which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for var- 
ious burners and types of heating systems 
This amazingly simple method of oil burner 
adjustment ts the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among the 
first to own this “up-to-the-minute” combus- 
tion-testing kit. 


Fer complete information on this and other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


200 N. BRADDOCK AVE. 


© PITTSBURGH 8, PA. 





(CORRECI \ 


CROMWELL’S Fuel Oil Deale 
Forms: Budget Envelopes, Metei 
lickets, Invoices . .. make record 
keeping accurate and easy. Im- 
printed with your name, fast 
delivery, free catalog. 





Ss 
eo . 
@> + printery inc. 


aie 
CHURCH AT BLEECKER, ALBANY, N. Y. 


— — 








5 YEAR GUARANTEE 


backed by large New England Insurance Co. 


Distributor 
Inquiries 
Invited 


at 
ORIGINAL 


STEEL 


Permanent Tank Bottom 


Seal leaking tanks the sure, positive way at a frac- 
tion of the cost of a new tank . . . and enjoy a 5 
YEAR GUARANTEE of the entire tank! Only STEEL 
bottoms give certain seal with no chance of leaking 
or buckling. A one-man, 30-minute job. Insist on the 
ORIGINAL STEEL Permanent Tank Bottom now 
being used by over 800 oil and service companies. 
Three standard sizes . .. all 10” wide in 60”, 
66” and 72” lengths. If no distributor of STEEL 
Permanent Tank Bottoms is in your area, order di- 
rect from factory—at discount . or write for lit- 
erature. 


PERMANENT TANK BOTTOM CO. 


600 WYNDHURST AVE. BALTIMORE 10, MD. 
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“for those with an eye for 


QUALITY” 


all brushes from one 
dependable source 

OUR FULLY ILLUSTRATED 
CATALOG ON REQUEST 


ice Brushes. 


FOR PLUMBING AND HEATING INDUSTRY 
146 FULTON ST. * BROOKLYN 1, NEW YORK 
PROMPT DELIVERY 





FIRE BOX 





fueloil & oilheat 


WANT ADS 
Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 
No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, 
FUELOIL & OIL HEAT, 2 West 45th St., 


address: c/o 
New York 36. 


TURN YOUR SURPLUS INVENTOR Y 
into cash. Mail list and price 


DECALS—Service, nameplate 
order. Easy to apply, uniform 
needs. Write for catalog. Mathew 


REPRESENTATIVES: Manufac r fa my li f hea 
equipment needs additional repr ntation in the east, se irect 
Line includes oil and gas 
and air conditioning. Higt 
Box No. 1533 


aseboard 


nfidence 


SALES REPRESENTATIVE AVAILABLI 
of experience and youth. Permane: 
tacts. Technical and sales experience ir 
controls and precision parts to O.E.M 
and missile manufacturers. University 
industry references. Write 


REPAIR THAT LEAKY FUEL 
Tank Bond. Apply to the o 
old leaky tank and make it jus 
bottom of a vertical 275 gal 
Order from Tank Bond, 400 


EASY AND 
EFFECTIVE 
APPLICATION 


with one push of the button 


CLEANS AND RESTORES CONTACTS 
ON OIL BURNERS, AIR CONDITIONERS, 
GAS CONTROLS, ETC. 


Such as: Relays, Breakers 
Solenoids, Thermostats, etc 


CONTACT CLEANER 


LIQUID BURNISHER 


Permits application in difficult areas. Prevents rust, pitting and corrosion 


2) 


LASTIC 


Tuse 
EXTENSION 


AVAILABLE AT MOST JOBBERS OR WRITE FOR NEAREST DISTRIBUTOR 


THE TANKIT CO.. INC. s6o BELMONT ave NEWARK 
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ng and coolir 
to dealers 
radiatior 


4 


to 





COMPETE WITH GAS 
REPLACE THOSE OIL HOGS, WITH 


Hayward Rotary Atomizing Burners 


PERFECT FLAME PLACEMENT OF HIGH 
TEMPERATURE FLAME ENABLES YOU TO 
GUARANTEE 20 TO 50% GREATER ECONOMY 


HAYWARD OIL BURNER CORPORATION 
125 WINTER STREET |= TAUNTON, MASS. 











Capable of supervising Service and Oil 
A working knowledge of 

to locate in Washington, 
irate with record and ability 


Department of 

burners and controls necessary. Must be 
D.C. Excellent opportunity. Salary com- 
Reply Box No. 1550 


retail fuel oi 


FOR SALE TWO OIL BURNERS #D37688 Webster Electric Co twe 
stage fuel unit. Ignition transformer, Jefferson Electric Co., General Electric 
ui] protection. It can be used with group one and two controls 
heavier than number three. THE GEM CLAY FORMING 
OHIO. YEllowstone 8-2101 


»verload 
oil not 
EBRING 


WANTED MANUFACTURERS REPRESENTATIVES TO SELL COMPLETE LINE 
OF BRUSHES TO OIL TRADE, state territory wanted. Write Box No. 1528 


COMPETENT MECHANICS IN THE OILHEAT SERVICE INDUSTRY who are 
erested in a full-time career teaching the skills and the knowledge of the 
rade to young men, under ideal conditions, apply to: Wm. E. Grady, Voca- 
ional-Technical High School, Board of Education of the City of New York, 
Bright n 4th Road, Brooklyn 35, New York—or—Allen H. Fishken, Chair- 
1, Auto-Metal Trades Dept 158-19 89th Street, Howard Beach 14, New 


SERVICE 


position 


MANAGER—SALES ABILITY—wanted man _ with 
with future in growing fuel oil dealership located in 
Opportunity for right man. Write Box No. 1551 


experience for 
lucrative area 


GENERAL MANAGER WANTED—Midwest firm desires to employ man capable 
of handling fueloil dept., sales staff and service dept.—substantial salary and 

entive commensurate with background and ability. Firm presently handling 
10,000,000 gallons of oil, desires to increase this gallonage. Reply in confidence 
to Box No. 1552 


NO. 2 OIL BURNER SERVICE DEPARTMENT. Excellent opportunity for person 
rapidly expanding service department. Duties would include: (1) Supervising 
n (2) Handling customer complaints (3) Coordinating our training 
rogram (4) Varied administrative details. We offer real growth potential for 
ambitious person with management goals. Salary commensurate with 
ce and ability. For interview, telephone or write: Mr. R. Gardner 

Heat, Inc., 1265 Boylston Street, Boston. KEnmore 6-6500 


FULL TIME SALES REPRESENTATIVE WANTED to cover Upper New York 
State x one of best known chemical specialty manufacturers. Must have 
knowledge of heating industry and preferably some present contacts with fuel 
dealers and supply houses. Many active accounts and leads in area. Call 
Hessel, Sales Manager, Stewart-Hall Chemical Corp., Mount Vernon, New 

rk. Mount Vernon 8-6300 





( tor heating comfort - you can’t 


beat our CORVCL . 
VAPOR EQUALIZING SYSTE 


with correctly sized 


FAST VE NTING 








te 9990049 


Cranford, New Jersey 


y, 
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TONGUE & 


LITE-CAST |e 


COMBUSTION CHAMBERS 
QUICK HEAT LONG LIFE “ 


MONOGRAM has... 


@ 5 


HIGH 
SIDE WALLS 


DOUBLE SEAL 
BETWEEN 
FLOOR & WALLS 


364 Standard Designs and . 

sizes of LITE-CAST Insulating | PPE CAS! FLOORS 
Refractory Combustion Cham- ° 

bers for ALL Boilers and AIR SPACE 
Furnaces. BENEATH FLOOR 


-75 TO 23 GALLONS PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA 





88P8L97 “ON 3&4 SN 


INDEX TO 


American Standard 
Air Conditioning Division 


Brush Company D 
Visible Records, Inc 

Degree Day Systems 
Delavan Manufacturing Cc¢ 
Electric Mfg. C« 
Dunkirk Radiator Corp 


American Telephone & Dongan 
Telegraph Co 
Tube Controls, Inc 


Applied Mechanics Co 


American 
E 


B Eckhart Manufacturing C¢ 
Electric Furnace-Man, Inc 
Babcock & Wilcox Company 

Bacharach Industrial 


Instrument Co F 
Bell & Gossett Company 


Bethlehem Foundry & 
Machine Co 


Ford Motor Compan; 


Blackmer 
Bostor 


Pump Company 
Works Co 
Corp 


G 
Machine 
Products C« 


Company 


Bridgeport Chemical General Automatic 


Brodie Company General Fittings 


Ralph N Inside Front Cov 
Buckeye Iron & Brass Works Co 


Gentleman Janitor 

Manufacturing Co 
Gorton Heating Corporation 
Products 


Corporation 


Cc Guardian Corp 

Gulf Oil 
Carborundum Company, The 
The 


Air Conditioning Co 


Carlin Company 

Carrier 
ry Engineering Corp 
olet Motor Division 


Hago Products 

Hannay & Son, Inc., Cliffor 
Harvey, Inc Sid 

Hayward Oil Burner Corp 


Hydrovalve Company 


Service Oil Company 
oasta Oil Company 
Coleman Co Inc 
Controls Company of America 
Cox Manufacturing Company 
Crane Company 6 I 


Parts & 
Equipment Co Inc 


NEWI RECTORSEAL: 


Thread and Gasket Sealing Compound 
Slow dry — soft set. 
Dopes more joints per dollar prevents 
leaks at all pressures. Won't settle, hard 
en, dry out or skin over in the open can 
Write for Sample 


If fast dry—soft set compound 
is desired use Rectorseal #2 


RECTORSEAL 
Dept. O 
2215 Commerce St., Houston 2, Texas 


Crescent 


Ignition Components Company 








CONTROLS 


Minneapolis 
Honeywell 


White-Rodgers 


Detroit ¢ Perfex 
Penn 


Mercoid « General 
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Crescent Parts and 
Equipment Co., Inc. 


MAIN OFFICE 
825-831 S. Boyle Ave. 
St. Louis 10, Mo. 
BRANCH 
540 Wimmer Place 
East St. Louis, Ill. 


Use “CRESCENT PARTS” Service 


Serving St. Louis Trade Area 
"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 





OlL—GAS — STOKER 


Parts & Controls 


installations 
Materials 


& Accessories 





Heating Specialities 





J 


Johnston Company, S 


Johnson Degree Day 


Kenite Laborator; 
Klemm 
Kover 

Kraissl 


Automotive 
& Bro., Inc 


Company 


Lennox 


Lockheed Electronics 


Mack Truck In 


Mastercraft Industries 


McDonnell & Miller 
Meyer 


Minneapolis-Honeywell 


Co 
Mobil Oil 
Monarch 

Works, Inc 


Company 


Monogram 
Mueller 
Mutual 


limatrol 


N 


National Airoil 


Neptune Meter Company 


0 


sion, Dover 


Industries, Ine 


Wm. F. & Sons 
Regulz 


Manufacturing 
Products Co 


Manufacturing 


Burner 


ADVERTISERS 


ten 


Back Cx 


36 


Cc 


Corp 


Company 20 











KENITES 


KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM AVOID 
FASTER => AIR LOCK 





MADISON 


LABORATORY 


NEW JERSEY 











by Chet Cunningham 
Way 


ERE'S A MIGHTY interesting 
H:: take a picture of a tire. The 
girl is Betty Jo, and the tire is the 
new B. F. Goodrich All-Purpose Trac- 
tion model. The special deep grooves 


on the sides of the tire are designed 


for good traction in both forward 
and reverse gears. This tire has been 
engineered to be especially good fos 
slippery, muddy and snowy driving 
areas. Might work out on your oil de 
livery trucks come this winter 
There's a new item out for your 
diesel delivery rigs. It's an exhaust 


pyrometer—with a gage on the dash 


to show your exhaust heat 
A series of thermocouples 

near the exhaust manifold 

turbocharger discharge pip« 

the temperature to the red or 

gage on the dash. If the needle re 

mains in the green area, everything is 

A-OK. But if it goes up into the red 

you are working the diesel too hard 

and should either down-shi 

on the accelerator, or stoy 

haust heat can ruin valve 

and turbocharger impellers 

rule is to “Drive by the 


shift by the tachometer 


ls your oil filter still working? Fil 
ters last so long these days that some 
remember when 


times it’s hard to 


they were changed. Here's an easy 
way to find out if yours is clogged 
A working oil filter is hot to the 
hot oil is 


touch—because rushing 


hrough it. A cold one shows that the 
oil is all bypassing the filter—your 
filter is plugged and past time for a 
change 

Get any complaints about diesel 
smell? There's a preparation on the 
market to add to your fuel tank that 
is supposed to kill all diesel odor. It’s 


calle d Vitasul 


That new oil change may not do 
much good—if you didn’t also change 
your oil filter. Wonder detergent oils 
can't do the whole job of lubrication 

they need a filter to trap a lot of 
the dirt 


A filter 


particles that 


catches the medium-sized 


build up inside your 


engine. These get trapped quickly in 
the filter, because oil circulates com- 


pietely nm most engines once 


That 


flow of 800 gallons an hour! 


every 


thirty seconds means a total oil 
Heavy particles in the oil drop to 


the bottom of the crankcase and are 
removed during oil changes. But the 
fine particles go right through filters. 
They keep circulating and eventually 


k together with other particles, 
producing sludge. Sludge sticks to odd 
rners of the engine, and doesn’t cir 

ising trouble 
Detergent-dispersive oils are specif 
designed to keep these particles 
sticking together, and to sepa 
se that already have. The par- 
rapped in the oil stream 

next oil change 


\ dirty 


cleaning 


filter can't do its share of 


work ind that over- 


rks the oil, making it unfit for use 


If you negic 


CKCI 


ct the filter, you 


rtchange your oil's potential 


\ filter 


water to help prevent corrosion in an 


acid and 


also pl ks Ip 
engine. It quickly becomes saturated 


with these elements 
When the filter 


with water and dirt, a 


be comes | yaded 


pressure valve 


opens and the oil by-passes the filter 


entirely SO a dirty riiter means 70 01 


filtering at all! 


Many truckers change filters every 
tume they change oil. Others change 


only filters, never the oil. Others 
change filters every other oil change 
Work out your own oil filter change 
interval and stick to your filter servic 
ing schedule. You'll be dollars ahead 


when you do 

If you have to make very many road 
calls for brake service on your trucks, 
you should take a good look at your 
brake preventative maintenance pro- 
gram. Something is wrong somewhere 

Proper PM can cut road calls for 
brake work to a minimum. Here is a 
list of some common causes of road 
breakdowns, the causes and the rem 


Re ck 
Raybestous-Manhattan, 


edy. The list comes from Grey 
Division of 
Inc 

W heel 


Cause 


L j ’ sonst ’ vr 
Locked (air and vacuum 


cam turned over, camshaft 


stuck. Cure: Inspect lining regularly 


and replace before this can occur 
Check for bind in camshaft bearings 
when relining. Check for bent brake 
brak« 


chamber pushrod or bind in 


chamber 
Wi / eel 


bonded lining came off shoe, or brake 


locked (hydraulic) Cause 


shce stuck. Cure: Examine regularly 


Remember bonding failure occurs 
within a day or so after a reline job 
Check for bent brake chamber push 
rod, or for bind in the brake chamber 

W heel locked (air, vacuum, hydrau 
ic) Cause: oversize linings with stand 
ard drum or undersize drum with 
standard linings. Bent or broken shoe, 
Check 


lining thickness 


incorrect adjustment. Cure 


drum diameter and 


before installation. Examine shoe be- 
fore installation. Adjust brakes prop 


erly and road test 
No brakes air, 


Loss of air pressure diaphragm or hose 


vacuum) Cause 
failure. Cure: Compressor should be 
replaced periodically. Diaphragms and 
hoses need regular replacement 

No. brakes Hy- 
draulic wheel cylinder failure. Cure 
Wheel should be 
regularly for leaks 


(hydraulic) Cause 


cylinder checked 


Broken brake drum (air and vacu 
um) Cause: unbalanced system. Cure 
Check balance regularly to see that 
each brake is doing its share of the 


Ww rk 


August 


1961 





OZZLES 


are GUARANTEED 
UNIFORM 








1: CHOICE 


OF THE INDUSTRY 
SINCE 1926 


What is Uniformity? According to Webster, Uniformity means 
unchanging . . . unvarying. Carry this to almost fantastic perfection 
and you have Monarch uniformity. 

Exclusive machines, designed and manufactured by Monarch per- 
mit regular nozzle production to tolerances of 1/10,000 of an inch. 
Certain critical dimensions are within even closer limits. No other 
nozzles have achieved such a high standard of precision. 

And remember: Monarch guarantees every single nozzle is individ- 
ually tested on oil. Monarch’s erclusive precision machining and 
individual oil testing is your assurance of perfect uniformity and 
superior nozzle performance. 

Next time, insist on Monarch Nozzles. You'll see a big difference. 


NEW! HIGH EFFICIENCY AIR MIXING EQUIPMENT 


Get ‘“‘Combustion head”’ performance at 
pone Me ary air-cone-stabilizer prices. 
Monarch’s new F-124 cones and H-660 ~~ 
stabilizers combined with Monarch ‘“R”’ 
series nozzles provide intimate air-oil a 
mixture for stable, pulsation-free, high 
efficiency flame. Available for 37%"’ and 
4’ I.D. air tubes only. For original equip- 


ment or conversion. -6 , 
REPLACEMENT AIR MIXING EQUIPMENT 

Bladed Cone Ring and four blade Sta- 

bilizers for ordinary Air Tube replacement MANUFACTURING WORKS tie 
from 3!4” to 8” I.D. Also special “‘Anti- , 
Pulsation’’ equipment. 2503 £. ONTARIO ST., PHILADELPHIA 34, PA. 


Als¢ o at ailable: Flame Mirrors, ‘‘24”’ and 
“*48"’ Nozzle Boxes, Racks, Wrenches, etc. 





| The high 
Tok} mo} 4 
low water. ..§ ..and the 
low cost 


of basic 





Low water in a boiler is as unpre- 
dictable as it is costly. That’s why 
no part of a boiler installation 
deserves as much respect as the 
boiler water control...the combi- 
nation mechanical boiler water 
feeder and electrical low water 
cut-off. 

We have called this the basic 
safety control. If we could find a 
stronger word than ‘“‘basic,’’ we 
would use it. When low water 
occurs the boiler water control is 
truly basic—the last and final safe- 
guard...the “or else,”’ the para- 
chute, the lifebelt. 

A boiler water feeder may sim- 
ply stand guard for weeks, even 
months. But now without warning 
low water occurs. Will the control 
do its job? The McDonnell answer 


is the greater dependability that 
results from advanced design car- 
ried out in traditionally better 
construction. In short, the many, 
many years of ‘““‘Doing One Thing 
Well.”’ 

Proof of this is found in the long 
list of basic contributions to 


dependable operation pioneered in 


McDonnell controls: the cool feed 
valve; the stainless steel needle 
valve and seat; the quick hook-up 
fittings; the tailor-made, straight- 
through blow-off valve. 

In proportion to the benefits it 
provides, the cost of basic safety is 
almost negligible. Give it the re- 
spect it commands. Install the best. 
See that it is properly maintained 
and cared for. Ask for the booklets 
on Basic Safety. 


MSDONNELL & MILLER, Inc., 3500 N. Spaulding Ave., Chicago 18, Ill. 


MEDONNELL 


safety 


MCDonnell No. 47-2 for steam boilers, and 
its equivalent, No. 247-2 for hot water boil- 
ers, provides double safety. Mechanically 
odds water when necessary. Electrically stops 
the burner in case of emergency. Larger sizes 
for larger boilers. 


These booklets tell the whole story 
of basic safety. Ask for them. 


Bulletin L-711—Steam Boilers 
Bulletin P-30C—Hot Water 
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